/ 


Mil  lillVI\  Kiiil  forever  (lie  e\|>eiisive.  conipli- 
w  rated,  .slow  liv-the-jiieee  tnelhoil  ol 
finishing  your  awning  stock  .  .  .  eliminate  your  cleaning 
tanks,  pre-treating  tanks,  spray  booths  and  baking  ovens. 
I’se  AKROVl  fire-cnaleil  stock,  iiiadi  by  finishing  specialists. 
Arrow  stock  ends  lM)ttlenecks,  cuts  handling  costs,  speeds 
production,  increases  turnover.  No  need  to  start  up  yctur 
paint  productivn  line  to  fill  special-color  orders.  Just  pick 
up  a  fresh.  tire-\»rap[»ed  .Arrow  coil  o(  the  desired  odor  and 
run  it  through. 


wmn  ^Udiuy 

most  beautiful,  most  durable  coating  lor  aluminum  that 
engineering  imagination  has  ever  devised.  For  appearatice, 
you  just  can't  touch  it  .  .  .  for  durability,  you  just  can't  hurt 
It.  (Takes  to  forming  like  a  duck  to  water.)  Send  for  complete 
details,  prices  and  free  sample  today.  Or  outline  your 
reipiirements  and  our  awning  engineers  will  he  glail  to  assist 


Every  month,  more  monufoctureri  ore  itorting  with 
the  Arrow  finiih.  At  our  volume  increotet,  we 
continually  seek  new  woyt  to  lower  coitt  to  our 
cuttomert. 


Veon  of  actual  service  plus  the  important  Florida  lest 
panels,  weolherometer  and  salt  spray  tests  are  your 
guarantee  of  complete  satisfaction. 


HASOU.  NEW  JERSEY 
Tolopbeiios  Aoaipton  Lakes  7-1820 


you  wiinoui  oiuif;aiion. 

The  Finish  that  Stays  On  . 

HI '  1 1  .ItlNt  •  Sl*Kl  I.VI.l'IKS.  \'ul.  5,  Nri.  4,  tK-luIicr,  IV5J.  I'nhlishra  monthly  hy  lltitTm.in  l*vil)licatii»iit.  Ire.  4i.S  K**nrlh  .Avr.,  .N't-n  Vnrk  Is.  \.  V 
Subscription  price,  Ibimrtlic  $.1.00  per  year,  .45  cents  i»er  copy;  C.-inaiia  and  KoreiRii.  $4  i)0  per  year.  Notice  *■.^pplicatlon  for  entry  as  second  class  m.itter  is 
pendis**  ■' 


•  RESTORES 

•  PAINTS 

•  WEATHERPROOFS 
making  them  look 

like  NEW! 


UEwwAIEA  Manufacturing  Corp. 
434  Watt  4an4  Straat,  N.  V.  IS.  N.  Y. 


Gsntl*m«n:  Please  send  complete  informoiion  as 
to  how  we  can  operate  in  this  new  and  lucrative 
field  as  an  approved  SHINGLE-SEAL  applicator. 


Write  or  Phone  for  full  particulars 


If  AICA  Manufacturing  Corp. 

424  West  42nd  Street,  N.  Y.  18,  N.  Y. 
LOngacre  3-6527 


Stole 


ALUMINUM  COMBINATION 

DOOR 


the  ROYAL  is  sweeping  the  nation  .  .  . 

because  it’s  the  most  competitive  door 
on  the  market! 


^  compete 

cio«ur«,  bottom  oxpondor. 


Special  aluminum  jamb  —  insures  perfect 

operation  at  all  times. 


meotker-selector  panels  —  two  storm  sash 

two  screen  panels. 


October,  1952 


Outstanding  three-track 
aluminum  window  on  the 
market  .  .  .  full  sliding 
storm  and  screen  sash 
with  outside  access  at  any 
time,  any  season  of  year! 


BEST  OTWINPOIV  SALESMAN/ 


The  quality  window  of 
the  field  .  .  .  America’s 
finest  in  every  respea 
with  more  superior  fea¬ 
tures  than  any  other  win¬ 
dow  on  the  market! 


The  ROYAL  and  our  complete 
window  line  e  your  best 
profit~making  combination! 


All  Alumallc  product!  or*  noliencilly-advortisod  in  tho 
nation's  loading  magaiinos  and  all  boar  tho  Good 
Hotftokooping  Soal  of  Approvoll 


SEND 
THIS 
COUPON 
AT  ONCE! 


Top  quality  extruded 
aluminum  combinations 
that  you  can  sell  on  a 
competitive  basis  with 
wood  produas.  Get  on  the 
aluminum  bandwagon! 


storm  sash  and  scroons  for  coso- 
monts,  scroon  doors,  full  and 
half  scroons,  and  scroonod  porch 
onclosurosl 


.  ..  Si 
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BUILDING  SPECIALTIES 


NEW  DESTRUCTION-RESISTANT  COATING 


SEAL-TESTED  COATINGS.  INC. 


THE  NEW  HOME  OF  SEALTEST ..  .WHERE  PRODUCTION  CAPACITY 
IS  40,000  gals.  DAILY ...  FOR  THE  BEST  SERVICE  TO  YOU  AND 
YOUR  CUSTOMERS. 


iua. 


SEAL-TESTED  COATINGS,  INC.  •  Sth  A  LUZERNE  STREETS  •  PHILADELPHIA,  PA. 


NATIONAL  SALES  OFFICE:  100  Hempstead  Turnpike.  West  Hempstead,  L  I.,  N.  Y.  Tel.  Hempstead  2-5112,  2-5105 


October,  1952 
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Cover  Picture  of  the  Month 

Our  cover  tor  October  thowi  the  Flasler  Hotel 
In  FalUburq.  N.  Y.,  a  lummer  reeort  well 
known  to  New  Yorken.  The  ihicco  oi  the 
main  buUdinq  teen 

here  and  that  oi  the  _ 

many  others  on  the 
qrounds  not  shown 
here  had  deteriorated 
and  was  showing  se¬ 
rious  cracks.  John  For¬ 
done,  Fallsburq  con¬ 
tractor,  restored  the 
stucco  on  all  oi  the 
hotel's  buildings  with 
Re-Nu-It.  a  mostic  as¬ 
bestos  resuriacer.  This 
enormous  lob  Involved 
close  to  2.000  squares. 

The  hotel  had  previously  never  been  able  to 
keep  any  type  oi  paint  on  its  exterior  walls 
ior  any  length  oi  time.  Re-Nu-lt  is  made  by 
the  Re-Nu-It  Corp..  424  West  42nd  St.,  New 
York  H.  N.  Y. 


It's  Easy  to  Sell  Folding  Doors .  54 

Glass  Jalousies .  56 

Texas  Dealer  Finds  Good  Customer  Relations  Pays  Off .  58 
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BUILDING  SPEQALTIES 


Millions  oi  homes 


Unlimited  Soles 


Evaiy  Ludmon  Wbido  Tit*  Jolousi*  bMtaltation  wiN  t*N  analhtr  e 
You'v*  n*v*r  M*n  a  prodkwf  with  so  many  SoIm  possibitilM  G*» 
th*  Jolowsi*  Bondwo^  with  ludmon— th*^  hKador  ...  it's  Ih*  m 
prcfitabh  mov*  you  con  mok*! 


(o»PME  IKS  sAus^manis 
ownwwPEu  RiWB  wnN  m 

nmmmm  wmnwn 

•ssss-fatew*’*''  'sumLit* 

•  WYWV  IdUOIVISfV 


LUDMAN  ADVERTISING 
AND  SELLING  HELP  LEADS 
THE  FIELD! 

S  Lodman's  large  variety  of 

\  beautiful,  hard-selling  folders 

'  \  and  mailing  pieces  give  you 

J  the  sales  ammunition  you 

!'  need.  Space  is  provided  on 

all  folders  and  other  material 
for  your  own  imprint.  Ludman 
provides  you  with  a  special 

5  mat  service  to  help  you  build 
your  own  local  newspaper 
advertising. 


STREET. 


ZONE _ STATE _ 


ENGINEERED  FOR  EASY, 
LOW  COST  INSTALLATION 

^  INSTALLATION  “BUGS”  ELIMINATED  in  these  tine 

eatruded  aluminum  lalousies  by  Ludman's  superior 
lalousie  and  window  enf;inecring  experience  and  "know 
how  ” 

^  ADJUSTABLE  “MAGIC”  MULLIONS  mean  you  can  tit 

any  openini;  without  costly  delay  no  waiting  tor 

special  sizes  trom  tactory  no  special  carpenter 

work  required 

^  TENSION-GRIP  LOUVER  CLIPS*  — Ludman  s  exclusive 

new  glass  louver  clip  solves  jalousie  industry's  oldest 
problem  .  .  clips  hours  ott  glass  installation  time, 
eliminates  breakage  and  chipping  .  gives  tighter  tit 

it  EASY  TO  ORDER**  STORE  AND  HANOLE-No  special 

installation  experience,  tools  or  equipment  required 


Every  Home  —  New  or  Old  —  Is  a  Prospect 

AN  ENORMOUS 
READY-MADE  MARKET! 

There  are  unlimited  sales  opportunities  in  a  market  you  already 
know  well  .  .  .  using  your  present  sales  force,  and  the  equipment 
and  facilities  you  already  have.  Look  around  you;  the  immediate, 
widespread  acceptance  jalousies  have  already  had  for  every 
window  use  in  every  type  of  building  guarantees  you  a  stable, 
fast-growing,  permanent  market  for  jalousie  products. 

JALOUSIE  COSTS  WITHIN  AVERAGE 
HOMEOWNER’S  BUDGET 

Ludman  Jalousies  are  now  priced  to  sell  the  average  pocketbook. 
Homeowners  will  consider  them  a  necessity  when  they  realize  how 
much  light,  beauty,  air  and  utility  they  add  to  every  house. 


LUDMAN'S  ADVANCED  DESIGN  .  .  .  FINEST  MATERIALS  ...  AND  UNRIVALED  CRAFTSMANSHIP 

.  .  .  give  you  the  jump  on  competition.  Ludman  engineering  and  manufacturing  “know-how",  combined  with  streamlined 
distribution,  make  it  possible  for  you  to  offer  Ludman  WindoTite  Jalousies  to  your  customers  at  a  price  competitive  with 
ordinary  jalousies. 

YOUR  COMPETITION  CAN’T  MATCH  LUDMAN  QUALITY  .  .  .  LUDMAN’S  SALES  HELPS  ...  OR  LUDMAN’S  OUTSTANDING 
CONSUMER  FEATURES 


*  *  FROM  COMPLETE  JOBBER  STOCKS  IN 
YOUR  TERRITORY  —  OR  FROM  ADJACENT 
TERRITORIES  IN  THOSE  AREAS  WHERE  NO 
JOBBER  YET  ASSIGNED. 


^VOUR  SALES  FORCE 
WITH  DEMONSTRATORS 


And  Watch  Th»  Fostast 
Soles  Action  You've  Ever  Seen  I 
The  jalousie  morket  can  be  the 
biggest  sales-producer  you  ever 
dreamed  oboutl  Don't  wait  for 
your  competition  to  gel  the  jump 
on  you. ..get  storied  now. ..TODAY! 


LUDMAN  CORP.  DEPT  No  BS  10  BOX  4341,  MIAMI.  FLORIDA 

YES...  You  may  enter  my  order  for  QJ  Windo  Tite  Glass 
Jalousie  Demonstrators,  with  convenient  carrying  handles. 
Price  $15.00  net  each,  F.O.B.  shipping  point.  Also  please 
send  me  complete  literature  and  competitive  prices. 


COMPANY. 
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RUBEROID 


REPORTEB 


NEWS  OF  INTEREST  TO  THE  TRADE  •  PUBLISHED  BY  The  RUBEROID  Co.,  500  FIFTH  AVE.,  NEW  YORK  36,  N.  Y. 


COLOR-GRAINED  SIDING,  SMASH  HIT  IN 
FIRST  YEAR,  ADDS  NEW  SALES  FEATURE 


New  Duroc^"  Finish  Promises 
Even  Greater  Demand  Prom 
Home-Owners  and  Builders 

Little  more  than  a  year  has  passed 
siiue  The  Kiiberoiil  Co.  introdueed 
('(d(ir-(lrained  Sidinjr.*  Applicators 
everywhere  were  <)iiirk  to  di.seover 
the  maKic  .selliiiK  features  of  this 
new  sidewall  material  with  its  smart, 
dcH-orator-desifrned.  duo-tone  colors 
and  rich  “shake"  texture.  Color, 
style  and  beauty  won  over  the  im¬ 
mediate  approval  of  architc*cts,  dec¬ 
orators,  builders  and  home-owners. 
Asbestos-cement  sidiiiK,  lonjr  noted 
for  durability,  economy  and  fire- 
resistance,  accpiired  exciting  new 
decorative  |Kissibilities.  Never  be¬ 
fore  had  such  strikinjr  and  endurintf 
beauty  been  available  for  homes  of 
all  types  in  the  remodelintr  field. 

Exclusive  Durqe  Protection 
Adds  Important  Features 

Now,  Ruberoid  has  added  a  new  im¬ 
provement  to  make  Color-Grained 
Siding  even  more  attractive  and  jrive 
your  customers  jrreater  value.  It’s 
Ihintr.  the  exclusive  new  Ruberoid 
surfacing.  Ihnor  adds  a  lustrous  fin¬ 
ish  that  brinjfs  out  the  full  bc*auty 
of  the  warm,  distinctive  colors  and 
hi^hliKhts  the  rich  texture.  It  pro¬ 
vides  an  armor-hard  prott*ctive  coat- 
wijr  that  resists  dirt,  stain,  wear  and 
weather.  1  in  roc  repels  water  atid 
resists  moisture  absorption.  Color- 
Grained  Sidewalls  keep  their  luxuri¬ 
ous  colors  and  fresh  beauty  for  yc-ars 
longer  with  /tHroc’sextra protection. 


;\eir  Iturttr  finish  gives  a  more  lusirtms 
hennty  to  the  rich  colors  not!  tiislinclire 
style  of  i'ftlitr-liraineci  Sitting. 


Mitre  and  more  houses  are  taking  on  a  new  look  with  l.otor-Crained  Siding, 
(lomliined  with  ShadoW  edge,  it  has  the  added  luxury  ttf  dee/t  shadowlines. 


. . .  and  that's  not  all 

To  vrive  Color-Grained  Sidin^r  even 
Kieater  luxury,  Ruberoid  has  de¬ 
veloped  ShadoV\'ed>re+,  an  asjihalt 
undercoursinjr  strip  that  adds  rich, 
deep  shadowlines  to  sidewalls.  This 
tapered  strip  is  '4"  thicker  at  the 
base  and  thrusts  the  lower  edjre  of 
the  siding  shingle  forward.  The  re¬ 
sult  is  a  i)lc*asinjr  thick  butt  aj)pear- 
ance.  Essentially  a  weather  strip, 
.ShadoVVedKc  makes  a  tighter,  j 
stronger  sidewall  and  is  easy  to  ap¬ 
ply  in  :b>"  len^'ths  over  any  shc'ath- 
injr  material.  With  Color-Grained 
Sidinjr  and  ShadoWedfre  you  have  I 
the  perfect  sales-winninjr  combina¬ 
tion.  . 

Ruberoid  helps  you  sell 

When  you  sell  Color-Grained  Sidin^r,  1 
you  can  count  on  Ruberoid  to  back 
you  up  with  pow  ful  national  ad- 
vertisinjr.  Full-color  ads  appear  in 
leading  magazines  like  the  Saturday 
K veiling  Post  and  Good  Housekeep- 
injr.  You  have  two  powerful  .sales 
aids  in  the  GoikI  Housekeeping  Seal 
of  .Approval  sales  book  and  the  C olor- 
(irained  Siding  \’isualizer— the  most 
powerful  personal  sales  aid  ever  de¬ 
vised  for  asbestos-cement  sidinK. 


Call  your  Ruberoid  re|)resentative 
today  and  start  boostinKyour  sidinjj 
sales  and  profits  with  Color-Grained 
Siding  with  the  added  new  Duroc 
feature  and  the  sales-winninK 
ShadoWedjre  combination. 


•Patent  Not*.  2H077;t.'t  ;  2’IU77.‘»4.  «'lh«TH  pendtntr 
tpau-nt  No.  2Hi»4;>7‘.F,  otherw  itentlini; 


Laboratory  tests  prove  Durov's  remark¬ 
able  resistance  to  wear,  weather,  water 
and  dirt. 


t 
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ACT  RIGHT  NOW! 

Designed  specifically  for  volume  sales  and 
engineered  to  guarantee  the  dealer  greatest 
dollar  volume  ever  .  .  .  here’s  the  only 
REAL  ADVANCE  in  Storm  Windows 
you’ve  seen  in  years!  Trouble-free  .  .  . 
almost  maintenance  proof  .  .  .  Now 
REMINGTON  brings  you  a  Storm  Win¬ 
dow  that’s  two  ways  better! 


DRSIGNRD  FOR  PROFITS! 

Yes  .  .  .  after  years  of  research,  we’ve 
developed  an  aluminum  combination 
Storm  &  Screen  Window  loaded  with 
every  possible  up-to-the-minute  demon¬ 
stration  feature — features  geared  to  make 
demonstration  a  salesman’s  delight  and  a 
positive  sales  closer  ...  a  window  that  in¬ 
cludes,  among  other  features,  AMAZING 
FOUR  WAY  ACTION ...  A  WINDOW 

THAT  COMES  TO  YOU  AT  A  PRICE  SO  LOW  YOU  WON’T  BELIEVE  YOUR 
EARS!  Here’s  profit  .  .  .  SURE  PROFIT  .  .  .  REPEAT  PROFIT  .  .  .  GREATER 
PROFIT  than  you’ve  ever  seen  before! 

DESIGNED  FOR  SALES! 

Yes,  pay  less  when  you  buy  .  .  .  make  more  when  you  sell !  Handle  REMINGTON 
and  you  handle  the  finest  Storm  Window  ever  designed  .  .  .  PLUS!  PLUS  the 
greatest  campaign  of  dealer  aids  the  industry  has  ever  known!  PLUS  an  intensive, 
streamlined  national  advertising  campaign  in  such  magazines  as  LIFE, 
SATURDAY  EVENING  POST,  HOUSE  BEAUTIFUL  and  others!  Yes,  a 
complete  merchandising  and  advertising  program  that  gives  you  everything 
from  counter  cards  to  direct,  personal  help  at  the  sales  end  .  .  .  and  gives  A 
them  to  you  absolutely  without  cost !  Get  all  the  terrific,  money-making 
details  TODAY  .  .  .  Start  getting  those  extra  profits  NOW ! 


write 


REMINGTON  Corporation 

99  MADISON  AVENUE,  HEMPSTEAD,  L.  I.,  N.Y.  — HE  2-10144 

A  Great  Name  in  Storm  Windows^ 


wire 
or  phone 
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LET  DOLLAR  PROHTS  BECOME 


NATIONAL  HiATHIK  STONI,  Inc. 

4123  Kcmlnftnn  A*«.,  PhUa4clpkl«  4, 

Ocnticmcnt  TIcocc  tend  me  the  complete  tfory  on 
HCATHER  STONI. 

NAMt  . . . 

HUM  . . . . . 

AOOWSS  . 

cm  . .  ZONf  .  STATI  . 


CALL,  WIRt  OR  WRITt  NOW  TO: 

NATIONAL  HEATHER  STONE,  InCe 


4122  KENSINGTON  AVE.,  PHILA.  24,  PENN  A. 


Phono  DEIawaro  6*1400 


Boost  volume  with  genuine  HEATHER  STONE  —  the  quick  and  long 
term  profit  builder  in  the  building  specialties  field. 

HEATHER  STONE  sells  on  sight;  is  applied  like  tile  over  brick— stucco- 
cinder  and  concrete  block— shingle— clapboard  and  other  exterior 
surfaces.  HEATHER  STONE  is  the  only  real  cast  stone— with  color  solid 
throughout,  produced  and  cured  in  accordance  with  National  speci¬ 
fications,  inspected  and  selected  prior  to  packaging  in  cartons  for 
shipment.  Many  choices  of  popular  selling  styles  and  blends. 

HEATHER  STONE  is  backed  by  years  of  field  experience;  installation 
and  sales  training  programs  are  provided. 

Stone  conscious  public  are  ready  to  be  sold  on  the  conversion  of 
present  houses  into  Stone  Homes  and  HEATHER  STONE  leads  the 
field  in  volume.  Scope  includes  new  and  modernization  work  on 
commercial,  residential,  and  industrial  structures. 


October,  1952 
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On  tlie  House  . .  . 


rpHE  failure  of  Congress  to  act 
on  an  FHA  request  for  an  ad¬ 
ditional  $259  million  maximum 
limitation  to  its  revolving  fund 
has  seriously  affected  the  financing 
of  home  improvements  in  some 
parts  of  the  country.  VV’hile  many 
banks  are  ta'  ing  the  matter  calmly 
and  are  continuing  to  grant  loans 
for  home  improvements  under 
FHA  Title  I,  other  banks  and  loan 
institutions  have  either  stopped 
authorizing  loans  or  are  very  hesi¬ 
tant  about  so. 

That  the  situation  real'y  is  quite 
serious  in  some  parts  of  the  coun¬ 
try  is  evident  from  the  letter  sent 
to  this  publication  by  a  Colorado 
dealer  from  wh  ch  we  quote: 

“We  received  the  following  letter 
a  few  days  ago  from  one  of  our 
banks  in  this  city: 

‘The  Federal  Housing  Adminis¬ 
tration  informed  us  in  their  letter 
dated  July  25,  that  the  allotment 
of  funds  granted  under  Title  I, 
Section  2  (a)  of  the  National 
Housing  Act  has  about  reached 
the  statutory  maximum.  In  view 
of  this  it  has  become  nece.ssary 
for  us  to  discontinue  making  Title 
1  FHA  Home  Improvement  loans 
as  of  August  5,  1952.’ 

“Prior  to  this  date  four  of  our 
local  banks  were  accepting  im¬ 
provement  loans  and  as  of  now- 
only  one  bank  is  making  considera¬ 
tion  and  to  .‘■ay  the  least  they  must 
be  ‘Gilt  Edge’  to  get  through.’’ 

There  is  no  doubt  that  Congress 
will  grant  the  additional  funds  as 
.soon  as  it  gets  back  in  .session. 
On’y  the  rush  fo  adjourn  before 
the  conventions  prevented  consid¬ 
eration  of  the  FHA’s  request.  In  ■ 
the  meantime  the  FHA  is  nursing 
its  funds  along  as  carefully  as  pos-  ^ 
.sible  in  the  hope  that  Congress  will  ^ 
act  before  its  funds  are  exhausted.  I 

However,  the  situation  is  not  as  | 
dark  as  it  looks.  According  to  the 
bulletin  sent  by  the  FHA  to  all  lend- 

I 

(Continued  on  Page  97)  I 


^  Get  set -for  winter  profits  witK 

STEELCRAFT 


1 — fcl 

1 

ALUMINUM  STORM  SASH 


(fits  any  metal 
casement  window) 


NOW  YOU  CAN 
MAKE  MORE  MONEY 
SELLING  THE  FINEST 
STORM  WINDOW  FOR 
THE  Least  Money! 


and  here’s  why 


Lowest  prices 
Fast  turrtover  and  good  profit 
Strong,  yet  light  and  easy  to  handle 
Smart  appeorarxe  —  cork  and  Neoprene  insulatiofi 
Easy  to  instoll  —  no  meosuring  — no  Cutting  — f>o 
trimming  or  fitting  required 
Pocked  in  individual  **drop-tested"  cartons 
Made  by  on  experienced  casement  manufacturer 
who  knows  how  to  build  an  efficient  storm  window 


COMPARE  STEELCRAFT  WITH 
HIGHER  PRICED  STORM  WIHDOWS 

Deoler  cost  for 


37"i  38  "(osem«nt,  $ 
illuitroted  above 


.73 


2  Storm 
Soth 

Ord*r  SampI*  and  $••! 


SPECIAL  LOW  PRICES  TO  STOCKING  DISTRIBUTORS 

Nationally  advertised  in  American  Builder,  American  Lumberman, 
Building  Specialties,  Building  Supply  News,  Home  Maintenance  & 
Improvement,  House  &  Home  Edition  of  Magazine  of  Building,  and 
Practical  Builder. 


fSSLCRAFT 


MANUFACTURING  COMPANY 
Roiimoyne,  Ohio  (In  Grootor  Cincinnotl) 


The  Sfoelcroft  MenuFecturing  Co.,  Oeel.  BS — 1052 
9017  Slue  A»h  Reed,  Rottmeyne,  Ohio 

I’lej'f  semi  me  complrle  infurmalion  on  Slerlcraft  Alumi. 
nuni  .Storm  Sash. 


Cash  in  on  this 
money*  making 
opportunity. 

WRtTE  FOR 
DEALER  PUN 
TODAY! 


Name.  . .  . 
Company 
Address  . 


.Title. 


City 


.Zone.  . .  .Slate . 
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A  STOmW  DOOR  IN  WINTER  .  A  SCREEN  DOOR  IN  SUMMER 


Ciuarnnifrd  b> 


'iil  ccm^MM/itu/vi  di>M.  {joncoM^Uu^-^ 
■^atij  nMt,  ditnattwi  pnitj. 


THE  MOLONEY  DOOR 

ALUMINUM  COMBiNATlON 

laA^tociiam.  lujuU^U) pamlUij. 


THI  AAOLONEY  CO  •  2409  TERMINAL  TOWER  •  CLEVELAND  13,  OHIO 
In  CANADA,  Th*  Molon«y  Door  i»  monufoctvrod  and  told  by  Molonoy 
Aluminum  Rroduct»  of  Conodo,  Ltd.,  41  l«wi»  Str««t,  Fort  Eri*.  Ontorio 


world’s  largest  manufacturer  of  aluminum  combination  doors 


This  ad,  appearing  in  Novenrtber  American 
Home  and  Small  Homes  Guide,  is  one  of  a 
series  of  powerful  national  advertisements. 


Shine  or  snow— 
watch  door  sales  grow 


MOLONEY 

doors 

mean  all-season  sales! 


We’re  helping  with  more 
than  73  million  advertising 
impressions  this  fall  in 
Better  Homes  and  Gardens, 
American  Home  and 
Good  Housekeeping,  What  does 
this  mean  to  you?  It  means 
there’s  no  off-season  on 
sales  for  Moloney  Doors. 

Sell  ’em  now— sell  ’em  every  day 
— sell  ’em  every  season. 


October,  1952 
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A  &  B  MANUFACTURING  COMPANY 

10441  Metropolitan  Avenue  •  Kensington,  Maryland 
LOckwood  4-6468 


(because  you  stocked  KAYSER  products) 


i«  the  permanent,  ruitom'filted  alnml« 
•form  window  that  home  owners  look 
and  buy  ! 


•  POSITIVE  INSULATION 


Oeatoa 

dead  air  spare,  rontrols  rondensa* 
tion  on  primary  windows. 


•  EXTRUDED  ALUMINUM 

Never  easts  "  never  needs  painting! 


•  EQUIPPED  WITH  STRIPPING 

K  hat  makes  one  storm  window  stand 
out  from  the  rest?  The  KAYSER  has 


CHAIN-LINK 

FENCES 


ALUMINUM  TENSION 
WEATHERSTRIPPING 


locksioe 


weatherside 


earfusire  by  add* 


DEALERS! 

In(|ulrles  Invited  from  K.  D.  Operators 
and  Storm  Window  Hf anufaeturers.  Ter¬ 
ritory  franrhises  open  to  quallAed  dis- 
irihutors  and  dealers. 
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MAY  MAKE 
Y our  Fortune  ! 


SHIELDALL 

PERMANENT 
ALUMINUM  AWNINGS 


MAIL  COUPON  TODAY! 

Start  right  now  to  get  into  the  "BIG  PROFIT" 
permanent  awning  business.  Shieldolls  ore  strikingly 
beautiful — packed  with  sales  appeal.  Easy  one  man 
installation.  Fast  deliveries.  Get  Started. 

Get  all  the  facts  Today 


IN  SUMMER 


YOUNGSTOWN  INDUSTRIES,  INC. 

710  SOUTH  STATE  ST.,  CIRARO,  OHIO  Phen*  Girard  -  5-540S 
Send  everytning  necessary  to  start  selling  "bn.ELDALLS" 
Now! 


IN  THE  SPRING 


October.  1952 


Extruded  Aluminum 

COMBINATION  WINDOWS 

and  DOORS  have  been  granted 
the 


OW  A 


d?  40VERTlSt0 


A 


Swivel-aotioii  perniitH  simple  eleanin^  • 

without  removing  glass.  • 

ff  ritp  for  litprnturp  and  dptnils  on 
distrilnitorship  frnnrhisp. 

Jasco  Aluminum  Products  Corp. 

2099  Jericho  Turnpike,  New  Hyde  Park,  I.,.  I.,  N.  Y. 
Telephone  —  Flehlslnne  7-8703 


Air-Control 
LOUVRED  WINDOWS 


BUILDING  SPECIALTIES 


THE  HOTTEST  SELLINC  ITEM  YOU  CAN  CARRY! 


Costs  less  than  ordinary  windows! 

Here  is  a  louvred  window  that  sets  the  pace  for 
soles!  A  window  that  is  |om-packed  with  features  and 
priced  to  sell.  The  lowest  cost  louvred  window  on  the 
morket  . 

Yes  .  .  .  Mr.  Dealer,  look  no  further  for  those  hard 
to  find  soles,  Sun-Sash  practically  sells  itself!  Built  to 
lost  and  outselling  all  others  —  Sun-Sash  octually  costs 
less  than  ordinary  windows.  Why  not  cash  in  on  good 
profits  with  Sun-Sash  louvred  window  hardware  —  the 
hottest  selling  item  you  con  corry! 


residential 

installed  in  the  home,  SUN -SASH  win¬ 
dows  ore  perfect  for  porches,  breerewoys, 
kitchens,  bathrooms,  cellars,  bedrooms 
and  living  rooms. 


INSTALLATION  IS  EASY  AND  INEXPENSIVE 


1.  Cloi«  tfid  of  4  InsUil  itop 
dipt  evor  9U11  top  A  bottom, 

to  hold  biodti 
^rmly  in  poti- 
tion. 


$cro«r  OA  SvA- 
Sotli  fittinqt  to 
lido  of  window 
fromot. 


Slid#  9  I  0  1 1 
lo  jvrot  iA  to  rot* 
tlo-proof  ipring 
clip  hoidort. 


commercial 

SUN -SASH  in  commercial  instollotions 
ore  modern,  efficient  and  inexpensive. 


;S.3  SUN-SASH  COMPANY 

3t  PARK  ROW.  N.  Y.  38,  N.  Y, 

Please  send  me  free  lileiatuie  on  Sun  Sash  Louvred  windows. 

NAME . 

ADDRESS . 

CITY . STATE . 


SUN-SASH  COMPANY 

31  PARK  ROW  NEW  YORK  38,  N.  Y. 


Ocrtc^r,  1952 
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Redwood  Window  Features 
Easy  Insert  Interchange 

A  new  Ever-Reddy  storm  win¬ 
dow  and  screen  combination  by  The 
E.  E.  Schumacher  Company  is  now 
available  to  dealers.  Just  tw’o  twists 
of  the  wrist  per  window  and  the 
.storm  sash  glides  in  as  replacement 
for  the  summer  .screen  unit.  And  to 
eliminate  exhau.sting  ladder  work, 
the  storm  window  or  screen  unit 
may  be  stored,  if  desired,  right  in 
the  window  by  locking  it  on  a  side 
track  of  the  Ever-Reddy  combina¬ 
tion. 


Ever-Reddy’s  modern  functional 
design  allows  for  plenty  of  economy, 
too,  maintaining  its  luxurious  look 
for  years  despite  weather.  Made  of 
kiln-dried  redwood  especially  treat¬ 
ed  to  resist  moisture  and  dimen¬ 
sional  variation,  Ever-Reddy  con¬ 
tains  the  best  material  known  to 
man  for  a  combination  window. 
Hardware  on  this  product  is  heavily 
cadmium  plated  for  long-lasting 
rust-resistance. 

* 

3  Folders  On  Storm  Sash, 
Doors  By  Keystone  Alloys 

Three  new'  folders  on  aluminum 
storm  windows  and  doors  have 
been  published  by  Keystone  Alloys 
Company,  Derry,  Pa. 

“All-Weather  Protection  for 
Casement  Windows,”  describes  alu¬ 


minum  storm  window  styles  for 
both  inside  and  outside  types  of 
casements,  “(let  in  the  Comfort 
Zone  With  Keystone,”  de.scribes 
storm  protection  for  standard  style 
windows,  including  the  new  Key¬ 
stone  triple-track  storm  .sash. 
“Beautify  Your  Doorway,”  de¬ 
.scribes  Keystone  all-aluminum  in¬ 
visible-hinge  storm-screen  doors. 

Copies  of  the  new  Keystone 
storm  window  and  door  folders  may 
be  obtained  by  w-riting  this  publi¬ 
cation,  or  direct  to  Keystone  Alloys 
Co.,  Derry,  Pa. 

♦  4>  * 

Alumatic  Outside 
Casement  Storm  Sash 


fr«N  ilrif 


Complete  protection  for  casement 
window's  on  residential  and  com¬ 
mercial  installation  is  now  being 
offered  by  the  Alumatic  Corpora¬ 
tion  of  America  with  its  new  riding 


For  more  information  about  products 
mentioned  here,  write  to 
New  Products  Editor 

BUILDING  SPECIALTIES 
425  Fourth  Ave .  New  York,  N  Y. 


model  aluminum  storm  for  case¬ 
ment  windows. 

This  storm  sash,  consisting  of  a 
frame  and  the  sash  it.self,  “rides” 
along  with  the  casement  as  it 
sw'ings  in  or  out.  The  frame  is  per¬ 
manently  attached  with  a  weather- 
tight  .sealing  strip  and  this  instal¬ 
lation  work  is  quickly  and  easily 
done  from  the  outside.  There  is  no 
need  for  architectural  changes  and 
no  special  hardware  is  required. 

A  double  glass  barrier  is  formed 
by  the  Alumatic  storm  sash  and  the 
house  casement,  cutting  down  heat 
loss  during  the  winter  and  keeping 
the  house  cooler  during  the  sum¬ 
mer.  The  sash  is  quickly  slipped  out 
of  the  frame  for  washing  and  this 
can  be  done  from  indoors.  Because 
these  units  are  so  incon.spicuous, 
they  can  be  u.sed  with  homes  of 
many  architectural  styles. 

*  *  * 

Cast  Aluminum 
Ornamental  Initials 


Made  entirely  of  cast  aluminum, 
these  beautiful  initials  are  slotted 
to  fit  all  standard  door  grilles.  Each 
initial  is  set  in  a  circle  and  has  a 
specially  treated  surface  which  re¬ 
flects  light.  Installation  is  extreme¬ 
ly  simple  and  requires  only  a  few 
.screws  and  nuts.  Made  by  J.  Hirsch. 
*  *  * 

"Aluminum  Forming"  Manual 
Published  By  Reynolds  Metals 

Metal  working  men  will  find  a 
w’ealth  of  information  on  how  to 
draw  and  form  aluminum  sheet, 
{Continued  on  Page  62) 
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INTROWaNG! 

THE  BONNELL  STORM  DOOR 


It's  NiW! 

It's  DIFFERmi 
Ifs  mSTANVm! 

A  sturdy  wood  frame  that  guar¬ 
antees  faster,  more  economical 
installations 

An  aluminum  double  hung  window 
that  assures  easy  interchange  from 
glass  to  screen 

Simple  operation  that  provides  reg¬ 
ulated  ventilation  both  summer  and 
winter 

Anodized  Aluminum  for  lasting 
protection  against  weathering 


We  have  combined  the  durable  qualities  of  aluminum  with  the 
economy  features  of  wood,  to  bring  you  the  most  outstanding 
and  practical  combination  storm  door  on  the  market  today. 


Write  today  for  information  regarding  prices  and  delivery.  Don't  delay — Do  it  NOW! 


THE  BONNELL  MANUFACTURING  COMPANY 


1311  EOGEHILL  ROAD 


Phone:  WAInut  4155 


COLUMBUS  8,  OHIO 


October,  1952 


I  j 

symbolize  Pro-Tect-U  jalousiek'  sini|>licity  of  assembly...  just 
one  of  the  outstanding  featii'es  t^at  make  Pro-Tect-U  the 
leader  in  its  field.  This  simplicity  c<^n  reduce  your  salesmen's 

resulting 


A  timpU  Mwing  opvrotion 
in  minufM  makes  spoctol  custom 
windows  on  tko  job  oliminoting 
unnocossory  delay. 


equipment  from  a  slide  rulq  to  pn  order  book 
in  more  sales  to  more  satisf^d  ^stomers. 


One  hundred  KD  windows, 
site  24  (37"*  50%")  can  be 
stored  in  less  than  fifty  cu. 
feet  of  shelf  space. 


D-T^Cf-U  The  only  Jalousie  Window  with 
distributed  closing  force  throughout 
thfe/entire  height  of  the  unit. 


PRC‘7ECT’U  The  only  Jalousie  Window  with 
I  hardware  adjustment  every  fourth  louver. ..and 
^  j  weatherproof  vane  ends  by  the  use  of  inter- 
I  locking  metal  parts.  Inside  screens  are  inter- 
^  changeable  with  winter  storm  sash. 


PRO-TECT-U  JALOUSIE  CORPORATION 

Dept.  BS-10  Coral  Gables,  Fla. 

Please  send  me  complete  details  on  a  Pro-Tect-U 
dealership. 


L 


Name . . 
Address 
City . . . . 


State 


J 
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on  an 

ALUMINUM 

platter 


poit-emergency  expansion 


You  can  thank  the  late  and  unlamented  aluminum  freeze 
for  this  opportunity  to  join  the  growing  AlumaROLL 
“family"  considerably  above  the  ground  floor.  Because 
the  freeze  temporarily  halted  our  expansion  program. 
Now  we're  ready  to  go— and  grow,  again. 


Our  company  is  strong,  respected— a  leader  in  its  field. 
So  naturally  we  want  equally  outstanding  dealers  and 
distributors  in  each  territory  we  add.  If  you  want  a 
share  of  that  aluminum  “gold"  we're  sure  is  coming, 
write  for  details  about  any  territory  that  interests  you. 


IT  ROUS  B 

mfZ 

[]i- 

PP 

October,  1952 
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Fourth  Quarter  Aluminum 
Allotments  Set  At  SS% 

Lack  of  powei  in  northwest  and  reduction  of  Canadian 
metal  imports  prevents  hoped-for  allotment  increase 


T^OURTH  quarter  allotments  of 
aluminum  will  be  a  disappoint¬ 
ment  to  many  in  the  industry  who 
had  expected  or  hoix'd  for  sharp 
increases  over  the  third  quarter. 
Accordinj?  to  the  NPA  fabricators 
will  receive  65%  of  their  1950  ba.se, 
which  is  the  same  as  the  previous 
quarter. 

Tho.se  manufacturers  who  re¬ 
ceived  from  20,000  to  60,000 
pounds  in  the  third  quarter  may 
self  certify  them.selves  to  receive 
the  same  allotment  in  the  fourth 
quarter  as  they  received  previously. 
Manufacturers  whose  allotment  ex¬ 
ceeded  60,000  pounds  will  have  to 
apply  to  Washington  for  more  than 
this  amount. 

The  optimi.sm  of  the  last  few 
months  in  regard  to  aluminum  was 
ba.sed  on  the  great  upswing  in 
production  at  the  plants  of  the 
“big  three”  primary  producers. 
This  optimism  changed  to  anxiety 
when  lack  of  rain  in  the  Northwe!5t 
reduced  the  nece.s.sary  flow  of  water 
to  the  hydroelectric  plants  on  which 
the  aluminum  producers  depend. 

Power  Shortage 

With  power  shortages  in  the 
Pacific  Northwest  cutting  dome.stic 
production  of  aluminum  consider¬ 
ably  and  Canada  decreasing  sub¬ 
stantially  exports  of  her  metal  to 
the  United  States  this  year,  indus¬ 
try  and  Government  officials  have 
become  greatly  concerned  over 
aluminum  supplies  for  the  fourth 
quarter. 

The  National  Production  Au¬ 
thority  had  been  anxious  to  resume 


purchases  of  aluminum  for  the 
Government  stockpile,  said  to  be 
rather  .scant,  but  such  action  will 
probably  have  to  be  deferred  now 
until  next  year  w'hile  Government 
and  industry  grope  for  ways  to 
augment  the  nation’s  supply  of  this 
key  material. 

In  the  meantime,  the  Govern¬ 
ment,  through  the  Mutual  Security 
Agency,  continues  to  finance  much 
of  the  British  aluminum  purchases 


Government  re<iuirements  of 
minimum  down  payments  on 
new  homes  were  suspended  on  Sep¬ 
tember  16,  1952,  when  the  Federal 
Re.serve  Board  and  the  Housing 
and  Home  Finance  Agency  an¬ 
nounced  that  the  emergency  con¬ 
trols  were  lifted  and  stated  that 
the  suspension  applied  to  both 
residential  and  nonresidential 
properties,  such  as  commercial 
buildings. 

The  following  reductions  in  down 
I)ayments  for  Federal  Housing 
Agency  and  Veterans  Administra¬ 
tion  approved  loans  are  indicated 


in  the  following  table 

New 

Former 

Dertvn  Payment 

'Down  Payment 

Value 

F.H.A. 

V  A. 

F.n  A. 

y.A 

$-,L%0 

None 

None 

»G.(NtO.  .  . 

$.’{00 

None 

$300 

None 

$7.000. .  . 

$.'{.^0 

None 

$300 

None 

$8,000.  .  . 

*$G.*>0 

$.220 

$9.'U> 

$580 

$0,000.  .  . 

t$950 

$150 

$I.iOO 

$180 

$10,000.  .  . 

$  1 .250 

$500 

$1,400 

$580 

$1 1.000.  .  . 

$1,550 

$550 

$1,000 

$710 

$12,000.  .  . 

$2,100 

$000 

$2,300 

$0<K> 

$t:f.ooo 

$2,000 

$050 

$2,800 

$1,450 

$1  t.ooo  .  . 

$2.80(» 

$700 

$3,200 

$2,000 

$15.(N>0.  .  . 

$5,000 

$750 

$3,400 

$2,550 

in  t’anada,  even  though  recent  re- 
I)orts  from  I/)ndon  indicated  that 
the  supply  jHisition  there  is  becom¬ 
ing  “reasonable.” 

With  aluminum  fairly  plentiful 
in  Great  Britain  at  the  present 
time,  some  industry  officials  in  this 
country  are  asking  why  the  M.  S,  A. 
does  not  discontinue  underwriting 
Britain’s  Canadian  purcha.ses — at 
least  temporarily — and  allow  addi- 
(Coyitinued  on  Page  24) 


The  reduction  in  down  payments 
in  the  higher  cost  bracket  homes, 
for  example  tho.se  costing  $18,000, 
are  from  $5,350  to  $4,000,  For 
veterans,  from  $4,240  to  $900. 

On  homes  costing  $20,000,  from 
32.2  per  cent  to  30  per  cent,  bring¬ 
ing  the  down  payment  from  $6,450 
to  $6,000.  For  veterans,  from 
$5,380  to  $1,000. 

On  homes  of  $25,000,  down  i>ay- 
ment  requirements  remain  at  about 
40  per  cent.  The  maximum  F,  H. 
A.-insured  loan  for  single-family 
homes  is  $14,000,  .so  the  purcha.ser 
must  provide  $11,000.  For  veterans, 
there  is  a  drop  in  the  rcHpiire- 
ments  from  $8,780  to  $1,250. 

The  action  came  after  the  De¬ 
partment  of  Labor  notified  the 
board  that  new  non-farm  housing 
start.s — that  is,  the  start  of  con- 
.struction — have  been  below  an  an¬ 
nual  rate  of  1,200,000  units  for 
{Continued  on  Page  66) 


Housing  Credit  Curb  Lifted 

Suspension  of  Regulation  X  is  expected  to 
stimulate  building  by  reducing  down  payments. 
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WRITE,  WIRE,  OR  PHONE  NOW! 

BEN  CORSON 

THciKU^actuxiH^ 

1228  BELMONT  AVE. 

PHILA.  4,  PA.  •  PHONE:  GReenwood  7-9500 


Fourth  Quarter 

I  (Continued  from  Page  23) 

I  tional  Canadian  metal  to  come  to 
I  the  United  States. 

In  addition  to  recommending  at 
I  least  a  temporary  cut-off  in  alumi- 
I  num  aid  to  Great  Britain,  the 
I  domestic  industry  believes  the 
'  United  States  Government  should: 

I  Contract  with  the  Aluminum 
I  Company  of  Canada  for  the  maxi- 
I  mum  amount  of  aluminum  it  has 
!  available  to  help  the  United  States 
make  up  for  metal  losses  due  to 
!  power  shortages,  and 

Work  out  some  arrangement  to 
obviate  the  nece.ssity  of  repaying 
aluminum  loaned  by  the  United 
i  Kingdom. 

The  United  States  owes  the 
i  United  Kingdom  about  5.5.000,000 
I  pounds  of  aluminum  as  a  result  of 
I  the  steel-aluminum  trade  arranged 
i  early  this  year. 

I 

Action  Taken 

It  is  understood  that  some  action 
I  is  now  being  taken  by  Government 
j  defen.se  agencies  in  accordance 
!  with  those  industry  recommenda¬ 
tions.  Overtures  have  been  made 
i  to  the  Aluminum  Company  of  Can¬ 
ada  to  .see  what  additional  metal 
:  it  could  ship  here  this  year.  And 
;  an  arrangement  reportedly  has 
been  made  to  postpone  from  the 
fourth  quarter  of  this  year  until 
i  the  first  quarter  of  1953  the  United 
i  States’  repayment  of  aluminum  to 
the  United  Kingdom. 

i  The  .serious  power  shortage  in 
!  the  Pacific  Northw’e.st  has  already 
!  resulted  in  the  lo.ss  of  around 
;  10,000,000  pounds  of  domestic 
:  aluminum  production  and  could 
;  cause  a  total  lo.ss  of  approximately 
^  119,000,000  pounds  during  the  rest 
:  of  the  year.  Last  year  a  power 
j  shortage  in  the  .same  area  cost 
I  about  4,500,000  pounds  of  produc- 
j  tion. 

j  The  decline  in  Canadian  alumi¬ 
num  ex|M)rts  to  this  country  is 
.shown  in  the  table  below: 

(Continued  on  Page  66) 
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UALCO  /  JALOUSIES 

f 


Cold  weather  is  con\inK'  Homeowners  are  being 
forced  to  leave  their  open  porches  to  give  up 
that  wonderful  extra  room.  What  an  opportunity 
to  sell  them  Ualco  Jalousies  to  close  their 

porches!  It's  big  volume,  full  profit  business - 

and  we've  got  what  you  need  to  cash  in :  IJalco's 
exclusive,  big,  colorful,  sales-making  display 

This  Display  Sells  The  fntire  Job 


f 

f 

f 

f 


This  sales  tested  display  contains  an  actual  Jalousie. 
Shows  customers  how  the  louvers  operate — how  they 
close  weather  tight  to  protect  against  winter’s  worst. 
(Tightest  Jalousie  made)  .  .  .  (Storm  sash  also  available.) 
Helps  customer  visualize  how  they  will  look  in  his  own 
home  from  the  pictures  of  Jalousie  installations. 

How  to  get  this  powerful  sales  help:  We  bill  you 
.$19. 25  (actual  cost)  for  the  display— but  the  entire  .$19.25 


IS  DEDUCTED  FROM  YOUR  INITIAL  ORDERS. 

SALES  BUILDER  KIT  INCLUDED  FREE:  Contains 
newspaper  mats,  mail  stuffers,  radio  spots,  window  banners. 
Television  spots. 


ORDER 


YOURS 


See  Our  Catalog  In  Sweets 


TODAY 


TEAR  Off  AND  MAIL  TODAY 


UALCO  JALOUSIf  DIMONSTRATORS 
rOR  YOUR  SAUSMtN 

•  Eaiy  fo  Carry  (hai  KandU) 

•  Shows  tht  4aatur«i  quicker 

•  Makes  more  sales 


Alobomo 

WORLD'S  LARGEST  MANUFACTURERS 
Of  ALUMINUM  CASEMENT  WINDOWS 


BUILDING  SPEQALTIES 


cal'  9®'  1 

-  Con^pe*«iJ^ 


CAN  BE  DELIVERED 

RETAIL  to  the  HOME  OWNER 

WINDOWS  for  only 

Including  Screens  ^ 

ANY 
SIZE 

Two  Lite — 
up  to  and 
including  30"  *  30" 

AND  MAKE  YOUR  NORMAL  PROFIT, 


AMERICA’S  FINEST 


TROUBLE-FREE,  EXTRUDED 


ALUMINUM,  SELF-STORING 


COMBINATION  WINDOW 


A  ALUMINUM  WINDOW  FOR  EVERY 

PURSE  AND  PURPOSE  -  PROFIT  BY  SELLING  “ALL  3” 


70eat^-7{/i4€ 
DELUXE  ALUMINUM 
COMBINATION  WINDOW 

Rigidly  constructed  of  finest  guality, 
eitruded  architectural  aluminum  — 
treated  for  eitra  hardness.  Built  to 
fit  and  to  allow  for  tagging  or 
change  of  shape  of  primary  frames. 
Flush,  self-storing  type  installation. 


ALUMINUM  CASEMENT 
STORM  SASH 

Heavy,  all  eitruded.  anodized,  satin-finish 
aluminum  frame  that  is  permanently  attached 
with  sturdy  pin-type  hinge.  Each  unit  equipped 
with  Duo-Lock — an  eiclusive  feature  that  makes 
it  absolutely  foolproof. 


WIRE — WRITE — PHONE  Youngstown,  Ohio,  9-9765  for  Additionol  Information. 


Doa/orsnips  avar/a6/o  in  some  torr/torios 


manufacturers  of  aluminum  products 
3655  Oakwood  Avenue  Youngs+ov/n  9,  Ohio 
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Meatured  To 
Requirements 


profitable  deauw  ,, 


fiHSTRIBUTOR  FRAHpii>w 

Fsnipur^^ 

ALOHIHB*!  awnings 


CUSTOM 

MADE 


(Special  Order  Perfection) 


isag^ 


» 


PROFITS  FOR  YOU! 

“THE  WORLD’S  MOST  BEAUTIFUL  AWNING!" 
The  biggest  name  in  aluminum  awnings 
today,  is  "FOUR  WAY".  We  offer  valu¬ 
able  liberal-profit  franchises  to  the  right 
connection  in  many  desirable  territories. 
Backed  by  the  name  "FOUR  WAY",  and 
i^s  liberal  advertising  and  promotional 
support,  these  franchises  assure  big  re¬ 
turns. 

•  NO  ASSEMBLY  FOR  YOU 

•  FREE  DELIVERY  BY  OUR  TRUCKS  TO 
YOUR  DOOR  REGARDLESS  OF  DISTANCE 

•  NO  TIME  WASTED  IN  FILLING  YOUR 
ORDER 

•  IMMEDIATE  DELIVERY 


o/edi/  ,  COOltR  I 

:„Sw  ■”  1 

colol'O" 

woy  A’-n'-'a; 
ormon'***  tV,veW  fu  Cu»<o"' 
boi\»  ’<> 


STANDARD 
i,  MADE 

Riviera  Standards 
(Mass  Production  Economy) 


TWO  PLANS  THAT  COVER  ALL  PROSPECTS 

1.  The  Custom  Line  enables  you  to  figure  successfully  on  every 
type  dwelling,  store  and  factory  where  our  RIVIERA  Standard 
does  not  apply. 

2.  The  RIVIERA  Standard  fits  90%  of  your  prospects'  require¬ 
ments  —  allows  you  a  liberal  profit,  and  passes  on  economy, 
mass-production  savings  to  your  customers.  FOUR  WAY 
Standards  are  made  to  fit  any  single  window  up  to  42" 
wide;  any  double  window  up  to  74"  wide.  Also  Door  Hoods, 
55"  wide. 


eCAAtWimON  FA0C&  WHEN  YW  SSL!  POUH  WAY  AUlMlNi^M  AWMtHGS.  CA$M  tN  ON  THt$ 
IfMNFiC  Of>f>OimJNi!tY  fHOHT  NOW,  tF  YOU  AR£  AWWmCHI»  AND  (AOBR  TO  AAAKi  NO  MONEY 


WRITE  US  TODAY  STATING  YOUR  QUALIFICATIONS  FULLY. 

-Q  jjp  lUi  IJJ  flY  ALUMINUM  AWNING  COMPANY 


3638  CHESTNUT  STREET 
PHILADELPHIA  4,  PA. 


EVERGREEN 
2-041 1 


PENSACOLA,  FLORIDA 
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BUILDING  SPECIALTIES 


Four  Pointers  To  More  Business 


Fill  ill — Tt  ar  at) — mid  Mail 

October,  1952 

BUILDING  SPECIALTIES 
425  Fourth  Avenue 
New  York  16,  N.  Y. 

Send  me  tacts  on  the  items  checked 
Q  1.  Aluminum  Combination  Doors 

□  2.  Aluminum  Combination  Windows 

□  3.  Alum.  Outside  Casement  Storm  Sash 

□  4.  Kitchen  Fans 

I 

□  5.  Steel  Combination  Windows 

^  □  6.  Wood  Combination  Windows,  Doors 
I  Q  8.  Aluminum  Casement  Storm  Sash 
i  □  9.  Shower  Doors  &  Tub  Enclosures 
Q  10.  Asbestos  Siding  Refinishers 

□  12.  Aluminum,  Steel  Casement  Screens 

□  13.  Plastic  or  Metal  Wall  Tile 

□  14.  Redwood  Millwork  or  Lumber 

□  15.  Asbestos  Siding 

□  16.  Overhead  Garage  Doors 

□  17.  Asphalt  Shingles 

□  18.  Metal  Awnings  &  Canopies 

□  20.  Aluminum  Door  Grilles 

□  22.  Caulking  Or  Glazing  Compounds 

□  23.  Plastic  Weatherstripping  for  Metal 

Casements 

□  24.  Storm  Window  &  Door  Hardware 

□  25.  Ornamental  Iron 

□  26.  Sprayed  Sidewall  Resurfacers 

□  27.  Metal  Mouldings,  Weatherstripping 

□  29.  Class  lalousies 

[  3  30.  Artificial  Stone  or  Brick  Siding 

□  31.  Plastic  Splines  and  Glazing  Channels 

□  32.  Home  Fire  Alarms 

□  33.  Aluminum  Ladders 

□  35.  Aluminum  Polish 

□  36.  Venetian  Blinds 

□  37.  Silicone  Masonry  Waterproofers 

□  38.  House  Markers,  Post  Lanterns 
n  39.  Pre-fab  Garages 

Other  Items 

Send  me  Building  Specialties.  12  months. 
$3.00  □ 


Name  . 
Firm  . . 
Address 


YOU  NEED 


MORC  SALES— 


Are  shortages  cutting  down  your 
soles  volume?  You  con  increase 
those  drooping  soles  by  adding 
more  items  to  your  present  line  of 
products. 


HAPPY  SALESMEN^ 

Now  is  the  time  to  odd  that  extra 
item  which  will  diversify  your  home 
improvement  specialties.  Keep  your 
soles  force  intact  by  giving  them 
more  products  to  sell. 


MORE  PROFITS— 

It's  not  the  price  thot  counts  so 
much  as  the  profit  margin.  The 
building  specialties  in  the  coupon 
at  the  feft  will  yield  plenty  of 
profit  for  you! 


NEW  ITEMS— 


New  products  are  available  now 
that  combine  novelty,  utility,  and 
permanent  volue — qualities  thot 
attract  customers  and  increase  your 
sales  volume — Choose  them  now! 


This  coupon  will  bring  you  the  latest 
literature  and  facts  about  any  product  that 
you  think  you  can  sell.  If  you  are  planning 
to  expand  your  business  volume  by  adding 
another  specialty  to  your  present  line  of 
products,  check  the  items  that  interest  you 
and  mail  to  Building  Specialties,  425  Fourth 
Avenue,  New  York  16,  N.  Y.  No  obligation 
on  your  part  is  implied. 


30 


BUILDING  SPECIALTIES 


WANTED! 

emuicators  too  want  to  bank 

^  15|000®®FHOFITr 


STORM  SASH 


Start  immediately,  no  expen¬ 
sive  machinery  or  top  heavy 
inventory  necessary.  We  set 
you  up,  instruct  your  produc¬ 
tion  and  sales  staff  and  support 
sales  with  advertising. 


FINGERTIP  CONTROL 

SUPERIOR  is  an  entirely 
new  "Icnoclc  down  triple¬ 
action  track"  in  standard 
lengths  31/2,  4,  5,  and  6 
foot  heights  . .  .064  heavy 
gauge  aluminum. 


Assembly  is  quick  and  easy,  an  overlapping  lip 
provides  liberal  tolerance  and  service  free  installation. 
Specially  designed  for  factory  to  fabricator  market! 

CALL,  WIRE  OR  WRITE  FOR  DETAILS 


VULCAN 


MITAL 

PRODUCTS  CO. 


2801  6TH  AVENUE,  SOUTH,  BIRMINGHAM,  ALA.  ^ 

U  T«l«pliOfi»  4-5424  ^ 


Hints  To 
SALESMEN 


(From  on  orticle  on  tpociolry  telling  by 
I  B.  R.  ScheH.) 

AKE  you  an  ideal  salesman?  To 
And  out  check  yourself  on 
j  the.se  eijjht  vital  points.  If  you’re 
falling;  short  in  your  sales,  you 
may  find  out  why  after  checking 
this  list.  And  you  may  pick  up 
some  valuable  pointers  which  will 
help  you  to  become  an  “ideal” 
salesman. 

1.  Have  you  “.sales  confidence?’’ 
Are  you  certain  the  company  you 
repre.sent  and  its  products  are  the 
best  on  the  market?  If  you  aren't, 
the  customer  will  sense  it  and  be 
dubious  about  buying. 

2.  Have  you  “sales  imagina¬ 
tion?”  (’an  you  figure  out  just 
where  and  when  sales  can  best  be 
made.  Sales  imagination  means 
ability  to  visualize  a  sales  program 
and  spearhead  it  into  action.  An 
imagination — and  capable — sales¬ 
man  creates  his  own  .sales  plans. 
Me  does  not  have  to  be  told  step- 
by-step  what  path  to  follow. 

.3.  Do  you  give  your  product 
“word  of  mouth”  support?  Have 
you  ever  been  guilty  of  depending 
on  your  literature  to  relay  your 
.sales  me.ssage?  The  literature  is 
important  to  back  you  up  in  your 
.sales  pre.sentation — it  is  a  “source 
book”  of  the  information  you  mu.st 
have  at  your  fingertii).s,  but  you 
can’t  expect  it  to  do  your  selling 
for  you.  There  is  no  sub.stitute  for 
a  strong  verbal  presentation — pep 
pered  with  fact.s — dynamically  il¬ 
lustrated — persuasively  told. 

4.  Do  you  give  your  product 
“moral”  .support?  Do  you  lean  too 
heavily  on  tired  old  coined  phra.ses 
that  can't  support  the  weight  of 
your  selling  job?  It  is  up  to  you  to 
build  company  tradition — to  tell 
the  story  of  your  firm  as  well 
as  its  products — to  get  your  cus¬ 
tomer  to  believe  in  your  company- 
just  as  you  yourself  believe  in  it. 
(Continued  on  Page  98) 
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^50,000  A  YEAR.  .AND  MORE 

IN  BUSINESS  FOR  YOU  WITH 
RE^NU^IT  SPRAYED  ASBESTOS 


SIDEWALL  RESURFACER. 


Join  the 


PROFIT 


PARADE! 


Yom  get  real  cooperation  from 
RE  it  NU  it  IT  to  put  the  profit  in 
your  pocket  right  away!  Get  the  full 
facts  on  this  new  lucrative  and  non¬ 
competitive  field  today. 


;  RE-NU-IT  CORP. 

I  424  WIST  42nd  STRUT  NIW  YORK  IS,  N  T 


Hundreds  of  dealer-applicators  are 
enjoying  a  thriving  full-time  or 
extra  business  with  RE  it  NU  IT 
products.  You  can,  too,  even  if 
you  have  no  experience! 


I  wont  $50,000.00  o  yeor  more  busine»«f  Tell 
how  RE  ★  NU  A  IT  con  get  it  for  me* 


424  West  42nd  Street,  New  York  18,  N.  Y. 
LOngacre  3-4631 
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BUILDING  SPEXnALTIES 


^ioOHHQ 

f  Of  MG  AMO 

ojmome  Smcialths 


MANUAL 

1  9  S  3 


^£/ii>y  soon.., 

1953  (8th)  Edition 

Roofing 

Siding  and 

Building  Specialties 
Manual 


Th*  only  reierence  volume  oi  its  kind  in  this 
iielcL  So  valuable  that  many  roofing  contractors 
and  building  specialty  dealers  order  copies  for 
every  one  of  their  key  men.  The  MANUAL  is  full 
of  up-to-the-minute  data  that  con  help  you 
dozens  of  ways  to  make  more  money.  A  SINGLE 
PAGE  can  be  worth  FAR  more  than  the  purchase 
price  to  you. 

Reoders  rove  about  the  MANUAL.  Here's  a  few 
quotes  from  letters;  "A  valuable  book  for  any¬ 
one  in  the  business."  . .  .  "Your  publication  has 
helped  us  a  great  deaL"  ...  "I  wouldn't  be  with¬ 
out  iL"  .  .  .  "We  want  every  one  of  our  men  to 
have  a  copy." 


Mr.  Manufacturer: - 

If  you  have  a  product  to  sell  the  cotractors 
and  dealers  who  read  the  MANUAL,  who  use 
it  constantly  as  a  reierence  book,  drop  us  a 
line  for  advertising  rates  and  marketing  infor¬ 
mation. 


3  Reserve 
Your  Copy 
NOW  ! ! ! 


Don't  Miss  These  Importanl 
Articles  in  the  1953  Edition: 

e  ARTICLES  ON  SUCH  DIVERSE  AND  IMPOR 
TANT  TOPICS  AS  MANAGEMENT,  RECORD 
KEEPING.  NEW  TOOLS  AND  PRODUCTS. 

*  COMPLETE  DISCUSSION  OF  SUCH  SPECIALH 
ITEMS  AS  COMBINATION  WINDOWl  ALUMI 
NUM  AWNINGS.  JALOUSIES,  PLASIIC  TILE. 
JALOUSIES,  ORNAMENTAL  IRON. 

W  COMPinE  SECTIONS  ON  SEUING,  TRAIM 
ING  SALES.VIEN  ADVERTISING.  BUILDING 
YOUR  VOLUME,  (tc. 

*  COMPLETE  SECTIONS  ON  BUILT  UP  ROOFING, 
SIDING.  STEEP  ROOFING.  METAL  ROOFING. 
WATERPROOFING.  ETC.,  INCLUDING  THE 
LATEST  APPLICATION  TECHNIQUES. 


ISO  povai  crommed  full  of  valuabla  tnlor 
motion  on  EVERY  phoie  of  your  bualnaaa. 
Evary  contractor  ond  deolar  will  wont 
copia*  to  halp  him  make  more  money. 


BUILDING  SPECIALTIES 

425  —  4lh  Ave..  New  York  16.  N.  T. 

Please  send  me . copies  of  the  MANUAL 

the  minute  it  is  off  the  press. 

NAME . TITLE . 

COMPANY  . 

ADDRESS  . 


When  we  acquired  our  new,  modern  building  with  25,000  square  feet 
of  space,  all  on  one  floor,  we  thought  we  were  prepared  to  more  than 
handle  our  dealers'  needs.  But,  we  were  wrong.  Our  dealer  organiza¬ 
tion  has  done  such  a  magnificent  job  of  selling  Aluma  Kraft  Metal 
Awnings  that  we  now  find  ourselves  behind  schedule  in  deliveries. 
Believe  us,  we  appreciate  our  dealers'  patience  and  consideration 
regarding  delivery  delays  and  we  want  them  to  know  that  this  con¬ 
dition  will  NOT  continue -WE  ARE  DOING  SOMETHING  ABOUT  IT. 


The  Aluma  Kraft  Manufacturing  Company  is  now  working  on  an 
expansion  program  that  will  increase  our  present  floor  area  by  10,000 
square  feet.  It  is  not  our  aim  in  adding  this  space  to  just  take  care  of 
our  present  needs.  It  is  our  desire  to  build  a  bigger  organization 
which  will  in  turn  help  our  present  dealers  in  that  with  more  output 
we  can  offer  better  prices.  With  additional  space,  we  feel  we  are  in 
a  position  to  open  up  new  territory  to  responsible  distributors  and 
dealers.  If  you  are  well  established  and  are  in  o  financial  position  to 
take  on  this  fine  line  of  metal  awnings,  either  as  a  distributor  or  a 
dealer,  we  are  certain  a  profitable  arrangement  for  you  can  be 
negotiated. 


If  you  are  interested  in  a  franchise  or  available  territory,  write  us 
at  once  and  we  will  supply  you  with  full  information  about  the 
Aluma  Kraft  Metal  Awnings  sales  program.  All  communications 
kept  in  strictest  confidence. 
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BUILDING  SPECIALTIES 


a  famous  name 


and  a  great 

manufacturing  plant 


two 


"From  TROY  to  ovory where 
the  Sun  Shines" 


TROT  SUNSHADE  COMPANY 
.  •  ,  L#odin9  Monufoctwror 
of  SUN  CONTKOL  Producli 
tinco  1887«  U  tho  first 
Tripio  A  Rotod  Compony  to  moko 
quolity  motol  owirings  ond  conepioi  for 

homo  ond  commorciol  uto  •  •  .  ot  a  prico 
ovory  homo  ownor  con  afford. 


GIVES  YOU 

proven  profit  builders! 


Giant  400,000  sq.  ft.  plant  whoro  mod¬ 
ern  production  mothods  produco  quolity 
products  for  low-cost  distribution  all 


THE  TROY  SUNSHADE  AWNING! 


Crocoful  horliontal  louvors 
hormonito  with  tho  bost  in 
orchitoctwro. 

Vonotion  typo~<^oolost  bo> 
couso  fully  vontilotod. 

Tor  strongor  ond  moro  rosil- 
iont  than  ony  owning  of  olu- 
ininum  —•  Troy  Awnings  will 
withstood  highost  winds  — > 
hoovy  snow^hail  or  falling 
ico. 


TROY  MITAL 
AWNINGS 


All  woldod-~>for  oddod 
strongth — no  bolts  to  looson 
or  rottlo. 

Troy  ownings  oro  stondord- 
itod  in  widths  ond  longths 
— moy  bo  oosily  joinod — 
como  complotoly  pockogod 
for  ovor  tho  countor  solo. 
Doolor  or  distributor  noods 
no  shop  of  spociol  oquip- 
mont. 

Lowest  priced  because  vol¬ 
ume  produced  on  high  speed 
machinery. 


THE  TROY  SUNSHADE  CANOPY! 

Both  the  Troy  Door  and  Terrace  Conopies  and  the  Troy 
Venetian  Awnings  hove  successfully  passed  extensive 
laboratory  and  field  tests  lasting  more  than  two  full 
years  under  every  weather  condition  from  coast  to  coast. 
Nationwide  marketing  tests  prove  conclusively,  the  low- 
cost,  top-quality  Troy  Canopy  and  Troy  Awning  meet  the 
requirements  of  residential  and  commercial  users  every¬ 
where  ...  a  profit-proven  addition  to  the  building 
specialties  field! 

low  Price  .  .  .  Customer  Satisfaction  .  .  .  these  are 
the  factors  which  open  a  vast  new  market  in  the  Metal 
Awning  field.  Our  present  distributors  and  dealers  hove 
been  successful  without  a  single  exception. 


DOOR  AND  TERRACE 
CANOPIES 


Horiienfol  linpi  bl«f»d  with 
r«sid«fltiol  building  lings  — > 
Troy  Conopios  onhonco  tho 
oppooronco  of  ony  front, 
sido  or  roor  door. 


Troy  Conopios  como  in  ovor« 
tho-ceuntor  cor  to  ns — for 
oroction  by  Iho  cuitemor  or 
oosy  initoMotion  by  tho 
doolor.  No  tpociol  fools  ro* 
quirod. 


Hoovy  gougo  line  cootod 
stool  with  o  porfoct  bokod 
onomol  finish  only  pessiblo 
by  tho  lotos!  Romsburg  outo- 
motic  finishing  oquipmont. 


Pricod  within  tho  rooch  of 
ony  homo-ownor — Troy  Con* 
opios  eul-soll  oil  othors  in 
ovory  merkot  wo  hovo  on> 
torod. 


The  Troy  Sunshade  Company  will  odd  a  limited  number 
of  new  distributors  in  markets  not  now  under  franchise.  If 
yours  is  a  well-established  firm,  experienced  in  direct  sale 
of  quality  building  specialties — os  well  os  in  the  establish¬ 
ment  and  development  of  successful  dealers — this  moy 
be  your  big  opportunity  to  add  a  line  with  unlimited 
profit  possibilities.  Write  us  fully  advising  us  of  special¬ 
ties  now  sold — territory  covered  and  present  sales  or¬ 
ganization.  If  your  area  is  open — we  will  furnish  all 
detail  artd  an  appointment  will  be  arranged. 

TROY  Sunshade  Company 

TROY,  O  H  !  O 
U.  S.  A. 


October,  1952 
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ALUMINUM 


Citmbinathn 

STORM  WINDOWS 


DISTRIBUTORS 
and  DEALERS 

CASH  IN  on  the  easy  selling  "AEROLITE" 
Combination  Aluminum  Storm  Windows.  .  .  . 
AEROLITE  offers  you  complete  storm  cover¬ 
age  for  both  EASTERN  and  WESTERN  open- 
ings,  plus  on  all-new  outside  HINGE-TYPE 
casement  window. 

•  Triple  Action  Self  Storage 

•  Interlocking  Meeting  Rail 

•  Sealed  Corners 

•  63-ST-5  Extruded  Aluminum 

•  Plus  Many  EASY  SELLING  FEATURES 


LET  HUTCH 
MAKE  MONEY 
FOR  YOU  . . . 

Find  out  todoy  how  cosy  it  is 
For  you  to  join  the  "Hutch 
Fomily"  ond  increase 
your  PROFITS. 


Write,  Wire,  or  Call 

HUTCH  MFG.  CO. 

STRUTHERS,  OHIO. 


Phone 

YOUNGSTOWN 

52139 


"Hew' 

EASTERN 

WINDOW 


A  honey  of  o  new  design 
oH  housewives  will  love. 


lleKf- 


You  will  find  "AEROLITE"  eosy 
to  sell.  It  has  house  appeal  on 
every  deal. 


All  the  Advantages  of  Both 
Aluminum  and  Mahogany! 


Here  it  is  .  .  .  the  new  Alu-Mah-Lite 
Aluminum  and  Mahogany  Self-Storing 
Combinofion  Window  ,  ,  .  another 
addition  to  a  long  line  of  fine  Weather- 
Proof  products!  Truly  a  worthy  addi- 


A  STORY  YOU  CAN  ROMANCE! 


tion,  too  .  .  .  for  the  new  Alu-Mah-Lite 
offers  all  the  superior  workmanship. 


Answer 


GENUINE  PHILIPPINE 
MAHOGANY  FRAME  ^ 

The  Eome  mahogany  that  goes  into  the  finest  furniturel  Scientificaliy  treated  ^ 
to  insure  liftetime  beauty  and  durability  .  .  warp  proof  and  rot  proof  . 
impervious  to  insectsi  Beautiful  furniture  finish!  Plus  oil  the  far  superior 
insulating  qualities  of  fine  Philippine  Mahogany!  ** 

/  ALUMINUM 

'  WINDOW  INSERTS! 

\  Window  inserts  are  mode  of 

I  '  olumtnum  to  insure  windows  thot 

^  I  y.  will  not  warp,  rust  or  bind! 

What  other  window  con  offer 
/  j  y  such  a  perfect  combination  .  .  . 

the  lasting  service  of  aluminum 
.  .  .  plus  the  insulotion  ond 
beauty  of  fine  mahogany! 


design  and  sales  appeal  that  dealers 
everywhere  have  learned  to  associate 
with  Weather-Proof  products! 


^eed 


MANUFACTURERS  OF  A  L  U  M  -  A- L  I  T  E  A  L  U  M  -  A -L  E  A  D  E  R  AND  STAINLESS  SEAL 


Another  Product  of  7/^  WEATHER-PROOF 

1407  EAST  40th  STREET  •  CLEVELAND,  OHIO  •  PHONE:  UTah  1-6300 
COMBINATION  WINDOWS  AND  “  K  A  N  G  A  R  O  O  ”  C  O  M  B  I  N  A  T  I  O  N  DOORS! 
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Sign  of 

Dependability... 


n  R  n  E  R 


Uleather-niastBr 


(.'omhiiiation  Storm  Windows, 
I)<M)rs  and  Forth  Fntlosures 


WARNER  MFG.  CORP.  855  Communipaw  Avenue,  Jersey  City  4,  N.  J. 


Member  of  the  National  (.ombination  Storm  Vi  indow  and  l^>or  ln>(itute 


How  23  dealers  used  this 
promotion  to  sell  2416  extra 
Childers  Door  Canopies 


Read  next  page  ^ 


Now  you,  too,  con  use  this  tes 


This  is  what  happened 
when  23  dealers  tested 
our  promotion ... 


Can  door  canopies  and  awnings  be  sold  profitably  in  fall  and 
winter  months?  Or  are  they  only  a  6-month  business?  Last 
year  23  dealers  all  over  the  country  helped  us  test  out  a 
promotion  built  around  a  fall  and  winter  special  on  door 
canopies.  It  was  supposed  to  help  them  sell  canopies  and 
also  to  give  them  profitable  leads  on  additional  awning  busi¬ 
ness.  Here  are  some  specific  results  from  the  test: 


DEALER  NO.  1  (Chicago):  "We  fea 
tured  the  promotion  in  four  ads;  sold 
342  door  hoods;  got  better  than  a 
hundred  leads  on  other  jobs.  Now 
I'm  convinced  that  promotions  like 
this  make  Childers  Awnings  a  good 
proposition  for  us  all  year  long.  Give 
us  another  promotion  this  year.” 


ing  thing  is  we  sold  other  awnings 
for  windows  at  the  same  time.  Wo 
had  one  job  with  two  door  canopies 
and  eight  window  awnings.  Lady 
read  our  ad  and  called  up.  Fall  and 
winter  awning  sales  are  no  longer 
’small  potatoes'  for  us.” 


DEALER  NO.  8  (Indianapolis):  ”We 
did  more  awning  business  in  Novem¬ 
ber  than  we  did  in  July,  thanks  to 
the  push  we  put  behind  door  cano¬ 
pies.  With  a  little  'price'  advertising 
we  can  move  canopies  for  fall  and 
winter  weather  protection.  Surpris¬ 


DEALER  NO.  22  (St.  Louis):  "You 
really  showed  me  how  to  promote 
awnings  and  your  fall  and  winter 
special  convinced  me  1  could  do 
much  better  on  awnings  than  I  had 
thought  possible.  I  am  now  hiring 
two  more  salesmen  and  figure  I  can 
keep  them  busy  and  making  money 
right  through  the  year" 


Of  the  23  dealers  who  tried  this  test, 

22  reported  it  was  o  "good  deal"  for  them. 
Only  one  failed  to  find  it  profitable. 


The  successful  dealers  agree  that  Childers  awnings  can  be 
sold  in  the  cold  months,  but  they  must  be  sold  by  a  special 
kind  of  promotion  What  w'e  and  they  learned  has  been  built 
into  this  year’s  fall  and  winter  promotion. 


Here  is  how  y< 
can  use  this  yt 
promotion: 


who  can  participate:  Any  regularly  fran¬ 
chised  Childers  Awning  dealer  may  take  , 
part  in  this  promotion  It  is  a  good  way 
to  get  a  start  in  selling  awnings. 


What  are  the  dates:  Special  promotion 
offer  runs  from  October  1.  19.‘j2,  to  March 
1.  1953  -the  cold  weather  months. 


What  product:  Childers  48"  Door  Cano¬ 
pies  are  included. 


Special  price:  On  all  48"  Door  Canoines 
ordered  by  a  participating  dealer,  while 
running  a  special  promotion,  he  will  be 
allowed  an  extra  15%  discount. 


What  must  dealer  do?:  To  earn  this  extra 
price,  dealer  must  do  only  two  things 


Offer  a  special,  low  price  below  reg¬ 
ular  door  canopy  price. 


Oeeide  on  the  period  during  which 
he  will  feature  Door  Canopy  and  run 
newspaper  ad  at  least  every  2  weeks 
during  that  period. 


How  does  dealer  benefit:  This  is  a  tested, 
profitable  way  to  sell  Childers  Door  Can 
opies.  Many  are  picked  up  right  at  your 
place  and  installed  by  the  property  owner. 
These  orders  give  you  plenty  of  good  leads 
on  awning  jobs  and  other  extra  business. 


ed  fall  and  winter  selling  plan 


Of  all  Awning  lines  in  Amerita 
Only  Childers  gives  you  all 
these  extra  selling  advantages 


k  Promotion  "Deal”  that 
Lets  You  Feature  o  48-inch 
Door  Canopy 
for  Only  .  .  , 

This  “Fall  and  Winter  Special"  by 
Childers  gives  you  a  chance  to  fea¬ 
ture  a  highly  popular,  full-width  door 
canopy  at  a  price  as  little  as  a  third 
trf  what  many  companies  get  for  the 
same  size  door  canopy.  Here  is  how 
it  works  with  l.'i'';  off  your  regular 
wholesale  price: 

Suggested  retail  price  $29.95 

You  pay  only  $18.46 

Freight  (approx.)  1.00  19.46 

YOUR  PROFIT  $10.49 

(Installation  Extra) 

Many  similar  door  canopies  sell  for 
iis  much  as  $ll.‘5.00.  installed  So 
Childers  gives  you  a  real  talking  and 
advertising  price.  At  the  same  time 
you  make  (trofit  with  practically  no 
handling  cost  .  .  and  you  should  be 

getting  leads  for  very  profitable  ad¬ 
ditional  business. 


FOR  DOORS 


Forget  all  you  ever  heard  before  about  .selling  awnings, 
because  there  is  now  one  line  that  is  really  “big  time”: 
Childers  Awnings — built  by  modern,  precision,  low-cost  pro 
duction  methods — sold  by  modern,  effective  selling  methods. 
Even  if  you  are  a  big  operator  in  storm  windows  or  other 
direct  selling  field  it  will  pay  you  to  re-examine  how  much 
business  volume  you  can  add  with  an  awning  like  Childers. 


COMPLETELY  PACKAGED-Childers 
Awnings  and  Canopies  are  stock 
items,  ready  to  install  right  out  of  a 
stock  package.  Yet  they  fit  all  sizes 
of  windows,  doors,  porches.  Install  in 
Vi  to  *4  of  time  required  for  assem¬ 
bly  of  complicated  slat  awnings. 


MODERN  DESIGN  —  lOO'r  Aluminum; 
baked  enamel  finish  (refrigerator 
type);  engineered  and  styled  to  con¬ 
form  with  modern  trends. 


HIGHLY  COMPETITIVE  PRICING- 

Despite  their  superior  advantages. 
Childers  Awning  can  be  sold  at  highly 
competitive  prices  This  is  because 
they  are  precision-made  of  inter¬ 
changeable  parts,  much  of  them 
made  on  modern,  high-speed  auto¬ 
matic  machinery.  With  laborious 


slat  assembly  and  slow  hand  forming 
eliminated,  Childers  awnings  nat¬ 
urally  cost  less  to  make — hence  cost 
the  dealer  less. 


COMPLETE  SELLING  AIDS-Only 
major  appliances  like  refrigerators 
and  TV  sets  are  backed  by  more  sell¬ 
ing  tools.  Complete  presentation  kits 
for  salesmen,  samples,  folders,  dem¬ 
onstrators,  three-dimensional  view¬ 
ers,  printed  iirice  lists — sales  help 
you  never  dreamed  of  seeing  in  the 
awning  business 


HEAVY  NATIONAL  ADVERTISING 

Childers  opens  a  continuing  national 
.idvertising  barrage  in  January  with 
a  full  page  in  full  color,  going  to  the 
21,800.000  readers  of  LIFE  magazine 
See  complete  schedule  on  next  page 


MAIL  THIS  COUPON  TODAY! 


Childers  Manufacturing  Co 
3620  West  11th  Street 
Houston  8,  Texas 

Gentlemen:  Yes,  I’d  like  to  know  more  about  your  Childers  Aluminum 
Awnings  and  your  fall  and  winter  special  on  Door  Canopies  Please 
send  me  full  information  on  your  Dealer  Franchise  Plan 


Send  for  information  on  America's  only 
complete  line  of  packaged  aluminum  awnings 


Individual 

Firm . 

Street 
City . 


Type  products  now  sold 


Title 


Zone  State 


TRADEMARK 

ALL-ALUMINUM 


Pat.  Nos.  D-166, 736  &  D-166, 737&  Othor  Pots.  Pend. 


Backed  by  America’s  biggest 
national  advertising  program  for  awnings 

Including  full  pages  in  full  color  .  .  .  ads  running  every  month  .  .  .  Jan.,  Feb.,  Mar.,  April,  May 


Childers  Manufacturing  Company 

3620  West  llfh  Street  Houston  8,  Texas 


ATOMASTIC 


PAINT  CO 
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PRE-KUT  I 


The  People's  Choice  — 

The  oll-tleel  rollings  and  columns  preferred  by 
more  residents  of  the  U.S.A.  than  any  other. 


Let's  Look  at  the  Record  — 

look  at  the  records  we've  broken!  We  ship  more 
ornamentoi  iron  each  month  than  any  other  many* 
facturer. 


You're  a  Cinch  to  Pick  a  Winner 
When  You  Pick  PRC-KUT 


Pre-Kut  will  make  money  for  you  — ~  400  distributors  in  every 
major  city  will  prove  it. 


\\ 


^  I 


PROfH 


Copyiioki  Priding 


\\\*; 


I  hat's  the  ticket! 
W  rite  in  — 


Lr 


Monutoctured  by 


DALLAS  IRON  A  WIRE  WORKS,  INC. 


ROLLING  WITH 


•  For  exceptional 
weather-tifiht  seal- 
in/i  and  easy  work- 
infi  features  there 
is  no  substitute  for 
ROLAGLASS 


EVERYONE  IS  SELLING  ROLAGLASS  WINDOWS 

ROR  BIGGER  PROFITS! 

Alert  dealers  who  aim  at  extra  sales  profits  .  .  . 
sell  ROLAGLASS  inside  storm  windows!  The 
famous  ROLAGLASS  features,  such  as  simplicity 
of  operation — easy  installation — smooth  gliding  on 
rollers — control  of  room  condensation — keeping 
cold  air  out  and  warm  air  in — all  contribute  to  com¬ 
fort  in  winter  and  summer.  Remember,  ROLA¬ 
GLASS  windows  can  actually  be  washed  from  the 
inside. 

The  name  ROLAGLASS  is  your  customer’s  guaran¬ 
tee  of  satisfaction.  Priced  to  sell  easily — at  higher 
pirofits  for  you.  Write,  wire  or  {>hone 


dealer 


October  1952 


\  for  Successful  and  Profitable  Selling 


-  Sr  EASY,  OUTSIDE  INSTALLATION 

DV'  STURDY  HINGED  PANELS 
PROMPT  DELIVERIES 


Now  is  the  time  to  acquaint  yourself  with  America  s 
hottest  '  and  easiest-selling  combination  Storm 
Window  line.  Air  Master's  all-aluminum  Casement 
Storm  Sosh  offers  your  customers  "wonted- 
features/'  makes  selling  easier  end  more  prohtoble! 


•  There  s  no  after*$ale  service 
problem  with  Air-Master's  volume-selling,  all¬ 
aluminum  Combination  Storm  Windows.  Precision 
built  of  finest  extruded  aluminum,  these  storm 
windows  easily  satisfy  customers'  needs  and  budgets. 


•iiibo*s«e  kick  e«nel,  elwmi- 
num  screen  wire,  pivt  ether 
evtsteneing  feetwres  meke 
Air  Matter's  lew-cetting 
combi  netien  Sterm  Deer  o 
must  in  yeur  present  stecki 


AIR  MASTER  CO. 

18th  St.  and  Lehiqh  Ave..  Philadelphia  32,  Pa. 

Please  rush  me  lull  information  and  prices  or 
complete  line. 


Air  Master  Co. 

18th  St.  &  Lehigh  Ave. 

Phila.  32,  Pa.  Phone  BAIdwin  3-7100 
PKorrerro  rtnnnoms  availa»u  for  auAunto  lUPAtstNrATivis 


Name 


Address 


Zone  Stale 
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5  ^^fXTUREO  COATiNfi 


CONTINUES  TO  I^KE 

SEAL-TEC 


PRESSURE 
APPLIED 

A  scientific  compound  of  Silicon-Asbestos-Mica . 


TEXTURED 
COATI  NG 

the  NATURAL  sidewall  coating! 

•  Available  in  2  Types  and  3  Textures: 
Series  TOO  Series  230  Series  300 
Smooth  Sand  Pebble 


Far  all  weathered  surfaces: 
Cement  Block;  Brick;  Stucco; 
Asbestos  Shinflint;  Wood 
Sidin{;  Wood  or  Asphalt 
ShInKlint! 


Equal  to  10  or  more  thick 
nesses  of  ordinary  house 
paint! 


TT-fi- 


-m. 


1 

can  be  in  a  new  business  ...  or  set  up  a  new  and  instantly  profit- 
)le  department  in  a  field  that  is  rapidly  sweeping  the  country, 
link  of  it!  Where  once  housepainting  was  an  oft-repeated  job  that 
'k  days  and  necessitated  weeks  of  good  weather  .  .  .  now  you  can 
-'r  BEAUTIFICATION,  INSULATION  and  PROTECTION  far  beyond 
jjimits  of  mere  paint.  It's  a  fabulous  story  and  one  which  is 
^SALES  AND  PROFIT  HISTORY  everywhere.  Get  in  it  today! 
^^^^^^^nce  and  get  the  pick  of  remaining  territories. 

I  VERFLEX  SALES  CORPORATION  (Seal  Tec  Div.) 

I  Carlstadt,  New  Jersey 

I  Please  send  complete  informotion  to: 

I  . 

I  . 

I  We  ore  Deoier,  Distributor,  Appltcotor 

I  Address  .  .  .  ... 

I  City  &  State  .  ... 

I  0  We  ore  fomilior  with  this  type  of  work. 

I  0  We  ore  not  familiar  with  this  type  of  work. 

I  Territory  desired  . . . 


YOUR  BEST  BET  .  .  .  10  TO  1! 

1 .  Mildew  resistant! 

2.  Water  repellent! 

3.  Termite-proof! 

4.  Windproof! 

5.  Lime  resistant! 

6.  Fire  retardent! 

7.  Chip-proof! 

8.  Color  fast! 

9.  Heat  insulating! 

10.  Cohesive  plus  Adhesive! 


October,  1952 
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More  Canadian  Aluminum  Urged 
To  Help  rui  U.S.  Needs 

Low-cost  water  power  enables  Canada  to  provide 
huge  amounts  of  metal  at  reasonable  prices 
to  meet  ever  increasing  American  demand 


by  WARD  VAN  ALSTYNE,  Pres. 
Aluminum  Import  Corporation 
New  York 


■^K  llH.Mi  considerable'  disciis- 
sioii  llu'sc  days  alxnit  alunii- 
mim.  the  niayric  meta!  of  tlu'  2i»th 
('cntiiry,  particularly  in  I'clation  to 
demand  anel  snjeply  aiiel  future- 
tu-e-els.  Aluniinurn,  en-  ••packaKe'il 
peewe-r,”  which  eenc*'  ceist  an  e-xeerbi- 
tant  $17  a  petnnei  ceinipare-el  with 
teielay's  price  eif  IP  cents  a  peumd, 
has  been  the-  suleje-ct  e)f  niiie-h  stuely 
anel  ceent  reeversy  by  inelustrial 
(‘(•enieeniists,  peewci'  expe'rts.  treeve-rn- 
ment  otlicials  anel  fabricate»rs  alike*. 
Why?  Is  there*  an  aliirninuni  sheert- 
What  aheeut  the  nictars  future 
—  supplywise  —  in  relation  tee  de*- 
mand?  Can  U.  S.  fabricateers’  ne*cels 
he  met  and  de)es  the  C.  S.  have  adt*- 
quate  sources  for  eiefense  lU'eds? 
Where  df)es  Canada  fit  into  the 
aluminum  nicture? 


Within  a  span  eef  (>5  ye-ars, 
aluniinurn  has  come  from  virtually 
neiwhe-re-  tei  a  pre>mine*nt  plae-e- 
aleint.’-siele*  ceeiepe-r.  le-ail,  anel  zinc, 
i’.y  Itlo.’!  it  can  be-  e-xpe*cte-el  tei  It-ael 
all  me-tals  with  the*  e-xccjitieni  e>f 
sle-e-1.  The-  iiielustry  e-mpleiys  thou- 
sanels  eef  pt-eijile-  anel  has  be-cenne-  a 
\ital  fai-teir  in  e-onst  met  ion,  e-om¬ 
niunicat  ie>n.  ele-fe-nse-.  anel  nian\ 
othe-r  aspe-cts  eif  euir  elaily  liviiip-. 
Milt  that  is  ne)l  the-  t-nel  eef  tlie 
aliiminuni  steiry. 

•Need  lor  l*rodncl iein 

The*  me-tal’s  use-s  anel  tlie*  ce»n- 
seepie-nt  nee-ei  tor  aeleie-el  proeliic- 
tietn  are  incivasin^r  lit<*rally  e*vi-ry 
ye-ar.  Accoreliny  tei  a  rcpeirt  tei 
the  President  last  June  by  the- 
Pr’esident’s  Materials  Policy  Ceim- 
rnissiem  (better  known  as  the 
Paley  Report),  aluminum  preibably 
will  continue  tei  elisplace  other 
materials  in  both  military  and 
civilian  uses  durin^r  the  next  quar- 


te-r  ce  ntury,  aiiel  many  new  apjilica- 
lions  will  be  feuinel.  .  .  .  The*  total 
i|Uantity  of  aluminum  that  may  lie 
substitute-d  fur  either  nonfe'rreiiis 
me-tals  i.s  neit  like“l_\-  to  i-xci-e*el  a 
million  teiiis.  heiwi*\e-r.  anel  he-lice- 
ultimati'lv  may  be-  duarfe-el  liy  either 
use-s  of  aluminum  such  as  sub¬ 
stitutions  for  ste-e-l  anel  wooel. 

'I'eielax',  aluminum  fimls  sonie- 
l.ttOd  eli\ e-rsitie-el  applieat ions  rantr- 
illK  freitn  e-oll'e-e-  Jiots  tei  botlllie-rs, 
freini  ve-iie-tian  liliiiels  to  furniture-. 
Mut  by  far,  howe-\e-r.  its  jjre-ate-st 
use-  is  that  feuinel  in  the-  transpeir- 
tatiein  anel  buileliny’’  tie-lels,  wlie-re- 
aluminuni  is  niakinjr  notable-  e-eiii- 
tributions. 

Accorelinjr  to  eiur  eiwn  stuelie-s 
anel  those*  of  the  Aluminum  Cemi- 
pany  of  Canada  (Ale-aii),  for  which 
Aluminum  Impeirt  Ceirjieiratiein  is 
.sales  distributeir,  the  Unite*d  States 
will,  within  10  years,  need  twice 
as  much  of  the  medal  as  it  is  now 
usintf.  The  Pale*y  Rejwirt  also  states 
that  futui-e  demand  for  aluminum. 
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Ijy  the  United  States  and  the 
rest  of  the  free  world,  “may  quite 
possibly  (piintuple  over  the  j)eriod 
i;)5()  to  1975.”  In  support  of  that, 
the  Report  states,  by  1975  U.  S. 
consumption  of  primary  or  raw 
aluminum  mijfht  be  in  the  neigh¬ 
borhood  of  .T.6  million  tons  and 
that  of  the  re.st  of  the  free  world 
about  2.1  million  t<tns.  U.  S.  pro¬ 
ducers  of  aluminum  have  made 
similarly  optimistic  estimates  as 
to  future  c»*nsumption.  Last  Feb¬ 
ruary  in  the  WALL  STRKKT 
JOIMINAL,  Kaiser  aluminum  was 
(pioted  as  having  stated  that  the 
lU'ed  in  the  United  States  would  l)e 
1.2  billion  |»ounds  pt“r  .vear  in  196t>. 
The  Reynolds  Metals  Uomi)any  es¬ 
timated  7  billion  pounds  annually 
within  the  next  decade.  Alcoa  esti¬ 
mated  1  billion  pounds  annually  in 
a  decade.  At  i)re.sent,  the  annual 
U.  S.  production  is  in  the  nei^hbor- 
hoo<l  of  2  billion  ixtunds. 


Total  U.  S.  Uroductioii 

I’.  S.  government  ayouicies  liave 
.said  that  when  all  presently  con- 
temi)Iated  ex|)ansion  is  completed, 
the  total  IL  S.  production  will  be 
billion  pound.s — still  far  short  of 
any  of  the  estimates  of  future 
needs.  To  that  supply,  of  course, 
can  be  added  the  aluminum  im¬ 
ported  from  our  ('anadian  a.sso- 
ciate,  which  has  averajred,  in  re- 
c<‘nt  years,  about  200  million 
pounds  annually.  .Alcan  now  pro¬ 


duces  nearly  SOO  million  pounds 
per  year  and  by  1955  will  probably 
be  producing  1.2  billion  j)ounds 
annually.  This  total  could  be  in¬ 
creased  to  about  2  billion  pounds 
on  the  completion  of  Alcan’s  new 
l»ower  plant  and  smelter  in  Cana¬ 
dian  British  Columbia  to  helj)  meet 
the  anticipated  .North  .American 
shortage. 

Low  Cost 

Should  these  expansions  or  sub¬ 
sequent  expansions  of  aluminum 
production  involve  higher  costs, 
the  aluminum  industry  mi^ht  well 
price  itself  out  of  .some  of  its 
most  promising  markets  of  the 
future.  It  is  true  that  aluminum 
today  still  .sells  for  less  than  it  did 
with  a  lOO-cent  dollar  in  19.‘?9: 
whereas,  all  other  comjK'titive 
metals  have  ri.sen  sharply  in  price. 
It  is  true,  too,  that  costs  of  pro- 
ducti(*n,  construction,  and  labor — 
and  all  other  factors  that  enter  in¬ 
to  a  final  price — have  Kreatly  in¬ 
creased.  However,  we  must  still 
keep  down  the  price  of  aluminum 
injfot  if  the  fabricators  of  alumi¬ 
num  products  are  to  be  able  to 
take  advantage  (»f  the  most  i)romis- 
injT  markets  in  the  future. 

When  we  realize  that  K*  KWH 
of  electricity  are  needed  to  produce 
a  sinvrle  pound  of  aluminum  and 
that  the  electricity  required  to  pro¬ 
duce  a  ton  of  aluminum  would  meet 


all  the  electrical  requirements  of 
the  average  American  home  for 
10  years,  we  can  appreciate  the 
role  electric  power  plays  in  the 
production  and  price  of  aluminum. 
Thus  aluminum  not  only  requires 
jfreat  quantities  of  electricity,  it 
requires  low-cost  electricity.  A  re¬ 
cent  survey  showed  that  the  j^eneral 
U.  S.  industry  required  an  average 
of  about  6  KWH  of  electricity  per 
man  hour — whereas,  aluminum  re¬ 
quires  nearly  (540  KW’H  i>er  man 
hour.  Clearly  that  means  that  other 
industries  can  afford  to  pay  hifirher 
rates  for  electricity  and,  therefore, 
can  outbid  aluminum  producers 
when  competinjr  for  the  same 
power.  There  is,  too,  the  problem 
of  depleting  re.sources,  should  we 
obtain  power  from  such  sources  as 
jras  or  coal. 

Canadian  Water  Power 

Alcan’s  .solution  has  been  to  seek 
sources  of  low-cost  hydro-electric 
power  in  remote  areas  where  the 
enerK.v  is  not  required  by  other  in¬ 
dustries  or  by  the  community.  Al¬ 
can,  has,  therefore,  constructed  and 
privately  financed  a  network  of 
power  pro.jects  in  Northern  Quebec. 
VV’hen  the  last  of  Alcan’s  two  most 
recently  constructed  power  dams 
on  the  Peribonka  River  is  com¬ 
pleted  in  January,  this  system  will 
(I  <iti  Putji  (551) 


Aluminum  in9ots  produced  by  Aluminum  Co.  of  Conodo  of  Arvido,  world's  largest 
aluminum  smelter  being  loaded  on  a  freighter  ot  Port  Alfred  on  the  Saguenay  River. 


Virginia  Specialty  Dealer  Nets 
2S%  on  Jalousie  Installations 


October,  1952 


"'ll/'K  have  been  al)le  to  realize 
’  ^  al)out  a  25  per  cent  net  i)rotit 
on  this  operation  I" 

That's  the  enviable  claini  of  Paul 
P.  Oliveri,  (leiieral  Sales  ManaRer 
of  (leneral  Industries  (5)rp<tration 
nf  Anieriea  in  Arlinjrton.  Va. 

"This  operation”  is  the  sale  and 
installation  of  jalousie  windows  in 
the  Metropnlitaii  area  of  Washinjt- 
lon,  1).  ('. 

Mow  does  (Jeneral  Industries  hit 
so  hijrh  in  the  black  with  a  rela¬ 
tively  new  specialty'.’  The  answ»‘i' 
is  basic.  (1)  Quantity  buying.  (2) 
Fidl  stock  of  “<|uick-turnover" 
items.  (;})  .Minimum  .service  calls. 

“I>y  purchasing'-  truck  load  lots 
<d'  I'alco  Jalousie  windows  and  car¬ 
rying-  a  full  stock  of  all  jx'indar 
sizes,  and  by  keeping  trouble  calls 
to  a  minimum,  we  have  been  able 
to  realize  about  a  25  per  cent  net 
profit,”  Mr.  Oliveri  emi)hasized. 

“Steps  '1'  and  '2'  may  be  prett\ 
easy,  but  how  about  number 
you  say. 

Well,  Mr.  Oliveri  and  his  as.so- 
ciates  have  Hoofed  the  trouble  call 
problem  and  got  it  l)y  the  throat. 


Three  key  men  on  General  Industries'  staff  (L  to  R),  Paul  8.  Oliveri,  general  sales  mana¬ 
ger;  W.  F.  Minnicks,  president;  and  Bob  Oliveri,  jalousie  specialty  salesman. 


The  answer'.’  Isl  qiade  installa¬ 
tion.' 

"We  liave  found  that  by  using 
only  capable  trim-out  men  and  |)ay- 
ing  the  best  wages  in  the  field,  that 
we  have  profited  immeasurably 
from  our  1st  grade  installation. 
The  best  advert i.sement  for  us,  of 
cour.se,  is  our  finished  jol)  in  any 
neighborhood.  The  l)eauty  of  the 
installation,  plus  the  fact  that  we 
have  an  e.xcellent  jalousie  window 
have  cut  our  service  calls  to  the 
minimum.” 

Kverybody  knows  you've  got  to 
“sell  'em  before  you  install  ’em,” 


and  Mr.  ()li\»'ri  has  a  tip  or  two  on 
that  score,  too. 

(’lie’s  big  drawing  card  is  porcii 
enclosures,  done  with  I'alco  Jalou¬ 
sies.  The  first  in  the  Metropolitan 
Washingt(»n  area  to  introduce  this 
method  of  remodeling  to  make 
more  ri>om,  (leneral  Industries  has 
found  Jalousie  porch  enclosures  to 
be  the  most  attractive  yet  least  ex¬ 
pensive  way  <d'  stretching  a  home 
to  accommodate  growing  families. 

When  a  reluctant  homeowner 
l)alks  at  tin-  idea  of  losing  his 
■screened-in  porch,  (MC  .salesmen 
(('(Ultimo  <1  on  I'niq  76) 


Far  Left: 

One  of  the  many  jalousie 
porch  enclosure  jobs  in 
the  Capitol  area  installed 
by  General  Industries 
Corporation  of  America. 


Left: 

An  interior  view  of  a 
jalousie  porch  enclosure 
instolled  by  General  In¬ 
dustries.  Note  the  jal¬ 
ousie  operating  handles. 
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Building  Specialties  Survey  Finds  Indnstry 
Alert,  Eager  to  Accept  and  Promote  New  or 


Product 

Percentoge 
of  Dealers 

Combination  Windows  &  Doors 

72% 

Cassmsnt  Storm  Sash  &  Scrsons 

Scroons  &  Scrssning 

52% 

Door  Grillss 

50% 

Aluminum  Awnings 

48% 

Gloss  lolousiss 

34%' 

Mstol  Trim  &  Moldings 

28% 

Vsnstian  Blinds 

Plastic  or  Mstol  Wall  Tils 

Citchsn  Cabinsts  &  Equipmsnt 

«  2i% 

Insulation 

~  '23% 

Insulotion  Siding 

23% 

Omamsntcd  Iron 

~  23%  ~~ 

Asbsstos  Siding  Csmsnt 

22% 

Wsathsrstripping  d  Thrssholds 

22% 

Folding  &  Accordion  Doors 

20% 

Garags  Ooon  &  Operators 
Aluminum  Siding 
Attic  &  Kitchen  Fans 
Room  Air  Conditioners 
Sliding  Closet  Doors 
Tub  Enclosures  &  Shower  Doors 
Artificial  Stone  Siding 
Sprayer  Sidewall  Resurfacers 
Rome  Incinerators 


TN  recent  years  the  building  si)e- 
-t-  cialty  industry  has  undergone 
many  changes.  Most  of  these 
changes  have  l)een  in  the  direction 
of  steady  growth.  New  manufac¬ 
turers  and  dealers  have  entered  the 
specialty  field  from  allied  or  unre¬ 
lated  businesses  in  great  numbers. 
There  has  been  an  endless  stream 
of  new  products  and  constant  im- 
provement  of  old  ones.  Material 
\  shortages  have  temporarily  delayed 

Ioduction  of  .some  items 
thole  there  is  a  greater 
quantity  of  products 
:et  than  ever  before, 
ave  welcomed  this  flood 
improved  products  and 
many  of  them  to  their 
i  as  a  means  of  increa.s- 
ume. 


Iding 
Specialties 
Dealer 
Market 


Horn*  Fir*  Alctnnt 
Wa1«r  Soft*n«rs| 
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Stable — Dealers 
Improved  Products 


-  Stonn  Scah  cmd 

Accessories 

Despite  numerous  changes  and 
skyrocketing  growth,  the  stability 
of  the  building  specialty  field  is 
revealed  by  survey  figures  which 
show  that  over  70  per  cent  of 
dealers  have  been  in  business  5 
or  more  years.  Almost  half  have 
4  or  more  salesmen.  Complete 
facts  and  figures  about  this  will 
appear  in  the  second  article  about 
this  survey  in  the  November  issue. 


To  keep  pace  with  the  change.s 
in  this  dynamic  and  progressive 
industry  and  to  obtain  preci.se  in¬ 
formation  on  what  products  .spe¬ 
cialty  dealers  are  now  handling  as 
well  as  other  facts,  the  editors  of 
BUILDING  SPECIALTIES  have 
surveyed  this  publication’s  entire 
paid  circulation.  Of  the  dealers  who 
received  these  surveys,  18.2  per 
cent  (an  unusually  high  figure)  re¬ 
sponded. 


Miscellanooua 

SpedaltiM 


Ornamental  Iron 


Garage  Doors  &  Operators 
Room  Air  Conditioners 
Attic  &  Kitchen  Fans 
Home  I ncinerators 
Home  Fire  Ala  rms 
Water  Softeners 


88.;{  per  cent  of  the  forms  re¬ 
turned  came  from  dealers  or  di.s- 
tributors  who  are  al.so  dealers, 
while  the  remainder  were  mailed 
back  by  manufacturers  and  dis¬ 
tributors.  Only  the  form.s  returned 
by  dealers  have  betm  tabulated  for 
this  survey. 

Since  this  publication  is  the  only 
one  that  covers  the  entire  building 
.specialties  field,  we  may  assume 
that  figures  based  on  information 
from  its  paid  subscribers  are  rep- 
re.sentative  of  all  the  dealers  in  the 
industry.  The  only  other  previous 
survey  of  this  new  and  booming 
industry  was  made  by  BUILDING 
SPECIALTIES  late  in  1949  and  the 
findings  were  published  in  our  Jan- 
(Continued  on  Page  77) 


Tension  screens  shown  installed  at 
the  left  are  all  aluminum,  require  no 
fitting  or  painting,  never  rust  or 
stain.  They  provide  freedom  from  up¬ 
keep  for  homeowners;  make  window 
washing  easy. 

l*lu'T  Cf'iitffsy  kitdiger  l.ang  C 


TENSION 


From  Data  Furnished  By 
Rudiger-Lang  Co. 


Conclusion  of  a  two-part  article 
which  began  in  the  September  issue. 

T3V  .stuppiiijr  th»‘.sf  ray.s  before 
they  .strike  the  window  j)ane, 
tension  shade  screens  tend  to  make 
the  hottest  rooms  the  coole.'it.  In 
addition,  shade  screens  keep  out 
in.sects,  prevent  sun-fadintr,  and 
jtrovide  tfi'eater  privacy  while  ad¬ 
mitting  light  and  air.  Only  when 
looking  upward  do  these  screens 
limit  one’s  view. 

In  many  areas  750  to  ll.'rO  of 
the  homes  constructed  in  the  past 
three  yeais  have  l)een  eipiipped 
with  tension  screens.  All  of  the 
larger  builders  in  South  Carolina 
are  reported  to  use  them.  In  South¬ 
ern  Califoriiia  nearly  100,000  ten¬ 
sion  .screens  have  been  installed  on 
Itiltmore  Homes  alone. 


SCREENS 


In  Owensboro,  Ky.,  the  Clark 
Construction  Co.  recently  installed 
tension  screens  on  170  apartments 
in  the  Owensboro  .Municipal  Hou.s- 
ing  Project.  Says  Mr.  S.  .1.  Clark: 
"We  found  them  the  mo.st  econom¬ 
ical  .screens  to  install  we  have  evei- 
u.sed.” 

.At  the  big  Marine  l)a.se  at  Camp 
Ix'jeune,  X.  C.  .‘{240  TKXSlOX'-tite 
aluminum  .screens  were  in.stalled 
on  90  masonry  barracks. 

Another  Ijoui.sville  builder,  C. 
Iiolx;rt  Peter,  ,lr.,  of  Peter  Con- 
.struction  &  .Sui)ply  Co.  .states:  “We 
have  u.sed  aluminum  tension 
.screens  on  our  model  subdivision  of 
73  hoiKses  and  six  four-apartment 
buildings.  They  are  very  easy  to 
install,  and  make  a  very  attractive 
appearance  on  the  hou.ses.  We  al.so 
find  them  very  economical  to  in- 
.stall." 

The  first  tension  .screen  is  l)e- 
lieved  to  have  been  produced  by  the 
('incinnati  Fly  Screen  Co.  about  30 


years  ago  under  the  trade  nanit' 
Cinco.  Their  use  has  incn'a.sed  tre¬ 
mendously  since  World  War  II  be¬ 
cause  of  the  availability  of  im- 
l)roved  aluminum  alloys.  The  ten¬ 
sion  typt“  has  been  called  “the  first 
maintenance-free  .screen.”  When  it 
eventually  becomes  neces.sary  to  re¬ 
place  the  wile,  this  will  be  done  by 
simply  .slipping  new  wire  cloth  into 
the  top  and  bottom  bars. 

There  are  now  five  major  manu¬ 
facturers  of  tension  screens:  Rudi- 
ger-l.ang  Co.,  with  plants  in  Rer- 
keley,  Calif,  and  Toccoa,  ({a., 
makes  the  Tension-tite  .screen.  Ry- 
liock  Co.,  Ltd.  of  .San  Ix'andro, 
Calif.,  makes  the  Ry-Lock  .screen. 
.N’ew  York  Wire  Cloth  Co.,  .\ew 
Canaan,  Conn.,  promotes  its  prod¬ 
uct  under  the  trade  name  Durall. 
Columbia  Mills  manufactures  the 
Columbia-matic  .screen  in  Syracuse, 
X'.  V.  and  Los  Angeles,  Calif.  The 
fifth  major  jirodiicer  is  Kiw.stone 
Wire  Cloth  Co.  of  York.  Pa.  The 
principal  differences  between  these 
five  makers  of  tension  .screens  is  in 
their  method  of  applying  tension. 

Today  most  lumber  yards,  hard¬ 
ware,  building  suiiply,  and  .screen 
specialty  dealers  carry  a  brand  of 
tension  screens.  Dealers  generally 
.stock  the  .standard  sizes  which  have 
the  greatest  turnover,  and  draw  on 
the  local  jobber  .stocks  for  the 
slower  moving  sizes. 

Cnder  XPA-M-la,  builders  may 
use  aluminum  tension  screens  with¬ 
out  certification  or  limitation. 


As  new  as  tomorrow!  Here's  a  fine  example  of  a  custom  beauty  for  years  to  come.  Dealers  should  select  their  lines 

kitchen  so  carefully  planned  that  it's  sure  to  keep  its  modern  so  that  styles  chosen  today  won't  be  outmoded  in  a  year. 

— I'hott  Kitihi-»  Maui 


How  to  Sell  a 

CUSTOM  KITCHEN  ^^SERVICE^^ 


Part  n 

(Conclusion  of  a  two-part  article  on  custom 
kitchens  which  began  in  the  September 
issue.) 

TN  F-ITHEK  ca.se,  the  e.xperience 
and  advice  of  dealer.s  already 
operating:  in  the  Held  should  jirove 
helpful.  All  a>rree  that  there  are 
a  number  of  basic  requirements 
for  the  successful  operation  of  the 
custom  kitchens  busine.ss. 

I  vet’s  look  at  them. 

Htnr  Much  Do  I  .Verrf  To  Start? 

How  much  capital  is  needed  for 
a  start?  One  well-known  custom 
kitchen  dealer  who  has  mad(>  a  fine 


success  of  his  business  suKKcsts  a 
minimum  of  .itlO.OOO.  He  doesn't 
insist  on  this  fig:ure,  however.  It  is 
possible,  he  .says,  to  staid  witli  le.ss 
— and  certainly  some  dealer.s  hav^ 
proven  that  it  can  lx*  done  .  .  ,  if 
the  dealer  will  be  content  with  a 
mode.st  profit  in  the  beginning’  in 
return  foi-  a  proportionally  smaller 
investment. 

\\  hat  About  .1  Sales  Staff? 

There  needn’t  be  a  .sales  ‘'staff. " 
One  man  is  enoug:h  .  .  .  but  he  must 
lie  a  gfond  man  wlio  really  knows 
the  business  from  the  inside  out. 
He  mu.st  devote  all  of  his  efforts 


entirely  to  kitchens.  He  should  do 
nothing:  el.se.  Such  a  man  can  turn 
in  enoug’h  business  to  keep  the 
"kitchen  department’’  bu.sy.  Inci¬ 
dentally,  if  cu.stom  kitchems  are  an 
extra  or  special  line  and  you  are 
.selling:  other  thing:-s  besidi's,  it  is 
always  advi.sable  to  orjrunize  and 
maintain  an  entirely  separate  de¬ 
partment  to  concern  it.self  only 
with  kitchens. 

Do  I  Seed  A  Show  Uoom? 

Vou  do.  You  definitely  need  a 
show  room  and  as  larjje  a  om*  as 
you  can  ^et.  It  is  a  nece.ssity — for 
you  mu.st  disiilay  om*  or  more  com¬ 
plete  kitchens.  The  location  is  of 


One  of  the  many  conveniences  of  the  cus¬ 
tom  kitchen  it  shown  above,  ffere,  the  sink 
cabinet  door  opens  to  reveal  o  sliding  ven¬ 
tilated  towel  drier  which  pulls  out  for  easy 
use. 

•■.utrfrsy  Kifihtn  Mtihi  ('.'r/* 


importance,  too.  The  center  of  a 
shipping  district  in  your  city  or 
town  is,  of  course,  ideal — or  any 
location  in  a  fairly  busy  and  well- 
populated  section.  On  the  other 
hand,  much  can  be  said  for  a  large 
showroom  on  city  or  town  out¬ 
skirts.  Many  succe.ssful  dealers 
have  .set  up  elaborate  display  rooms 
in  this  manner.  It  is  easy  to  pro¬ 
vide  large  parking  areas  in  such 
locations.  In  addition,  large  bill¬ 
board  adverti.sements  which  would 
be  impo.ssible  to  u.se  in  the  center 
of  the  town,  can  be  erected  inex¬ 
pensively — and  win  increa.sed  at¬ 
tention  because  they  would  not 
conijiete  with  many  crowded  sur¬ 
rounding  advertisements  as  they 
would  in  a  more  popular  area,  ('on- 
sid(‘r  al.so,  that  you  will  get  much 
more  space  for  less  money,  and 
that  proiierty  ta.xes  will  b(‘  consid¬ 
erably  lower  than  in  the  cent**!-  <»f 
town. 

'loir  Mann  Kinplnyt  t  s  .-1  re  Sevded? 

Mesides  your  .salesman,  di.scu.s.sed 
above,  you’ll  lu'ed  a  girl — an  at¬ 
tractive  girl — who  will  be  in  the 
display  room  at  all  times.  Her  job 
will  consi.st  of  taking  phone  calls 
and  me.ssages.  She*  should  al.so  be 
trained  in  .selling,  have  a  jileasing 
pi'r.sonality,  and  an  ability  to  talk 
to  people.  She  should  b(>  able  to 
show  people  around  when  the  .sale.s- 
man  is  out  or  bu.sy  with  other  cu.s- 
tomers.  Remember  that  most  of  the 
visitors  to  your  show  room  w  ill  be 
hou.si‘u  iv(“.s — and  an  attractive  girl, 
well-trained  and  engaging,  can  talk 
to  wdinen  in  "their  own  language” 
and  from  their  own  jxiints  of  vit>w . 

Should  I  Sell  ALL 
Kitchen  Appliances? 

Yes.  Kxperience  has  show  n  that 
the  custom  kitchen  dealer  who  sells 
all  the  appliances  that  go  into  a 
kitchen  is  the  one  whose  business 

Center  photo  shows  how  careful  kitchen 
planning  can  provide  a  restful  corner  for 
preparing  menus,  studying  recipes,  ordering 
supplies.  Note  deep  drawer  which  holds 
telephone  and  cook  books,  files,  etc.  Photo 
lower  left  shows  a  divided  drawer  insert 
within  a  drawer  unit  to  provide  easy  storage 
and  ready  access  to  food  staples. 

-I'hotfl  courtesy  KUchen  V/tiui  Corp. 


is,  in  all  respects,  the  mo.st  success¬ 
ful.  This  can  be  arranged  on  the 
basis  of  a  dealership;  if,  for  some 
reason,  this  is  not  feasible,  a  local 
jobber  or  flistributor  will  probably 
be  glad  to  consider  a  cooperative 
arrangement  which  will  mean  a 
dealer’s  discount  for  you. 


An  arrangement  with  a  local  re¬ 
tailer  is  another  good  po.ssibility  to 
be  consid(‘red.  Thus,  for  all  the  ap¬ 
pliances  you  order  from  him,  you 
receive  a  commission.  This  doesn’t 
present  a  problem  or  difliculties  at 
all.  As  your  busine.ss  grows,  you 
become  a  .source  of  large  and  steady 
income  for  a  jobber,  a  di.stributor 
or  an  appliance  retailer. 


.Naturally  any  one  of  the.se  will 
be  anxious  and  willing  to  consider 
any  plan  or  arrangement  that  w  ill 
work  out  to  the  satisfaction  of  both 
of  you.  So  supply  is  no  problem. 
You’ll  get  w  hatever  you  need. 

Do  /  .\eed  An  Installation 
Mechanic? 


Yes  .  .  .  and  no.  I n.stallation  can 
be  handled  in  a  number  of  ways, 
depending  upon  the  volume'  of  your 
business  and  its  prosjiects  for  the 
future.  If  busine.ss  is  good,  you’ll 
want  a  specialize'd  mechanic,  a  real 
cracker-jack  who  knows  his  job 
and  does  each  job  in  record  time'.  If 
the  volume  of  busine.ss  doesn’t  indi¬ 
cate'  a  nee'el  feu-  such  a  full-time  spe'- 
ciali.st,  yeeii  ean  arrange'  an  heuirly 
pay  basis  feir  a  skille'el  man.  eer  ceeii- 
tract  feu-  anel  e'.stablish  a  tixi'el  fee' 
feer  I'ach  particular  jeeb.  Whichever 
arrangement  yeui  (inel  the  mo.st 
preilitable,  yeeur  man  will  ni'eel  a 
helper,  a  beey  jieKSsibly,  eer  a  yeeiing- 
man  whee  is  intere.ste'el  in  U'arning 
the  traele. 

If  you  hire  a  man  wlu)  is  a  geieeel 
mechanic,  but  one  w  ho  has  had  nee 
specific  experience  in  custemi 
kitchen  installatiem,  the  man  in 
charge  of  the  department  shoulel  be 
able  to  advise  him,  make  sugges¬ 
tions,  and  give  any  special  peiinters 
he  may  need  for  his  first  few-  jobs. 
It  may  be  helpful  to  seek  the  manu¬ 
facturer’s  advice.  Frequently,  the 

(Cotitinued  on  Page  82) 
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t  makes  a  successful  salesman? 

Enthusiasm 
Confidence 
Belief  in  his  products 


to  last  month  will  finally  oomt* 
^throuRh.  Instead  of  jjettiny:  the 
‘b^iness,  he  winds  up  with  the 
which  eventually  drives  him 
^B^^f'the  field.  He^rettahle  too, 
henufi^'  men  who  are  really  inter¬ 
ested  in  selliii^f  are  hard  to  Ret.  and 
definitely  worth  trainiiiR  and  Ruid- 
iiiR. 

\\\“  have  such  a  man  in  our 
orRaiiization,  who.  until  recently, 
wasn’t  worth  his  .salt.  Impressive, 
intelliRcnt  and  hles.sed  with  a  poise 
not  Riven  to  most  men,  his  every 
effort  seemed  to  be  without  avail. 
Frankly,  he  just  didn’t  work.  He 
had  t'verythiiiR  it  takes  to  be  suc¬ 
cessful  in  the  home  improvement 
l)usiiu‘.ss.  but  didn’t  use  it. 

I  think  it  was  Plato  who  once 
said  that  man  is  an  animal  who 
thinks  and  writes  and  wtio  also 
implied  that  if  a  doR  had  thumbs, 
he  could  build  a  machine,  which 
isi\’t  too  far  fetched.  We.  in  tins 
lUMlern  aRe,  are  jjosses.sed  with 
Wt*ry  type  of  knowledRe,  -h  )u!d  be 
capable  of  most  anythiuR,  and  yet. 
short  cuts  cut  us  short.  Hut  let’s 
Ret  back  to  our  salesman. 

Unlike  most  inrlu-tries,  specialty 
sellitiR  recpiires  more  in  the  way 
of  effort  than  most  calliriRS,  and 
definitely  proves  most  profita’ole  to 
those  who  Rive  it  all  they  have. 
It  is  a  fact  that  men  who  have 
been  employed  in  offices  and  shops, 
once  indoc-trinated  in  this  field, 
show  amazinR  results.  This  .sales 
man  i)reviously  worked  in  a  Wall 


Street  office,  tired  of  the  routine 
and  declared  himself  a  vacation. 
When  his  next  door  friend  bouRht 
some  combination  windows,  he 
was  fascinated  with  the  possibili¬ 
ties,  that  he  decided  that  this  was 
to  be  his  immediate  vocation. 

TrainiiiR  a  novice  »»:i  the  ino- 
cedure-  and  secpiences  of  demon- 
stratiriR  a  product  ri‘C|uires  both 
time  and  patience,  and  unless  he  is 
complettdy  sold  on  flu*  idea,  it  is  (d' 
no  avail.  Our  man  had  the  enthu¬ 
siasm  and  seerninR  ability  to  do  a 
Rood  job  of  it,  and  soon  became  a 
lu  oducer.  1 1  is  .sal.-s  were  reRular, 
anil  we  know  that  he  w:’s  out 
pushiiiR. 

Revived  (’onlidence 

Thim,  for  no  apparent  reas  >n, 
his  .-ales  just  faded  away,  and  h ’re 
was  the  problem  of  either  droppiiiR 
the  man  or  help  him  to  help  him¬ 
self.  A  traiiu’d  man  is  an  a.s.sel, 
a!’d  wortli  the  i  tfort  of  salvaRiiiR. 
He  km  w  his  business,  was  a  credit 
to  the  house,  but  just  didn’t  work 
at  if.  'I'here  was  but  one  solution, 
and  aRreeable  to  him,  the  sales 
mamiRer  took  him  in  tow  into  the 
field,  worked  with  him,  encouraRed 
him  and  revived  his  lost  confidence. 
And  his  sales  soon  mounted.  What 
does  it  take  to  make  a  succe.ssful 
specialty  .salesman’/  The  answer  is 
all  too  obvious:  a  Rood  product, 
an  under.standiiiR  and  thouRhtful 
manaRement  and,  most  important, 
to  a.ssist  the  man  in  every  possible 
way. 


By  DON  PACE 


ASALFSMAX  who  doesn’t  sell 
is  merely  a  conver.sationalist, 
and  the  .sort  of  fellow  who  dies 
each  Friday  afternoon  when  the 
checks  are  l>einR  pa.ssed  out.  He 
lives  on  dreams  and  hopes,  trust- 
inR  that  the  prospect  he  spoke 
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BUILDING  SPECIALTIES 


I.  WoM  preparation  it  important.  All  cracks 
must  be  filled,  loose  plaster,  paint,  etc.,  re¬ 
moved.  Walls  are  washed  with  a  solution  of 
tri-sodium  phosphate.  Hi9h  spots  must  be 
rasped  even,  low  points  filled  to  obtain  a 
fairly  true  wall. 


Bl'K'Al'SK  so  IVw  honuvs  liavc 
tiled  bathroitnis  and  kitolu'iis, 
tin*  market  for  quality  work  in  this 
line  is  virtually  unlimit**d.  A  me- 
chanie  e:in  !>«>  trained  in  as  little  a.'< 
two  or  thrt'e  wei'ks’  time.  This,  plus 
a  small  investment,  and — you’re  in 
the  tile  in.stallation  husine.ss! 

The  initial  investment  for  a 
dealer  jruiny:  into  the  metal  tile  in¬ 
stallation  line  is  ealeulatetl  to  be 
between  ,$:tlU)  and  $.">()().  This  in- 
eludes  a  small  workinjr  inventory 
aloiiK  with  the  neee.s.sary  tools. 
.Sueh  a  small  eajiital  outlay — to- 
>rether  with  an  average  mark-up 
on  basic  matiu  ials  of  ab(»ul  oil'j  — 
indicates  that  metal  tile  installa¬ 
tion  d(*ah'rs  can  realize  a  sub.stan- 
tial  prolit. 

In  addition,  tiling  "ith  alumi¬ 
num  isn’t  at  all  diflicult.  7'wo  or 
three  weeks’  time  is  said  to  be  suf¬ 
ficient  for  any  man  of  average 
mechanical  ability  to  be  able  to 
learn  the  trade  under  the  guidance 
of  an  experienci'd  mechanic.  The 
installation  method  is  detailed  be¬ 
low,  the  simplicity  of  it  clearly  in¬ 
dicated  by  the  ea.sy  step-by-.step 
illu.strations. 

\ccf‘Hsarff  TiHtls 

A  numlx'r  of  small,  inexiiensive 
tools  is  required.  The.se  include  ( 1 ) 
the  Tile  Cutter.  Although  alumi¬ 
num  tile  can  and  is  cut  by  shears  or 


I 


2.  Measure  up  from  the  lowest  point  in  the 
room  where  wall  and  floor  meet  to  the 
height  desired;  then,  with  the  use  of  your 
level,  run  a  line  on  all  walls.  It  is  desirable 
to  make  a  layout  of  each  wall  to  see  how 
the  tile  will  balance. 


tin-snips,  the  proper  tyjie  of  tile 
cutter  is  considered  a  nece.ssity.  It 
should  cut  tile  to  different  lenjrths 
an^jles,  etc.,  and  at  the  .same  time 
put  a  herrU  d  edjro  on  the  cut.  Scraji 
pieces  can  be  cut  to  smaller  lenjrths 
and  widths  and  u.sed  on  other  jobs. 
(2)  Th(‘  Sti((i;iht  Eilfii’.  The 
straif^ht  ed^re  is  u.sed  for  bending 
tile  (h'jri'oi's  or  otlu'r  aiifjles.  It 
should  be  of  heavy  steel.  .A  .‘i’ 
length,  ;5"  width  is  tht'  bi'st  for 
workinjr  with  aluminum  tih'.  (3) 
Tnnrt  Is.  A  pointinjr  trowel  will  be 
found  u.srd'ul  for  mixing  and  trow¬ 
eling  mastic  or  cement  in  repairintr 
surface  cracks.  .A  pla.sterer’s  trowel 
should  be  specially  prepared  for 
the  tile  applicator’s  u.se.  Oiu*  edjre 
and  end  is  left  smooth  for  sjiread- 
intr  mastic  cement;  the  otlu'r  ed^e 
is  notched  .so  that  the  ma.stic  can 
be  aiqilied  to  a  depth  of  at  lea.st 
(1)  Carpe}iter’s  Si/iiare.  {7^) 
Hatnnwr.  ((>)  Serete  (hirer.  (7) 
\nils.  (S)  Haek-Sdir.  (1>)  RuU  nn  ! 
Tave.  (10)  RUers. 

.An  ordinary  pair  (d’  pliers  for 
removing  nails,  etc.,  plus  a  dia¬ 
mond  paper  punch  type.  This  is 
u.sed  for  cutting  a  small  lo  (hyree 
anjrlo  on  the  edjre  of  the  tile.  .After 
the  cut  is  made,  the  tile  is  bent  00 
di'frrees  and  the  cut  made  with  this 
jninch  allows  the  edges  to  come  to¬ 
gether.  (11)  Putty  knife.  (12) 
('halk  and  Chalk  Line.  (13)  Pin 


3.  After  walls  are  checked  for  complete 
dryness,  apply  mastic  with  a  pointed  trowel 
and  then  spread  and  flatten  with  the  ser¬ 
rated  trowel  described  in  the  text.  The 
mastic  must  adhere  in  "wavey"  ridges— 
furnishing  an  ideal  bond. 


APPLYING 


rist .  A  i>in  vice  which  holds  a  phon¬ 
ograph  needle  is  a  hel|)  in  .scoring 
the  tile.  (II)  Rasy.  (1."))  Syirit 
Irvel.  This  in.strument  is  u.st>d  as  a 
•straight  edge  (»f  checking  the  ti  ue- 
lu'ss  of  the  walls.  (1(5)  Aireraft 
'Finshiys.  The.se  are  neee.s.sary  for 
cutting  and  fitting  tile  around 
pipes,  fixtures,  etc. 

Types  of  W  alls  and  W  all 
Preparation: 

.Aluminum  tile  can  be  applied  on 
any  firm,  smooth  wall  or  ceiling. 
It  may  al.so  lie  applied  to  cement  or 
cinder  blocks.  In  any  ca.se,  the  fol¬ 
lowing  wall  preparation  in.struc- 
tions  apply. 

Inspect  the  walls  and  ceiling 
carefully  to  dett'rmine  .soundness, 
truene.ss,  etc.  Then: 

1.  Uemove  all  mouldings.  lb‘- 
move  or  loo.sen  all  fixtures  so  that 
tile  may  be  placed  behind  them. 

2.  Uemove  all  wall  paper,  loose* 
paint,  cold  water  paint,  loo.se  plas¬ 
ter.  warpe'd  plywood,  waxes,  etc. 
This  can  be  done  by  using  a  strong 
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4.  Each  tile  is  flexed  gently  to  curve  the 
corner,  ond  then  "slid"  into  position  after 
mastic  has  been  allowed  to  stand  on  hour. 
A  small  amount  of  mastic  is  forced  out  of 
each  joint.  Stort  at  the  center  line,  set  tile 
across  ond  down. 


5.  Only  slight  pressure  along  the  edges  and 
corners  of  the  tile  is  required.  Do  not  apply 
heavy  pressure  at  the  center  as  this  will  push 
the  mastic  away  and  form  hollow  spots. 
Tile  is  easily  cut  to  fit  around  electric  and 
plumbing  fixtures. 


6.  The  bottom  row  or  base  is  installed  last. 
Here,  cuts  can  be  made  to  conform  to  un¬ 
evenness  in  the  floor  or  base  mouldings.  Be 
sure  all  edges  are  sealed.  Next,  apply  upper 
field,  working  from  the  border  across  and 
up.  Fit  ceiling  same  way  as  base. 


ALUMINIIM  WALL  THE 


solution  of  tri-sodium  phosphate 
and  water  (Oakite,  ('limalene  and 
similar  preparations  contain  tri- 
sodium  phosphate).  Use  a  damj) 
cloth  or  sponge  and  re-wi})e  wall  so 
as  to  remoxc  any  film  Icd't  by 
e  leaner. 

All  laiyc'  cracks  and  joints 
must  be  tilled,  boose  pla.ster  must 
Ik*  removed  and  reitlacc'd  with 
patching  pla.ster.  Cut  or  scrape  out 
all  unevenness  in  inside  corners  by 
u.sc'  of  rasp  or  scraper.  Outside  cor¬ 
ners  must  be  trc'ated  in  the  .same 
way. 

1.  0(>  over  c'ach  wall  and  find 
the  hi^h  and  low  spots.  U.se  patch- 
injr  plaster  and  fill  in  the  low 
points.  Use  the  rasi)  on  high  spots. 
A  fairly  true  wall  should  be  ob¬ 
tained. 

.').  Walls  mu.st  be  thoroughly 
dry.  Check  this  by  placiiiK  a  small 
amount  of  jrranulated  anhydrous 
calcium  chloride  ((btainc'd  from 
any  drujr  store)  in  a  watch  jrlass 
and  attachinjf  it  to  the  wall  by  seal- 


From  Data  Furnished  By 
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iiiK  the  c'dnes  with  mastic.  If  the 
wall  is  dam)),  beads  of  moisture 
will  collect  on  the  inside  of  the 
watch  >rla.ss  within  21  hours;  tin* 
chloride  will  be  wet  and  almo.st  dis- 
.solvecl.  Dry  the  wall  with  hc*at  if 
necessary  and  sc'al  w  ith  a  rubbe-r 
.sealer  or  primer.  This  sealer  acts 
as  a  moisture  barrier  and  providers 
a  ba.se  for  the*  mastic.  Careful  at¬ 
tention  to  wall  conditions  will  rc‘- 
sult  in  better  in.stallation.  Thc‘ 
.sealer,  al.so,  will  stop  any  reaction 
Ix'tween  the  mastic  and  the  alka¬ 
line  walls.  .Always  u.sc*  this  .sealer. 
Shellac  will  absorb  water,  but  the 
.si'aler  will  not. 

,/oft  Layout : 

The  starting  point  of  the  tile*  is 
many  times  determined  by  the  tyj)e 
or  shape*  wall,  the*  dc?si^n  of  the  tile* 
and  the*  heijrht  to  which  it  is  tee  be 


ai)|)lie*d.  It  is  to  some*  extemt  also 
de*termine*d  by  jfooel  jueljrment.  It  is 
essential,  howtwer,  that  all  tile* 
line's  be  level  horizontally.  The  bor¬ 
der  or  cap  or  de*siKii  which  will 
separate*  the*  lowe*r  field  from  the* 
up|)er  field  mu.st  be*  in  the  .same* 
horizontal  plane  on  all  four  walls. 

1.  Kind  the  lowest  point  in  the* 
room  where*  the  wall  and  floor 
me*e*t.  Me*asure*  Uj)  from  this  jeoint 
to  the*  he*i>rht  eie*sire*d.  liun  this  line* 
by  use  of  your  leve*l  on  ail  walls  to 
be  tiled.  Measure  clown  this  line  t<i 
.see  that  you  will  not  have*  a  small 
cut  at  the  top  of  the*  tub.  If  you  find 
that  you  will  have  a  small  cut 
(2*  o"  or  le'ss)  ad  just  the  he*ikrht  by 
lowi'i'iiiK  this  line*  the*  amount  of 
the  cut,  or  by  raisinjf  it  to  the*  same*, 
lie  sure  to  de‘te*rmine  this  line  accu¬ 
rately  .so  that  you  have*  your  cuts 
ne*ar  the*  floor  wlu-re*  the'V  are*  not  .so 
not  ice*able‘. 

2.  Make*  a  layout  of  e*ach  wall  so 
that  you  will  be*  able*  to  tijrure*  how 
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It's  Easy  to  Sell  and  Install 


Part  1 


Photo  lett  fhowi  how 
on  attractive  dining 
area  can  be  created 
with  double  wood 
panel  folding  doori. 
When  not  in  ute, 
doori  fold  back  to 
enhance  tpacious  liv¬ 
ing  room  area. 
f*hoto  courti'sy 
Tkt'  Hotxcrecii  Co. 


This  angle  view  of 
a  corridor  and  living 
room  thews  how  ef¬ 
fectively  a  number  of 
folding  doors  can  be 
used  between  rooms. 
This  door  consists  of 
steel  wire  frames  cov¬ 
ered  with  vinyl  plastic. 

i'h.to  fi.urti'sy 

Vi’Ti'  I  itxth'  Vrodu.tx. 


ffere  is  another  type 
of  folding  doer,  this 
one  constructed  of 
thin  bass-wood  splints 
woven  together  with 
seine  twine  in  an  at¬ 
tractive  pattern.  Small 
spaces  between  splints 
permit  ventilation. 

Photo  courtesy 

The  Hough  Shatic  Corf*. 


WHEN  one  considers  that  the 
folding  type  door  appeared 
on  market  only  fifteen  years  ago, 
the  success  it  has  achieved  is  phe¬ 
nomenal.  It  is  difficult  to  think  of 
a  single  item  which  in  so  relatively 
short  a  time  has  been  so  enthusias¬ 
tically  accepted  by  dealers  and 
homeowners.  If  a  graph  were  to  be 
drawn,  it  would  be  clearly  evident 
that  the  sales  volume  of  this  prod¬ 
uct  has  increased  rapidly  and 
steadily  to  its  present  high  peak. 
What  is  more  important,  the  high 
peak  it  enjoys  today  is  only  a  step 
on  the  w-ay  to  even  greater  sales, 
for  there  are  indications  that  the 
folding  door  has  a  tremendous  po¬ 
tential  market.  This  potential  is 
due  to  a  number  of  rea.sons,  but 
principally  to  the  following. 

1.  Almo.st  every  home  and  com¬ 
mercial  or  in.stitutional  establish¬ 
ment  has  a  space  problem  of  some 
sort  to  which  the  folding  door  of¬ 
fers  an  ideal  solution  for  moderate 
co.st  and  little  trouble. 

2.  Reside  .solving  space  problems, 
the  folding  door  has  many  other 
varied  and  intere.sting  uses,  par¬ 
ticularly  as  a  functional  feature  in 
retail  .stores  to  make  entire  display 
windows  and  other  display  areas 
instantly  acce.ssible. 

3.  There  have  t)een  refinements 
and  innovations  in  the  product 
it.self.  Today,  the  folding  door  is 
available  in  a  variety  of  materials, 
each  po.s.sessing  features  and  offer¬ 
ing  decorative  effects  which  make 
it  desirable  for  a  particular  use. 

Let  us  examine  each  of  the.se 
points  in  turn. 

{Continued  on  Page  94) 
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COOPER  WINDOWS 


Zero- 100%  ventilation 


Prowler  proof 


Ventiloted  privocy 


COOPER  Louvre  WINDOWS  always  LEAD  — so 
you  can  be  sure  of  being  the  first  with  the  NEWEST 
innovations. 


Sell  a  waiting  market  the  best  and  most  efficient 
unit  at  the  lowest  prices  in  the  field.  That’s  how 
competition  can  never  touch  you ...  or  reach  the 
BIG  MARKET  you  can! 


If  you’re  anxious  to  get  your  share  of  the  fastest 
growing  market  in  building  specialties  history, 
write,  wire  or  ’phone  today. 


YEAR  ^ROVKD  SALES  PROYEDt 


Features  positive 
action  without 
rotor  mechanism; 
Seal-Tight  Side- 
gates.  auto-lock, 
bronze  bearings, 
rivetless  construction 
and  costly  zinc 
annealed  finish. 

IMMlDIATf 

Dfl/VfHy 

GUARANTfCD' 


MODERNVIEW,  INC. 

95  Madison  Avenue,  New  York  16  ORegon  9-0540 


We  ore 
interested. 
Please  tend 
details  lo: 


NAME _ 

ADDRESS 

CITY—. 


ZONE _ STATE 


We  are  □  Dealers  Q  Distributors  □  Other 


Now  go  after  the  BIG  MARKET!  MODERNVIEW 
shows  you  the  way  with  COOPER  Louvre 
WINDOW'S. 


Glass  jalousies  are  enjoying  a 
tremendous  b«»om  these  days. 
Pojnilar  in  Pdorida  for  many  years, 
they  have  been  gradually  coming 
north  for  several  years  as  manu¬ 
facturers  of  this  product  have  made 
g^reater  efforts  to  increase  their 
market.  The  efforts  have  certainly 
b(‘en  crowned  with  success.  What 
was  once  thought  of  as  a  window 
suitable  only  for  a  tropical  climate 
has  suddenly  caught  on  with  home 
owners  in  cold  weather  areas  of 
the  country. 

Not  only  is  there  a  growing 
number  of  dealers  .selling  jalousies 
but  more  and  more  manufacturers 
of  other  tyjjes  of  windows  are 
planning  to  i)roduce  them.  In  addi¬ 
tion  there  are  firms  that  are  im¬ 
porting  inexpensive  jalousies  from 
abroad  for  .sale  in  this  country.  A 
surve.v  by  the  editors  of  this  pub¬ 
lication  shows  that  :{4%  of  the 
dealers  who  read  HUILDING 
SPPXIALTIES  are  iioir  handling 
glass  jalousies.  When  the  last  sur¬ 
vey  of  dealer  product  interests  was 
made  by  the  t*ditors  two  and  one- 
half  .years  ago  this  product  was  so 
little  known  outside  of  Florida  and 


Photo  above  left  shows  jalousies  used  as 
ventilatars  in  a  large  multi-lite  picture 


Picture  at  the  left  reveals  a  closeup  interioi 
view  of  the  use  of  jalousies  between  sun' 
porch  and  living  roam. 


Here  interesting  jalousies  treat¬ 
ment  of  a  door  to  a  porch  en¬ 
closure  is  shown.  At  the  left 
in  the  picture  are  the  jalousies 
of  the  porch  enclosure;  at  the 
right,  jalousies  are  used  as  ven¬ 
tilators  between  porch  and  liv- 
ingroom. 

/  .-.liirl.-u 


mrrnf 


Widespread  acceptance  of  jalousies  for  porch  enclosures 
by  home  owners  brings  big  profit  to  specialty  dealers 


luH-aii.st'  aliiniiniini  .■icm-n.s 
can  easily  be  installed  la-hind  nr 
on  the  inside  of  the  ^rlass  jalousie. 
Such  .screens  can  easily  be  removed 
and  replaced  with  special  storm 
windows.  Nearly  all  the  manufac¬ 
turers  of  jalousies  j)rovide  screens 
and  storm  sash  to  fit  their  pariicu- 
lar  window. 

The  fact  that  jalousies  can  be 
satisfactorily  storm  sashed  is  e.x- 
ceediiiKl.v  important  because  many 
home  owners  expect  an  enclosed 
jiorch  to  be  a  year  round  room 
which  will  be  as  comf(»rtable  in 
winter  as  in  summer.  Since  the 
jalousie  is  actually  a  prim.*  window 
it.self,  addintr  on  a  st(trm  sash  pro¬ 
vides  the  two  yda.ss  areas  with  the 
{('■intitnii'd  mi  I’niii  Hb) 


the  Southwest  that  it  was  not 
even  include<l  in  the  list  of  product 
about  which  information  was 
sought. 

It  is  easy  to  predict  that  the 
I)ercentatre  of  dealers  selling  this 
item  will  be  substantially  higher 
by  next  summer.  What  is  the  rea.-on 
for  the  popularity  of  this  lu'oduct 
with  both  dealers  and  customers? 
The  answers  are  not  hard  to  find. 

In  the  first  place  they  are  the 
answer  to  every  home  owner's 
dream  of  an  enclo.sed  jairch  which 
is  both  attractive  and  comfortable. 
They  do  not  obstruct  visibility 
and  they  permit  almost  lOON  ven¬ 
tilation.  At  the  mere  turn  of  a 
handle  the  incominjr  wind  can  be 
turned  upwards  or  downwards  to 


avoid  the  unplea-ant  fi'elinjr  of  a 
direct  draft. 

If  a  porch  enclosure  is  close  to 
a  nearby  house  and  tlu>re  is  a  n(*ed 
for  privacy  obscure  ^hiss  louvers 
or  slats  can  be  u.sed  in  the  lower 
half  of  the  jalousie  or,  if  necessary, 
all  the  way  from  toj)  to  bottom. 
Should  the  fu)me  owner  find  that 
there  is  too  much  jrlare  from  the 
sun,  tinted  jrla.s.s  can  be  installed. 
If  the  i)rospect  rai.ses  the  objection 
that  such  a  lar^re  kIuss  enclosed 
area  is  likely  to  be  too  hot  when 
exjio.sed  to  the  direct  rays  of  the 
sun.  the  dealer  can  always  .solve 
this  problem  by  ofTerinjr  to  install 
heal  ab.sorbent  jjlass. 

The  home  owner  can  also  be 
assured  of  freedom  from  insect 


Picture  window  combined  with  jalousies  used 
as  ventilators  give  tine  unobstructed  view. 

—  yhoto  courtesy  Adams  pttasnrcrirtg  Co. 


Here  a  school  uses  glass  jalousies  both  os 
clerestory  windows  and  corridor  ventilators. 

— I'histo  courtesy  l.ssdmatt  L'orfsosation 
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Texas  Dealer  Finds  Good 
Customer  Relations  Pays  Off 


Fair  dealing  results  in  favorable 
"word  of  mouth"  advertising  that 
booms  business  of  Dallas  firm 


WHEN  Bondstoru*  of  Dallas  was 
established  in  May  11>51,  its 
<»WMer,  J.  L.  Muirhead,  Jr.,  found 
that  he  was  confronted  with  the 
I)roblem  of  serious  competition 
from  a  highly  successful  artificial 
stone  siding  company  that  was 
already  very  well  known  because 
of  its  extensive  advertisinjr.  This 
competitive  stone  had  been  in  busi¬ 
ness  in  Dallas  for  about  four  or 
live  years.  Muirhead  decided  that 
the  oidy  way  in  which  Hondstone  of 
Dallas  could  v^ain  recojrnition  was 
to  follow  the  line  of  clean,  sound 
busine.-s  ethics  and  ^ive  customers 
as  jrreat  a  value  for  their  money 
as  po.ssible. 

Confident  that  his  company 
would  Kive  a  K*><>d  account  of  itself, 
Muirhead  felt  that  the  best  adver- 
tisiiiif  Bondstone  of  Dallas  could 


fret  would  lie  by  ‘‘word  of  mouth,” 
i.  e..  haviiifr  customers  who  would 
|)a.ss  around  the  word  that  Bond- 
st(»ne  was  an  orfranization  that 
could  be  depemh-d  ui)on.  In  line 
with  this  i)rinciple  all  of  the  com¬ 
pany’s  contracts  have  the  follow- 
itifr  sloffan  printed  at  the  very  top: 
‘‘Based  on  'I'he  'Lime  Proven  Prin¬ 
ciple  That  Any  Organization’s 
Assets  Are  Its  Satisfied  Custo¬ 
mers.”  Exi)erience  has  shown  that 
this  method  of  oi)eration  has 
proven  and  still  is  proving  to  be 
most  succe-sful. 


The  company  was  fortunate  in 
being  aide  to  obtain  trained  con¬ 
struction  |)ersonnel,  so  door-to-door 
solicitation  began  at  once.  The  first 
ft‘w  jobs  wei’e  not  so  easy  to  sell 
because  at  every  turn  the  company 
was  faced  with  the  fact  that  its 
product  was  as  yet  relatively  un¬ 
known  even  though  extensive  new.s- 
liaper  advertising  was  beginning 
to  a|)pear. 

In  March  lf>52  the  annual  Home 
Show  was  .schetiuled  to  open  and 
Bondstone  immediately  i)urchased 
a  good  si)ot  in  the  General  Exhibits 
Building  at  the  State  Fair  Grounds 
wh(*re  the  event  takes  place.  The 
show  ran  for  ten  days  and  it  is 
t'stimated  that  approximately 
10.00(1  people  .saw  the  Bondstone 
exhibit,  which  elicited  many  grati¬ 
fying  compliments  both  from  the 
public  and  fellow  exhibitors.  The 
company  was  especially  elatial  be¬ 
cause  its  display  was  voted  the 
“Most  Beautiful  Exhibit”  and 
awarded  the  coveted  First  Prize 
by  the  judging  committee.  It  is 
significant  that  about  this  time, 
(Continued  on  Pane  89) 


The  Bondstone  of  Dallas  display  which  was 
voted  the  "Most  Beautiful  Ixhibit"  at  the 
Home  Builders  Association  Home  Shew, 
March  19S2,  is  shewn  left.  This  attractive 
exhibit  was  awarded  the  coveted  first  Prise. 

—’Fkoto  courtesy  Bandstonr  of  >PatlfU 


FUSCO 


■  '•se-f' — *■ 


insulates  . . .  and  NEVER  needs 


ADDRESS _ 

CITY _ 


STERLING  MATERIALS  COMPANY,  INC. 

I860  BROADWAY,  NEW  YORK  23,  N.  Y. 

Asbesto-Mastic  Division  COlumbus  5-6885 


ONE _ STAT 
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Photo  shows  how  mod¬ 
ern,  ottroctive,  floor- 
to-ceiling  Venetian 
blinds  can  be  sold 
for  use  between  rooms 
to  afford  privacy  and 
additional  light  con¬ 
trol. 

ciiurtfty 

Huuttr  l)vvoltis  C'ltp. 


By 

MILTON  COMICK 
Advertising  Mgr. 
Hunter  Douglas 
Corp. 


MAR(X)  polo  was  a  very  fa¬ 
mous  trader  of  the  thirteenth 
and  fourteenth  centuries.  When  he 
returm'd  to  Venice  in  the  year  12;)r> 
A. I),  with  many  wonders  from  the 
Hast,  amoiiK  them  was  a  new  kind 
«»f  window  covering.  This  wonder 
was  what  we,  with  many  changes, 
now  know  as  a  Venetian  blind. 

Kven  in  its  crinie  form  it  was 
quickly  accepted  hecau.se  of  the 
many  advantages  it  affordetl.  It 
was  (ItTorative  and,  at  the  same 
time,  jfave  better  liRlit  control,  still 
allowinjr  comjilete  privacy. 

The  Venetian  blind  has  remained 
with  us  through  the  centuries  be¬ 
cause  of  the.se  advantages.  No 
other  type  of  window  treatment 
has  been  developed  which  serves  as 
many  purpo.ses. 

Ihitil  a  few  years  atjo,  Venetian 
blinds  w’ere  considered  a  luxury 
item,  found  mostly  in  the  homes  of 
people  in  the  higher  income  brack¬ 
ets.  In  the  past  ten  years,  vast 
twhnical  strides  in  the  industry 
have  improved  manufacturing  proc- 
e.s.ses  and  components  for  Venetian 
blinds  to  a  point  where  the  luxury 
profluct  of  the  forties  now  looks 


New  Materials,  Greater  Demand 
Spur  Venetian  Blind  Sales 


like  an  antiipie  alongside  its  Itto^ 
counterpart. 

New  materials  have  found  their 
way  into  the  lon>r  static  Venetian 
blind  industry.  Metals  such  as  lij^ht 
weifrht,  non-corrosive  aluminum  for 
slats  and  steel  for  slats,  rails  and 
hardware  have  replaced  the  wooden 
parts.  The  use  of  modern  j)la.stic 
tape  and  cords  is  takinj?  over  for 
the  old  fashioned  cotton  tapes  and 
cairds.  Each  of  these  new  materials 
has  made  the  product  better  func¬ 
tionally  and  more  desirable  to  the 
consumer. 

The  imjiortance  of  color  has  been 
brouKht  into  play  with  a  complete 
raiiKe  available  to  blend  or  contra.st 
with  any  decoratinjr  .scheme. 

Ix't’s  take  a  quick  look  back  at 
the  Venetian  blind  industry  of  the 
past  dozen  years  and  .see  how  it 
fits  into  the  economic  picture.  In 
the  late  lOttO’s.  a  Government  sur¬ 
vey  of  industry  credited  the  Vene¬ 
tian  blind  industry  with  a  total  an¬ 


nual  volume  of  about  25  million 
dollars.  Ten  years  later,  another 
survey  was  made  for  the  .National 
Production  .Authority  to  determine 
the  amount  of  critical  material 
u.sed  by  the  same  industry.  The 
baby  which  ten  years  previously 
accounted  for  only  25  million  dol¬ 
lars  worth  of  bii.-^iness  annually 
had  Ki’uwn  to  over  ten  times  its 
size  and  was  doinjr  over  25(1  mil¬ 
lion  dollars  each  year.  .Not  many 
industries  or  products  can  boast 
of  such  rapid  exjiansion. 

This  wide  acceptance  of  what 
mo.st  people  thought  about  Venetian 
blinds  through  editorials  in  na¬ 
tional  magazines  and  newsj)apers, 
plus  national  advertising  by  the 
manufacturers  of  Venetian  blind 
products  and  through  seeing  them 
in  new  buildings  and  homes. 

Mr.  and  Mrs.  Buyer  quickly  re¬ 
alized  that  this  was  the  only  type 
of  window  covering  which  solved 
(Cout inut  d  (HI  Pa(f(‘  9;?) 


Third  in  a  series  ol  articles  by  Ctavid  S. 
Norris  on  selling  combination  windows 


Saled  J^etter  Vo 
Saledmen 


Tell  your  prospect  an  interesting  and 
informative  story,  but  stick  to  the  facts 


Mr.  William  Jones 
255  Elm  Street 
Youngstown,  Ohio 


Dear  Hill: 


Yes,  salesmen  tell  stories  but  they  stick  to  the  facts  while  doing 
it.  They  tell  the  prospect  an  interesting,  informative  story  that 
brings  home  to  them  the  reasons  why  they  should  gladly  part  with  their 
money  for  the  thing  the  salesman  shows  them  they  should  have  in  order  to 
make  their  lives  more  complete.  These  GOOD  salesmen  lecognise  the  fact 
that  our  judgment  can  be  little  better  than  our  information  and  that  the 
most  intelligent  prospect  cannot  be  expected  to  decide  sensibly  without 
being  in  possession  of  all  the  facts.  So,  the  GOOD  salesman  lets  the 
prospect  have  all  the  facts,  often  in  story  form. 


If  you've  indulged  in  a  hapiujzard,  aimless  way  of  presenting  your 
sales  story,  this  method  will  concentrate  your  energies  and  give  them 
purpose  and  drive.  It  exposes  flaws  at  an  early  stage  of  your  presenta¬ 
tion,  fills  dead  spots,  obviates  loose  ends,  and  when  you  stand  before 
your  prospect  you  can  be  certain  you  are  wholly  ready  to  crack  down  on 
that  sale  with  a  clear,  confident  mind. 


We  know  that  we  must  make  a  quick  conquest  of  the  prospect's  atten¬ 
tion  and  interest  if  we  want  to  make  every  call  count  as  it  should  count. 
And  when  we  have  made  a  quick  conquest  of  our  prospect's  attention, 
we  must  create  his  desire  for  the  thing  we  have  to  sell.  Naturally,  it 
takes  determination  and  patience  to  keep  up  the  practice  to  develop 
skill.  But  achievement  in  any  profession  rarely  comes  to  the  individual 
who  doesn't  toil  more  than  his  fellow  man.  GOOD  salesmen  are  those  who 
are  constantly  doing  something  about  this  opportunity  for  increased 
efficiency  and  income. 


GOOD  salesmen  get  out  and  work - see  people - tell  stories - 

welcome  competition,  make  selling  a  game - sure  sometimes  they  lose  but 

but  more  often  win - they  are  fighters  not  quiters - they  bring  in  the 

business - draw  a  good  pay  check  each  week.  Are  you  a  GOOD  Salesman? 

Good  Hunting, 


David  S.  Norri 
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Hew  Products 

(Continued  from  Puye  19) 


plate,  tubin)^,  and  pipe  in  “Alumi¬ 
num  P’orminff,”  a  new  148-pa^re 
technical  manual  just  published  by 
Reynolds  Metals  Company,  Louis¬ 
ville,  Kentucky. 

♦  •  ♦ 

New  Elmont  Aluminum 
Combination  Door 


Now  ready  for  distribution  to 
dealers  is  a  new  aluminum  combi¬ 
nation  door  made  by  Elmont  Mfjf. 
Co.  Featured  in  the  door  are  heavy 
H-Beam  construction  jrus,seta,  hol¬ 
low  mullions,  beautiful  ribbed  face 
and  sm(H)th  interior,  and  three 
.stainle.ss  .steel  hinjfes  (half-con¬ 
cealed)  riveted  to  a  Z-bar. 

Corners  are  mitred  and  there 
are  two  panels  for  interchanjreable 
inserts.  Bottom  panel  is  made  of 
lM*autiful,  embossed  aluminum. 
Available  at  new  low  prices  either 
fully  a.ssembled  or  on  K  I)  distribu¬ 
torship  plan.  Manufacturer  guar¬ 
antees  prompt  delivery. 

«  *  * 

New  Ceiling  Tile  Tacker 

Fastener  ('orporation,  ("hicaKo. 
has  relea.sed  a  new  model  to  drive 
the  loiiK,  heavy  9  16“  staples  re¬ 
quired  for  ceiling  tile  applications. 
This  Duo-Fast  Model  CT-859  has  a 
special,  elongated  driving  .spring  to 
provide  the  added  power  required. 
It  al.so  has  a  hand  atop  on  the  han¬ 
dle  for  the  operator’s  comfort. 


Steel  Basement 
Sash  Forms 

Announcement  has  just  been 
made  by  Mr.  A1  Levinson,  president 
of  The  Steelcraft  Manufacturing 
('ompany  of  Rossmoyne,  Ohio,  that 
they  are  now  in  full  production  on  a 
new  product,  Steel  Basement  Sash 
Forms,  for  u.se  when  installing 
basement  .sash  in  poured  concrete 
ba.sements. 

This  form  o|H*rates  in  the  follow¬ 
ing  manner.  The  ba.sement  .sash  is 
kx^ked  into  the  .steel  form.  The  load¬ 
ed  form  is  then  nailed  to  the  wood 
foundation  forms  and  is  ready  for 
the  pouring  of  concrete.  After  the 
wall  is  .set  up  and  the  wood  forms 
are  removed  the  steel  forms  will 
easily  come  out  and  are  ready  for 
re-u.se.  The  window  remaining  in 
place  in  the  poured  wall. 

Becau.se  this  method  .speeds  con- 
.struction,  is  ea.sy  to  use  and  the 
forms  can  be  used  over  and  over 
again — indefinitely,  it  results  in 
much  lower  in.stallation  co.st.  In  ad¬ 
dition  the  u.se  of  this  form  assures 
perfect  fit  with  proper  clearances 
for  oi)eration  of  the  basement  sash 
and  eliminates  any  possible  leak  in 
mortar  joints. 


k'orm.s  are  made  of  heavy  gauge 
steel,  bonderized  with  a  baked-on 
coat  of  paint.  They  are  available  for 
all  three  standard  sizes  of  ba.sement 
sash.  A  2-inch  or  4-inch  extension 
may  be  attachetl  to  the  standard 
8-inch  wall  for  use  in  10-inch  and 
12-inch  walls. 

This  new  item  is  currently  avail¬ 


able  for  use  with  Steelcraft  base¬ 
ment  sash. 

*  *  « 

Aluminum  Casement  Screens 


J.  Hir.sch,  manufacturers  of  win¬ 
dow  and  door  products,  now  has 
available  for  dealers  all  aluminum 
casement  screens  made  to  fit  all 
standard  size  steel  roto  ca.sement 
windows.  The  frames  are  made  of 
tubular  rolled  aluminum  with 
sturdy  aluminum  angle  corner  re¬ 
inforcements.  Screen  mesh  is  alu¬ 
minum.  Solid  vinylite  plastic  splines 
make  for  ea.sy  replacement  of  the 
.screening.  Swivel,  die  cast  clips 
with  each  .screen. 

«  «  * 

New  Alcoa  Aluminum  Alloy 
Takes  Brilliant  Finish 

An  aluminum  alloy  that  will 
take  an  unusually  brilliant  Alumi- 
lite  finish  has  been  developed  by 
Aluminum  Company  of  America. 

Alcoa  C57S,  as  the  alloy  has  been 
designated,  holds  great  promise  in 
the  field  of  automobile  trim,  Alcoa’s 
engineers  believe.  With  an  Alumi- 
lite  coating  it  could  be  u.sed  as  an 
attractive,  economical  and  long- 
lasting  replacement  for  chromium 
plating  and  stainless  steel. 

Besides  taking  a  clear  Alumilite 
finish  of  high  brilliance,  this  alloy 
offers  the  added  attraction  of  col¬ 
ored  Alumilite  finishes  in  many 
shades.  Although  this  is  the  first 
public  mannouncement  of  Alcoa 
CSTS,  it  has  been  u.sed  extensively 
in  the  field  of  giftware  and  refrig- 
(Continved  on  Page  102) 
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ARROWLUM 

All-aluminum 

TRIPLE  ACTION  COMBINATION 
Screen  &  Storm 
WINOOWS 


Believe  it 
or  not! 


it  Fingertip  control 
•k  Oart-shielded  miters 
•k  Interlocking  meeting  rail 
k  Positive  self-storing 


32  X  24 
Complete  with 
all  hardware 


The  BIG  window  at  the  LITTLE  price' 


GENERAL 


TWO  medal -of -honor  winners  from 


IMMEDIATE 

DELIVERY 


ARROWLUM 
All-aluminum 
Combination 
STORM  &  SCREEN 
OOORS 


k  Extruded  63ST5  alloy 
k  Z-bar  precision  frame 
k  S-S  hinge  hardware 
k  Pneumatic  door  check 
k  Double  spring  safety  chain 
k  Aluminum  wire  screening 
k  Embossed  kick-plate  panel 
k  Adjustable  sill-sweep 
k  Frame  recessed  to  receive  grill 


Sells 

tremendously 
on  quality  .  . 
Sells  more 
on  price! 


Generally  speokinq  .  .  .  your  best  source  for  problem-free,  profit  saving  Service. 


Act  NOW!  Write  —  Wire  —  Phone  TODAY 
ASK  FOR  OUR  SPECIAL  DEALER-DISTRIBUTOR  PROFIT  PLAN 

General  Screen  &  Sash,  Inc 


[xecutive  Offices;  Tulip  Place,  Garden  City  Pork,  L.  I.,  I 

GArden  City  7-8204-871 1 

factory:  111  Roosevelt  Avenue,  Mineolo,  L.  I.,  N.  Y. 
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e”:lding  sfetialties 


B.  S.  REPORTER . . . 


A  view  of  the  Bliss  Manufacturing  Company,  Youngstown,  Ohio 


Bliss  Industries  Making 
Aluminum  Storm  Door 

Mr.  John  I-l.  Kohaii,  pro.'iideiit  ol 
IMi.ss  Iiidu.strit's,  YoiinK^town,  Ohio, 
rofontly  aniiouncod  that  his  coni- 
paiiy  has  Ixmmi  in  itnxluftion  on  an 
alimdniitn  storm  door  sinct*  thr 
week  of  Sopt.  15,  This  door,  Mr. 
Kohan  says,  will  f'ive  any  doak'is 
and  salfsnian  tin*  profit  ht*’s  Ih'oii 
looking  f<»r  from  thi*  standiioint  of 
.sains. 

First,  hniiijf  a  hollow  n.xinision 
hox  franu*  wnldnd  door,  it  will  not 
havn  open  joints  at  the  oorneis, 
and  will  not  have  .serews  to  vibrate 
and  loo.sen  corner  of  the  frame, 
cansinjr  the  door  to  sajr.  This  door 
has  been  tested  by  pull  test.  At  the 
weliled  point,  the  weld  did  not 
break  or  crack. 

From  the  stjindi»oint  of  eiiKineer- 
iiiKaiid  developing.  Bliss  Industries 
is  proud  it  has  engineers  with  a 
background  of  some  15  years  in 
aluminum  fabricating  and  welding 
in  the  aircraft  field.  Bliss  Indus¬ 
tries.  as  a  part  of  Bliss  .Mf^.  Co.  in 
V(»unK.stown,  has  in  the  past  six 
years  also  made  hardware  for 
storm  windows  and  doors,  jilus  dies 
and  various  ji^s. 


S.  A.  McClung  Appointed 
By  National  Metal  Prod.  Co. 

National  .Metal  Products  Co., 
KMll  Ridjre  .\ve..  North  Side.  I’itts- 
burjrh.  throujrh  its  ju-esident,  B.  M. 
UodenbauKh.  has  announced  the 
app<iintment  of  Samuel  A.  McCUiiik 
to  the  position  of  .Assistant  Vice 
I ’resident. 

Since  his  release  from  military 
.service  with  the  Air  Corps  in  \V(»rld 
War  II.  .Mr.  .Mc('lun>r  has  been  con¬ 
nected  with  the  firm  as  Sales  Man¬ 
ager. 

Prior  fo  the  war  .Mr.  .McCIunjr 
was  a  member  of  the  .sales  staff  of 
the  (Julf  Oil  Corporation. 

*  *  * 

Metal  Tile  Products,  Inc. 
Licenses  10  Firms  to  Make 
Its  Aluminum  Awnings 

.Metal  Tile  Products.  Inc.,  of 
llastinjr.s.  .Mich.,  manufacturers  of 


aluminum  wall  tile  and  awnings, 
has  just  launched  a  sid»-manufae- 
turing  program  wliereby  various 
firms  will  be  licensed  to  make  the 
company’s  aluminum  iiwnings  in  a 
given  territory. 

Ten  firms  have  already  liecome 
licensees.  They  ar*‘  located  in  Hunt¬ 
ington.  W.  Va. ;  Cleveland.  ().;  Boy- 
ertown.  Penna,;  Orange.  N.  J.; 
Baltimore.  .Md. ;  N.  .Syracuse,  .\.  ; 

Springfield.  .Mass.;  Columbus,  O. ; 
.Manitowoc,  Wis. ;  and  Topeka,  Kan. 

The  raw  material  for  the  awn¬ 
ings  will  be  painted  and  roll  formed 
in  Hastings,  .Mich.,  at  the  company 
plant  and  sent  out  along  with  com¬ 
ponent  jiarts  to  the  various  li- 
cen.sees  who  will  have  dies  and 
presses  with  which  to  make  com¬ 
plete  awnings.  .Metal  Tile  Products, 
Inc.,  hopes  to  have  about  25  such 
units  .set  up  by  early  Spring  .so 
that  good  delivery  can  be  assured 
throughout  the  nation. 

.Announcement  has  been  made  by 
the  company  that  another  7.500  .sip 
ft.  have  been  added  to  its  plant  in 
Hastings  for  a  total  of  47,000  .sip 
ft.  overall,  including  office  space. 
This  i»racfically  triples  the  floor 
space  of  the  company  and  is  part  of 
an  expansion  program  which  start¬ 
ed  just  btd'ore  the  Korean  situation. 
{(’onthnml  DU  Pafft  06) 


Shown  here,  Metol  Tile  Products,  Inc.,  of  Hostings,  Mich.  The  company's  accelerated 
expansion  program  includes  the  licensing  of  various  firms  to  assure  good  delivery  of  its 
products  throughout  the  nation. 
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BUILDING  SPECIALTIES 

COVERS  ALL  THE  IMPORTANT  SUBIECTS! 

By  subscribing  to  it  you  assure  yourself  of  keeping 
u]>to-date  on  the  following:  better  selling  methods, 
installation  techniques,  management  details,  how 
to  sell  pKirticular  specialties,  getting  and  holding 
good  salesmen,  advertising,  new  products,  and 
many  others.  Send  the  coupon  today!  Only  S3 
a  year. 


BUILDING  SPECIALTIES  ) 

425  Fourth  Avenue,  New  York  16,  N.  Y.  ^ 

Please  enter  my  subscription  to  BUILDING  / 
SPECIALTIES  at  S3.0U  for  one  year.  j 

Bill  me  for  this  amoimt.  j 

^  Enclosed  is  a  check  or  money  order.  / 


My  Name 


Company 

Address 


HASTINGS 

alumi- 
I^^S^AWNINGS 


liuainntt'^d  bv 

I  (mod  , 


BUILD 
GREATER 
PROFITS 
WITH  THIS 
PROVEN 
LINE 


Compare  HASTINGS  alumi  AWNINGS  and  DOORHOODS  «vith 
oil  others  for  beauty,  durability,  strength,  economy  Made  of 
sturdy  040  aircraft  oluminum.  with  lustrous  enamel  finish  perma 
nently  bonded  to  the  metal  Ten  beautiful  colors  and  smart  color 
combinations.  Full  slotted  sides  with  air  vents  Mode  in  inter¬ 
locking  segments  to  fit  any  window  or  door  opening 


Easy  to 
install  . 
easy  to 
scH  .  .  . 


WRITE 

TODAY 


METAL  TILE  PRODUCTS,  INC 
Department  )007«  Hottings,  Michigon 
Send  information  on  HASTINGS  alumi* 
AWNINGS. 

I  am  ri  Dealer  ^  Distributor  Contractor 
^  Architect 


CASEMENT  WINDOWS 


"SEAL  MASTER" 

•  ALL  EXTRUDED  ALUMINUM 
SECTIONS 

•  EVERSEAL  INSULATION 

•  PERMANENTLY  ATTACHED 

•  EACH  UNIT  EQUIPPED  WITH 
ALUMINUM  DRIP  CAP 

•  TRULY  THE  BEST  AT  EVEN  LESS 


—  LOW  PRICE  SIM-PLEX - 

COMBINATION  SCREEN  ANO  STORM  WINOOW 

Made  ot  "Woodlite**  treated  Ponderoso  Pine.  Intern- 
changeable  inserts  Stained  finish  con  be  vor- 
nished  or  painted.  6uilt*in  ventilotors.  Easily,  inex* 
pensively  installed  Mony  other  features  that  sell. 


$6.97 


F.O.B.  DtTROIT 


Write,  wire  or  phone  today  for  complete  informotion  on  our  complete  line  of  combinatiort 
windows,  doors  and  basements  mode  of  pine,  redwood  and  aluminum. 

EXCLUSIVE  TERRITORIES  AVAILABLE  .  .  . 
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BUILDING  SPEQALTIES 


,SY  AS  ABi 


INSTALL 


iluminum  lurfacei.  Solid  ponderosa 
LMre  between  aluminum. 

^H||yue  patents  —  adiu^ts  to  inA 


iiulatcd. 


CO^PO  miracle 

PRODUaS  COMPANY 

1S221  W.  11  MILE  RD.  BERKLEY,  MICH. 


Fourth  Quarto 


(('i)>iliini((l  friiin  21) 

Kirst  r>  Iiijuro*.  Scrap  Total 

Months  of :  ( .Million  of  I’ouiuls) 

. IS.’LT  2.2  18.'>.;) 

lilf)!  . 11."), 4  :{.!)  14!).:? 

U).T2  . 112.'.)  0.7  ll:?.6 

The  drop  in  ('anadian  ahmiinuni 
iiiK'd  t‘X|)ort.s  to  the  United  Slates 
i.s  due  to  the  lonjr-terni,  firm  sales 
contracts  signed  hv  the  Aluminum 


Company  of  t'anada  with  tlu* 
British  (Iovernm<*nl  after  the 
Uniteil  Slates  had  turiual  down  an 
olfer  of  IIO.OOO.OOO  pcnmds  of 
Canadian  aluminum  late  in  1!).)!). 
In  return  for  this  Canadian  metal, 
the  British  Covernment  has  made 
substantial  financial  advances  to 
Canada  to  help  finance  new  alumi¬ 
num  facilities  there. 

The  Canadian  Aluminum  Com¬ 
pany  has  several  times  in  the  [last 
helped  to  alleviate  aluminum  .short¬ 


ages  here  through  special  emer¬ 
gency  shipments  and  advance  con¬ 
signments  of  metal.  Government 
and  industry  officials  hope  Canada 
can  do  it. 

Housing  Curb 

(Couti)nn'(l  from  Paffe  28) 

three  months  —  June,  July  and 
August. 

I'he  board  was  required  by  1952 
amendments  to  the  Defense  Pro¬ 
duction  Act  to  suspend  its  require¬ 
ments  on  real  e.state  credits  when¬ 
ever  new  housing  starts  fell  below 
that  annual  figure  for  three  con- 
■secutive  months. 

The  board  may  reimpose  the 
curbs,  known  as  Kegulation  X. 
whenever  new  hou.'ing  starts  climb 
above  the  l,2()0.b0()  rale  level  for 
three  straight  months. 

Kegulation  .\  was  init  into  effect 
in  .August,  1950  to  restrain  intl;i- 
tion  in  the  housing  market  and  to 
meet  defense  requirements. 

Limitations  on  housing  credit 
lias  now  iwertcil  to  standards  that 
ai»plicd  licfore  the  regulation  went 
into  etrect,  such  as  the  reiiaire- 
ments  for  .approval  of  loans  by  tlu- 
F.  II.  A.  under  the*  .National  Hous¬ 
ing  .Act  of  19:’).5,  and  the  V.  .A. 

'rime  I.imits 

Time  limit  <  for  paying  of  mort¬ 
gages  w»>re  not  change. 1  by  the 
suspension.  The^e  limits  are  twen¬ 
ty-five  years  on  houses  valued  at 
.812,000  or  less,  and  twenty  years 
f.  r  higher  priced  propertii''.  \'t'1- 
erans.  however,  can  havt'  u;)  to 
thirty  yi'ars  it  tht*  A’.  A.  finds  ;i 
shorter  ptudod  would  caus.>  hard- 
.-hi)i. 

('onventional  mortgiige  loans  by 
banks  and  other  jirivate  .-ources 
are  no  longer  subject  to  Federal 
restrictions  though  they  are  still 
subject  to  basic  state  and  Federal 
statutes  governing  real  estate  loans 
by  financial  institutions. 

(Federal  regulations  forbid  na¬ 
tional  banks  to  lend  more  than  60 

(('oofhiiKd  on  Pope  68) 


CAULKING! 


SOLD  BY 

LEADING  JOBBERS 


IT  ISN'T  INSULATED  UNLESS  IT'S  CAULKED 


NAMK 


BEST  FOR 


WRITE  OR  CALL 

AL(0  WINDOW  INDUSTRIES 

2134  N.  Harlem  Ave.,  Chicago  35,  III. 


METAL  TILE  PRODUCTS,  INC. 
DEPT.  1007,  HASTINGS,  MICH 

Srtui  AHni]iIr<s  at>>T  pn<  rx  (»n  HASTINGS  uliiiiittilr  I  am 
[.  Af' lute*  r  I  Valrr  Dintiibiitor  .J  Coutrai  t(»r 


The  easiest  working,  best  sealing  caulking 
compound  you've  ever  used  .  .  .  GUARANTEED! 


ALL  COLORS  .  AND  PASTELS  TO  MATCH 
EVERY  ASBESTOS  AND  INSULATING  SIDING! 


(Manufacture  your 
own  window 

from  lineal  Stock. 

No  Iarg3  Inventories  are  necessary. 

All  parts  needed  to  make  windows  are 
furnished  except  glass  and  screen  wire. 


If  interested  in  handling  a 
window  that  has  eye  ap¬ 
peal  and  ease  of  operation, 


TluTe*’s  an  ev’er  growing  demand  for  smart,  sturdy 
H  ASTI  NGS  <ilu  mi  tile  —  dev'elojiet  I  and  tlesignec  I 
L)y  cxperienceil  metal  tile  craftsmen,  to  meet  the 
requirements  of  all  customers  .  .  .  for  both  new 
construction  anil  renu.Kleling  jobs.  Serv'cs  count 
less  uses  for  homes,  institutions,  commercial 
buildings.  Lustrous  enamel  finish  permanently 
bonded  to  durable  aircraft  aluminum.  Won’t 
crack,  peel,  chip  or  corroile  .  .  .  waterproof,  tire- 
proof,  economical. 


Exp.-mil  ymr  iii.-irkct  ini  w:i!l  f.iciiit;  with  ftASTlMGS 
iilutnit lit*,  ih)(*  in  r  i.S  difftmit  sh.'Li»t  s  bin!  si/t  s 

for  nitblcin  Llirtirntivc  (fftcts.  Ccnii|»aic  HASIINvVS 
uhnutitU*  V  ith  l  iIut  wall  tilt*.  f<»r  hrrnity,  (iura^uiity  ami 
rronoiTiy.  S;  ru!  f  »r  saiiijilt  s  how  h.is  lx  * 

OJii  hiiu  with  wt  Ciivt*  your  rusloiin.  Ts  tlin 
tit  no  vvt  ra  C(txt  U  AS  VI NOS  zihitiiit  tlo  is  e  asy  to  fipply. . , 
e.isy  to  sell.  A’sti  a\’ailahlt  <\  coinplttc*  liiir  of  phistic  wall 
tilr,  in  :i  with'  i  aii'.e  of  !«  nitifnl  r«>)ots  mar  Ik  li.  t  <!  .md  phiai. 

WKITK  TODAY  KCJR  SAMI'IJCS  AND  PKIC’KS. 


Tuxedo  9^3252 


—  Phones  — 


Gladstone  3  6060 


CITY 


STATK 


BUILDING  SPECIALTIES 


P-  PuaBTiottii'- 


-^•hL — 

INSmhfIT 

EXTRUDED  ALUMINUM 

CASEMENT 
STORM  WINDOWS 


IMMEDIATE 

DELIVERY 

•  Sell  today  — 

Install  tomorrow! 

•  Fit  all  standard 
metal  casements! 

•  Installed  as  simply 

as  putting  up  screens! 

•  No  interference  with 
Venetian  blinds  or  drapes! 

EASIEST  WINDOW  TO  SELL! 

plus 

BIGGER  PROFITS 

Write  today  for  complete  intormotion 


UNIVERSAL  FABRICATORS 

I785-186S  BOONI  AVI  -NIW  YO»H  60  N  » 

Kl  2-0350 


Housing  Curb 

(('oiithiutd  fxini  Pofu  66) 

per  cent  of  the  appraised  value  of 
the  house.  Savin^rs  and  loan  as¬ 
sociations  under  Federal  charter 
cannot  lend  more  than  HO  per  cent 
and  tho.se  with  state  charters  usu¬ 
ally  follow  suit.  Insurance  com- 
panies  are  limited  by  most  state 
laws  to  lendinjr  no  more  than  two- 
thirds  of  the  api)raised  value  of  the 
hou.se.) 

Of  all  loans  for  hou.se  purchases, 
about  60  per  cent  are  conventional, 
while  the  remaininjr  40  per  cent 
are  (Jovernment-ajiproved. 

Raymond  M.  Foley,  Administra¬ 
tor  of  the  flousiiiK  and  Home 
L'inance  Ak'uic.v,  ctmimentimj  on 
the  suspension  of  Rei^ulation  X. 
said  “we  are  not  yet  out  of  the 
intlationary  daii^rer  zone."  He  ex- 
pre.s.sed  hope  that  “more  liberal 
credit  terms  will  be  used  wisely 
by  the  total  industry,  .so  as  not  to 
result  in  an  intlationary  ujisur^e  in 
housing  jirices,  nor  in  a  speculative 
wave  of  .starts." 


Senator  Burnet  R.  May  bank. 
Democrat  of  South  C'arolina,  and 
chairman  of  the  Banking  and  Cur¬ 
rency  Committee,  revealed  that  he 
was  “very  pleased." 

Increase  Construction 

"I  think  Regulation  X  .served  its 
purpo.se  of  diverting  and  directing 
building  materials  and  mortgage 
credit  to  the  defen.se  areas  where 
the  need  was  greatest  during  the 
critical  period  of  our  defense  build 
u)),"  he  said.  “Now  that  that 
period  is  over  1  think  the  removal 
of  Regulation  X  will  not  onl,\ 
stimulate  the  construction  indus¬ 
try  and  increa.se  construction  em¬ 
ployment  but,  more  important,  it 
will  make  it  po.ssible  for  tho.se  who 
have  little  cash  on  hand  to  buy 
the  homes  they  need  so  badly. 

“The  little  fellow  will  once  again 
be  able  to  take  full  advantage  of 
the  lil)eral  mortgage  terms  i)ro- 
vided  under  the  F.  H.  A.  and  vet¬ 
erans’  legislation  which  our  com¬ 
mittee  helped  develop  and  put  on 
the  statute  books." 


DOUBLEmOGED 


This  exclusive  vcerni-.r  fea¬ 
ture  provid.'s  ever-straight, 
never-iwist  side  rails.  For 
you,  this  means  a  stronger, 
safer,  longer-lasting,  light¬ 
weight  ALl’MILADOKR. 

ALt'MlLAODFR  Kxtensions 
give  you  lightweight  alumi¬ 
num  plus  viER.NFR’s  save- 
weight,  "fire-ladder"  con¬ 
struction  to  conserve  physi¬ 
cal  energy. 

Kxtensions  available  with 
flared  or  straight  bottoms. 

VX'rite  Department  If  for 
complete,  up-to-date  Al.t.MI- 
I.ADOEK  catalog  — Kxtensions, 
Singles,  Steps. 


of  the  tofety 
code  covering  moteriol,  con 
ttruction,  ond  design  os 
adopted  by  the  Metal  lodder 
Monufocturers  Associotion. 
ALUMUADDtft  f  jtteniions  ejt 
reed  specifteef  MLMA  sofety 


Meututmers  Basic  AlumuKMii  Eitiusiins  anil  Roll  loimeil  R  odiicls 


^-^nueRriER^ 


L.  LJ  rrx  i  rK  LJ  m. 


October,  1952 
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GenO'”'  I  am  t.,  coWt"''  '  ,G  »<"'  J.„d  m' 

'  ",r  w  i"*  '■"  Ko  >■>."■ 
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X  \  \  '  I  /  / 


Revolutionary  —  Different  — 

•••  lilt  UrAUIV  III  IIII.M  AM 

/  Extruded 

^  COMBINATION  STORM  WINDOW 

^  run  EXTRUDED  ALUMINUM  SCREEN  AND 
STORM  WINDOW  •  63  ST-$  ALLOY  •  SELF 
STORING  AND  INTERCHANGEABLE  —  CLASS 
"  OR  SCREEN  ON  TOP,  BOTTOM,  IN.  OR  OUT 
^  WITH  SLIDING  INSERTS  •  OVERLAP  OR 

-  BLIND-STOP  INSTALLATION  •  EASILY 

_  INSTALLED  •  DIGNIFIED  DESIGN  •  SPECIAL 

_  WEATHER  SEAL  CAMS  •  BURGLAR  RESISTANT 

•  PERFECTLY  FUNCTIONING  WINDOWS  •  NO 
-  TRICKY  GADGETS.  NO  SPRINGS.  NO 
STICKING,  NO  BINDING  -ELIMINATE 
^  SERVICE  CALLS 

STATE  STORM  WINDOW  CO.  JNC. 


131  Shonnord  St. 


Syrocute,  N  Y 


Wtlil  *1 1  ■< 


^  /  j  The  "Finesse”  offers  you  three  most  important  J 

^  features  —  Quality,  Price,  Delivery!  _d«d3B 


Aluminum 

(('uiitiniK  (I  tr<nn  /Vii/i  M) 

have  a  power  capac  ity  only  slijrhtly 
le.s.s  than  that  of  the  (irand  Coulc'e. 
Not  only  is  water  there  plentiful, 
hut  the  sujiply  is  con.stant  and  the 
jiower  will  lie  available  as  lonjr  as 
wat»>r  runs  down-hill. 

aStill,  only  '  ^  of  (,’anada’s  aa.dd;),- 
IXM)  h.{).  jiotential  has  been  de¬ 
veloped.  Alcan  has  well  under  way 
in  another  remote  area  of  Hritish 
('olumbia  a  new  pro.jc*ct  which  in¬ 
cludes  reversing  the  tlow  of  an 
entire  watershcnl  and  dropi»iny  the 
water  half  a  mile  IhrouKh  l(»-mile 
tunmds.  'I'his  project  could  eventu¬ 
ally  nearly  double  Alcan'-  alumi¬ 
num  production. 

Alcan,  loiiK  an  imi»ortant  sup¬ 
plier  of  aluminum  in^ot  to  I’.  S. 
fabi'icators,  is  fully  aware*  that 
the*  U.  S.  needs  mire  aluminum 
than  it  can  produce  economically. 
Fabricators  of  aluminum,  who  have 
tried  to  .secure  the  metal  needed 
to  continue  or  e.xpand  their  opera¬ 
tions  in  rc‘cent  years  have-  learned 
how  defense  needs  as  well  as  added 
civilian  demands  have*  affected  the 
supply. 

I  .  S.  Labor 

liUSlNKSS  WEKK  magazine, 
n*cently  comment injr  on  this  prob¬ 
lem  of  po.ssible  future  shortajres 
had  this  to  .say:  “The  U.  S.  is 
runninK  out  of  low-cost  power  for 
aluminum.  There  aren't  too  many 
undeveloped  hydro  sites  left.  .  .  . 
Why  not  u.se  more  Canadian  inj'ot 
— chc*ap  to  produce  with  Canadian 
power  re.sources — to  employ  more 
C.  S.  labor  on  fabrication,  the  Job 
the  U.  S.  can  do  the  best'.'" 

It  is.  I  think,  important  to  realize 
that  Canadian  aluminum  provides 
substantial  revenue’s  to  the  I’.  S. 
Kovernment :  that  .Mean  has  lonjr 
been  an  important  supplier  of 
aluminum  in^ot  to  C.  S.  fabrica¬ 
tors;  and  that  the  aluminum  is 
more  accessible  to  fabricators  in 
this  country.  It  is  also  important 
to  note  that  not  eve-ry  entrepreneur 
can  easily  no  into  the  aluminum 
jiroducinK  business,  which  reipiires 


tremendous  capital  invest  nu'iits. 
The  .solution  frecpiently  and  neces¬ 
sarily  has  been  heavy  assistance 
from  the  taxpayers. 

A  recent  editorial  in  the  AMF.Hl- 
CAN  .MFTAL  .MARKET  statL's ; 
"On  thL*  matter  of  further  exjian- 
sion  of  the  domL'stic  industry,  it 
does  not  seem  possible  that  any 
substantial  ri.se  can  be  accom¬ 
plished  wtihin  the  confines  of  the 
18  states  without  an  advance  in  the 
jirice  of  primary  aluminum  to  cover 


hiydier  pow*‘r  costs,  or  without 
heavy  jr"vernment  investment  in  a 
power  expansion  program  which 
individual  companies  are  unable  to 
<tart  them.selves  because  of  the 
capital  cost.  ...  As  things  stand 
now,  the  Aluminum  Company  of 
Canada  is  jiractically  the  only  firm 
selliiiLT  virgin  aluminum  injrot  in 
the  United  States  which  does  not 
also  compL-te  extensively  in  the 
fabricating  field." 

{('tiiifinm  (I  on  /’opi  Tti) 
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mtmr^rbUi 


VULCO  DEFENSE  TWO-TRACIC 

oll-ahimimiin  comMaoHoa 

STORM  &  SCRON  WINDOW 

CiMtom  QMolSty  at  paiiahir  |KiM 

•  Fingortip  control 

■■  ■ 

o  Easy  imiallotion 

'’■v ■■■  •  ^  ,;’i 

o  Sorvko  coBbocki  otelMMd 

SEAL 


Stainless  Steel  ‘‘Hinged -Type' 
Outside  Installation 

STAINLESS  For  Any  Type 

§  SEAL  i  Casement  Window! 

% 


i 


sroiiik 
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c4merlca^ 


ALUMINUM  STORM  SASH 


In  the  manufacture  of 
Season-all,  highest  quality 
materials  are  combined 
with  superior  design 
features  and  excellence 
in  workmanship.  The 
result  is  a  storm  sash 
for  casement  windows 
that’s  unequalled  in 
performance,  efficiency, 
economy — and  in 
customer  satisfaction. 


IV  S  I’at.  No.  2578470 


FOR  EVERY  TYPE 
CASEMENT  WINDOW 


2^^  GuQiante*d  by^-* 
Good  Housekeepinf; 


Nationally  advertised 


Here’s  why  leading  companies  prefer  Season-all  . . . 

Z^Ae  c4riAtocrat  o/  Storm  SaAkl 

•  I’frmancntly  installcil  on  the  outside  of  the  windows  •  Open  and  close  automatically  with 
windows — never  have  to  be  taken  down  even  for  cleaning  •  Seal  out  drafts  and  dirt  •  Double 
glass  insulation  keeps  building  interiors  at  least  lOf^  cooler  in  summer  •  Built-in,  draft- 
pro«)f  V'inyl  weatherstripping — an  exclusive  Season-all  feature — makes  possible  ^ 

winter  fuel  savings  up  to  }>S%  •  Keep  vvintlow  condensation  to  a 
minimum  •  Provide  unsurpassed  all-weather  pro¬ 
tection  for  winilovvs. 


Manufactured  by 

Aluminum  Fabricating  Co.  of  Pittsburgh 

Nationally  distributed  by 

Seoson-all  Sales  Corporation 

146  Forty-sixth  St., 
tbrr  E  Pittsburgh  1,  Pa. 


t,om  »“"<*,■.  a 

record 


s  a  successful  dealer 
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^INSULITE 

a Ufxm  Window^: 


for  building  specialty  dealers! 

Top  off  your  business  with  the  Aluminum  Storm  Window  line  that's  cream 
of  t+iem  all  —  the  line  with  more  sales-potential  and  profit  advantages 
than  any  other  storm  window  on  the  market  today  I  Simple  to  assemble! 

Easy  to  install!  Labor-saving,  service-free  sales!  Protected  territories 
open  —  an  a  special  discount-incentive  plan  for  new  dealers! 

Free!  Ad  Mats!  Sales  Literature!  Field  Service  I 
Special  Discount  —  Incentive  Plan  For  New  Dealers! 


I  Winsulite  Mt9.  Co. 

I  721  N.  Central  Ave. 

I  Bolto.  2,  Morylond 
I  Gentlemen; 

!  ril  listen  to  your  "proposal' 
J  detoils  t 
I  Nome 
I  Address 


Stotc 


to  assemble  KD  units! 


Winsulite  Mtg.  Co.,  Bolto.  2,  Md.  •  (Astern  6860 


^dco  predentd 

(IKK  A  I'  K  SI'  A I)  \  A  N  (  K  !VI  K  M' 
TO  DATK  IN 

triple  T)rack 
4U~G4lum  inum 


hKIX  (.)  is  thf*  heavyweight 
.hampion  ot  them  all . . 


I- Kl)CO  will  set  the  Ht.iiul- 
ittl  for  the  storm  window 
nniustry  . 


l  KI>Ct)  is  iUstotn  (juaUty. 
iiilly-extruded  with  smart, 
'mouth  lines;  fnisitive,  over- 
til  interlocking  weather 


IKDf'd  has  U’eldfd  cor^ 
fiffs,  rigid  construction,  pt» 
'ition-locking  inserts,  ex 
tra  wide  overlap  tiame, 
simplified  installation  .... 

KKDCU  telescope  ■  Inittom 
eliminate.s  fitting  problem. 
Special  “weepers’'  drain  .tT 
any  water  seepage  . 

KEDCO  knows  no  proMrm 

■t  sue  ...  is  .Kjtom 

tailored  to  fit  windows  and 
•ncloMjres  i,f  every  tie^crip- 


om  bina  tion3 


It’s  t!ie  smoothest  job  the  industry 
has  seen.  Kvery  feature  .  .  .  but  no 
gadgets.  Elegant  .  .  .  but  priced  to 
click  off  sales. 

\nd,  the  slickest,  .siniplest,  quickest  in¬ 
stallation  ever.  Start  enjoying  your  storm 
•<nn(io7('  business  no7v! 


(  AI.I.  OR  WRITE  NOW 


tKliKK.M.  SCKEE.N’  &  S.\SH  CO. 
Sj  K.  -Mernck  Kil,,  X'alley  Stream. 
I'lc.t>e  send  the  complete  st..ry  on  I 


ADDRKSS 


E.  MERRICK  RD.  VALLEY  STREAM,  L.  L,  N.  Y 
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T  EXTRUSIONS 

r  IKN.YITHVinil  AS  YOU  WANT  THEM  .  ,  .  WHEN  YOU  WANT  THEM 

Vinyl  or  polyethylene  extrusions  —  prop>erly  clesij;neil,  pro(X‘rly  cxiin- 
{tounded  and  projserly  extruded  —  can  Better  products  at  lower 

cost,  (ainneaut  siseciali/es  in  hij'h  quality,  custom  extrusions,  (.'onneaut 
offers  a  triple  custom  service  to  handle  all  phases  of  any  extrusion  problem. 


CUSTOM  iNCINtERING  CUSTOM  COMPOUNDING 


CUSTOM  EXTRUDING 


(.'onneaut's  engineers 
are  thoroughly  expieri- 
enced  in  the  design  of 
vinyl  or  (X)lyethylcne 
extruded  parts  to  meet 
the  most  exacting  sp)eci- 
lications — the  toughest 
job  requirements.  'They 
know  extrusions — how 
to  use  them,  where  to 
use  them,  anil  why  to 
use  them. 

li'Vr/e,  today. 


(am  nea  u  t 's  com  p<  )u  ml  - 
ers  are  fully  qualilieil, 
organic  chemists.  'I'hes 
are  s|H.‘cialists  in  getting 
the  most  out  of  vinyl  or 
|x>lyethylene — in  devel¬ 
oping  exactly  the  right 
compound  for  maxi¬ 
mum  service  under  vir¬ 
tually  any  conditions. 
for  more  information! 


(.Dnneaut’s  modern 
plant  is  geared  to  the 
efficient  prixluction  of 
"close  tolerance”  extru¬ 
sions.  The  equipment  is 
up-to-ilate.  The  oix-'ra- 
tors  are  fully  exjHjri- 
enceil.  Together,  they 
give  you  just  the  prixl- 
uct  you  want  —  when 
you  want  it  —  right  on 
schedule. 

DEPT  h  a  i> 


CONNEAUT  RUBBER  &  PLASTICS  COMPANY 

AKRON  9,  OHIO 


ALUMINUM  COMBINATION 
CASEMENT  SASH  &  SCREEN 


UNIQUE 
INTERLOCKING 
DESIGN 

COVERS  VENT  OPENING 

CORK  INSULATION 
DOUBLE  STRENGTH 


GLASS 

EXCLUSIVE  DRIP 
CAP 

Mofiy  fxcfuslv*  Xtrtiiot'fs  Avaitabim 


WRITE  —  WIRE 
or  PHONE  .  .  . 


WIN-SUM  WINDOW  CORP. 


13006  CREELEY,  DETROIT  3,  MICH. 


TOwnsend 


9  6948 
9-9095 


Aluminum 

(CoHfinncd  from  Page  69) 

We  believe  the  increasing  North 
j  American  demand  for  aluminum 
i  products,  as  well  as  defense  neces- 
j  sities,  can  be  met  with  the  proper 
employment  and  development  of 
I  natural  power  resources  in  areas 
j  where  that  jiower  is  not  required 
:  for  other  industry.  The  new  smel- 
!  ters  and  power  projects  in  Canada 
I  can  help  guarantee  U.  S.  fabrica- 
j  tors  and  the  public  that  they  will 
I  have  available  the  metal  required 
for  safe  and  comfortable  modern 
living  at  a  price  which  will  allow 
aluminum  to  be  used  in  more  new 
products  and  new  fields. 


Virginia  Dealer 

fCoatinacd  from  Page  45) 

spur  him  on  by  |K)inting  out  Jalou¬ 
sies’  1(K)  per  cent  ventilation.  Just 
a  turn  of  the  operating  handle!  Not 
only  this,  but  their  creative  .selling 
shows  potential  buyers  how  Jalou¬ 
sie  windows  actually  “.  .  .  increase 
the  property  value,  from  .  .  .  the 
monetary  viewpoint  ,  .  .  and  .  .  . 
add  to  the  attractivene.ss  of  the 
property”  as  well. 

Another  .sales  boo.ster  is,  of 
course,  the  aluminum  story  — 
NO  PAINTING!  NO  MAINH’E- 
.NANCE!  F'or  either  screens  or 
frames.  With  today’s  "do  it  your- 
.self”  trend,  this  means  less  trouble 
and  exfiense  for  the  homeowner. 

The  .staff’s  own  ingenuity  and 
hard  selling  —  plus  1st  class  in- 
.sfallations  —  have  combined  with 
a  good  product  to  make  the  pud¬ 
ding. 

“This  operation  has  proved  a 
very  valuable  addition  to  our  busi¬ 
ness,  which  up  to  now  has  been 
prefabing  small  cottages  and 
!  garages.  And,  we  are  also  one  of 
the  most  active  fence  erectors  in 
this  area,”  declares  Mr.  Oliveri. 

In  addition  to  jalou.sies.  General 
i  Indu.stries  also  carries  the  complete 
I  line  of  windows  —  Ca.sements, 
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Double  Hung,  Twinsul,  Hopper 
Vent,  Basement,  anil  Utility. 

Headed  by  W.  Frank  Minnicks, 
General  Industries  president,  with 
R(tlH*rt  B.  Minnicks  in  charge  of 
.service,  the  GIC  staff  totals  many 
years  of  service  to  the  homtsiwners 
and  building  trade  of  the  Metro¬ 
politan  Washington  area. 

And  this  alert  corporation  is 
growing  —  thanks  to  creative  sell¬ 
ing  and  first  cla.ss  products! 


Survey 

(Continued  from  Patje  17) 

uary,  February,  and  March  issues 
of  1950. 

The  first  question  in  the  present 
survey  asked  the  reader  to  check 
off  all  the  products  he  is  NOW 
HANDLING  in  a  long  list  of  items 
which  followed.  The  answers  to 
this  ipjestion  appear  in  the  table 
on  this  page. 

It  is  not  surjirising,  of  cour.se. 
that  72  per  cent  of  dealers  sell 
combination  windows  and  doors. 
The.se  are  still  the  main  items  for 
the  majority  of  dealers  and  are 
usually  the  biggest  single  .source 
of  income.  Dealers  who  believe  in 
specialization  generally  concen¬ 
trate  on  combination  windows  and 
doors  although  they  often  include 
casement  storm  .sash  and  screens, 
door  grilles,  and  gla.ss  jalousies. 

Gombination  windows  are  very 
jirofitable  for  the  dealer  and  very 
j)opular  with  home  owners  be¬ 
cause  they  .save  fuel  and  make  the 
hou.se  more  comfortable.  In  most 
cases  newcomers  are  attracted  to 
the  specialty  field  by  the  jirofit 
liossibilities  that  they  see  in  storm 
.sash  and  doors.  De.spite  the  tre¬ 
mendous  .sales  of  the.se  jiroducts  in 
the  past  five  years,  the  market  is 
still  wide  open  —  manufacturers 
are  still  opening  new  plants  to 
make  doors  and  windows,  and  deal¬ 
ers  are  still  eager  to  buy. 

('onsidering  that  there  are  far 
fewer  homes  with  ca.sement  win¬ 
dows  than  with  double  hung  win¬ 
dows  it  is  worth  noting  that  as 
(Continued  on  Pope  78) 


T)rip~J(^ex 

(PICTURE  FRAME) 

Weather-Seal  All-Extruded 
Aluminum  Combination 
Storm  Windows  and  Doors 


Competitively  Priced! 

Excellent  Quality! 

Completely  Interlocked! 

Positive  Cam  Catch! 

No  Springs  to  Rust  or  Lose  Tension! 
Beautifully  Mitred  Picture  Frames! 
Completely  Extruded! 

Superbly  Engineered! 


WANTED: 

DEALERS  MD  DISTRIBUTORS! 


PROMPT  DELIVERY  AT  ALL  TIMES  IS  ASSURED. 
K.  D.  OR  COMPLETELY  ASSEMBLED 


Write  or  Call  . .  . 


ZJrip-J^t 


ex 


1610  RALPH  AVENUE  •  BROOKLYN  36,  N.  Y.  •  CL  3-7525 


Easy  does  it! 

if  EasioKl  iiiKtallaliein  ovt^r! 

★  Mo  ^adiiolN—juKt  offieionc'y! 
if  lt\s  tho  ST.4R  in  your 

saloK  pic‘luro,  by  Jiinipor! 


☆ 


The  "Juniper” 
TRIPLE  TRACK 
All  aluminum 
Combination 
Storm  &  Screen 
Window 


'UntpCr  Al,l  >li:VI  Tl  PRODI  CT.S.  lAC'. 

Kllnii  SirrrI,  lir<M»kl>n  8,  N,  Y. 
Trlrphonr  TAylor  7*3>IO 
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3hd9ieh$velt. 


The  time  hos  come  for  a 
new  change  in  Storm  Doors. 
"Bliss"  has  come  up  with  the 
answer 

WELDED! 

Yes — the  first  all  aluminum 
Storm  Door  and  Screen  com¬ 
pletely  WELDED  Check  with 
our  big  announcement  in  next 
month's  Building  Specialties. 
You'll  be  omozcd!  and  YOU'LL 
PROFIT! 

f here's  noney  f<)i"  You 


WRITE  •  WIRE  •  PHONE' 

Phone  9-8322 


BLISS  INDUSTRIES,  INC. 

207  N.  Four  Mile  Run  Road 
Youngstown,  Ohio 


Survey 

{CnnihiUKi  from  Ihujr  77) 

many  as  55  jht  cent  of  dealers 
handle  storm  sash  for  this  type  of 
prime  window.  The  reason  seems 
to  be  that  casements  are  extreme¬ 
ly  popular  with  new  home  buyers 
and  builders  use  them  extensively. 
On  the  other  hand  even  the  best 
prime  casement  units  permit  ex¬ 
cessive  air  leakage  and  this  to- 
jrether  with  the  fact  that  their 
lar^a*  itrea  results  in  heavy- 

heat  los.ses  by  conduction  make 
storm  windows  an  alisolute  lu'ces- 
sity.  While  new  housing  has  slowed 
down  .somewhat,  there  is  no  rea¬ 
son  to  believe  that  the  (lovernment 
will  let  it  sink  much  below  a  mil¬ 
lion  units  a  year.  VV'e  may  there¬ 
fore  anticipate  a  lai'Ke  and  exjiand- 
iiiK  market  for  ca.sement  storm 
.sash  and  screens. 

The  fiKiire  of  50  per  cent  for 
door  Ki'illcs  indicates  a  Ki'cat  in- 
crea.se  in  the  u.se  of  this  jiroduct 
since  the  last  survey  2'  2  years  a^'^o. 
Any  future  survey  will  certainly 
show  a  higher  fiKure  for  this  item 
since  hardly  any  doors  are  .sold 
the.si*  days  without  jrrille.s. 

Serious  shortaKes  of  sheet  alum¬ 
inum  have  plagued  the  aluminum 
awniiiK  field  and  this  is  still  a  ma¬ 
jor  problem.  Despite  this  handicap 
IS  per  cent  of  dealers  are  now  haii- 
dlinjr  aluminum  awniiiK-s  compared 
to  42  per  cent  in  the  lit  lb  survey. 


Actually,  aluminum  awnings  are  a 
major  product  of  a  very  larjre  num¬ 
ber  of  dealers  and  are  second  in 
importance  only  to  storm  .sash  and 
doors.  The  moment  the  metal 
shortage  lets  ui)  we  may  expect  to 
see  aluminum  awnings  in  the 
hands  of  many  more  dealers. 

(da.ss  jalousies  rejn-esent  the 
bipr^est  and  most  startliiifr  increase 
since  the  last  survey.  Outside  of 
Florida  and  the  Southwest  very- 
few  dealers  handled  ^In.ss  jalousies 
a  few-  years  a>ro  whereas  now  ,24 
per  cent  of  our  suli.scribers  are 
selling  them.  The  detailed  reasons 
for  this  phenomenal  rise  are  Kiven 
in  the  article  on  prlass  jalousies  in 
this  issue  but  it  can  be  said  in 
brief  that  this  product  has  met 
Kreat  favor  with  the  home  owner 
as  a  porch  enclosure  unit  and  jrives 
the  dealer  a  very-  .satisfactory  jirof- 
it  margin.  There  is  every  indica¬ 
tion  that  there  will  be  a  rapid  in¬ 
crease  in  the  number  of  dealers 
handlinjr  this  product. 

Venetian  Hlinds 

Venetian  blinds  ai-e  a  minor  item 
for  most  dealers,  nevertheless  they 
have  climbed  from  1 1  per  cent  in 
the  previous  survey  to  27  per  cent 
in  the  pre.sent  one.  There  are  sev¬ 
eral  rea.sons  for  this  increa.se. 
Fii-st.  many  Venetian  blind  dealers 
and  “manufacturers"  (K  I)  opera¬ 
tors)  have  entered  the  specialty- 
field  ainl  are  still  doiny  .so.  .Sec- 


Interior 

Speciedties 


Folding  Doors 
Siding  Doors 

Plastic  &  Metal  Wall  Tile 
Kitchen  Cabinets  &  Equipment 
Metal  Trim  &  Moldings 
Venetian  Blinds 
Tub  Enclosures  &  Shower  Doors 
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oiul,  Venetian  blinds  have  been  tre¬ 
mendously  improved  as  a  product 
and  are  more  attractive  to  the 
public.  Third,  window  dealers  find 
that  this  item  is  a  wonderful  “door 
opener”  for  their  .salesmen  and  is 
ea.sy  to  sell  along  with  combination 
windows.  We  may  therefore  look 
for  a  steady  increase  in  the  per¬ 
centage  of  dealers  handling  this 
|)roduct. 

Three  items  on  the  list  are  often 
handled  by  the  .same  dealer  and  it 
is  significant  that  their  percentages 
are  clo.se  to  each  other — kitchen 
cabinets  and  cMpiipment,  24  per 
cent ;  metal  trim  and  mouldings, 
28  per  cent;  and  plastic  and  metal 
wall  tile,  27  per  cent. 

Although  the  kitchen  business 
has  suffered  from  material  short¬ 
ages,  especially  steel,  24  i)er  cent 
of  dealers  are  in  this  business  as 
compared  with  22  jter  cent  about 
21^.  yc^ars  ago.  This  is  a  “big  tick¬ 
et"  business  with  **normous  poten¬ 
tial  and  is  especially  suited  for 
sp»‘cialty  dealers  with  their  hard 
{(’iillfiiNit  (I  nil  Pill)!'  80) 


More  Married  People  In 
U.  S.  Market  Than  Ever 

The  V.  S.  market  today  consists 
of  more  married  people,  in  more 
individual  households  —  of  which 
there  are  more  small-  and  moder¬ 
ate-size  types  —  than  ever  before. 
The.se  salient  facts  from  the  Bu¬ 
reau  of  the  ('ensus  will  have  far- 
reaching  effects  on  product  design 
and  sales  strategy  for  .scores  of 
companies  that  are  trying  to  sell 
the  vast  “new-family”  market. 

Smaller  H<tnies 

New  and  smaller  homes  and 
apartments  have  already  forced 
changes  in  furniture  styles  and 
sizes  at  recent  furniture  shows. 
Here  are  .some  of  the  Census’ 
thought-prov(»king  findings : 

Two  out  of  every  three  persons 
in  C.  ,S.  civilian  p<tpulation  14 
years  and  over  were  married  as  (»f 
April  1!)4J).  This  is  (57'<  of  the  pop¬ 
ulation,  as  compai’ed  with  60C 
married  in  194(».  and  only  5:5'-  in 


the  married  population  60  years 
ago. 

The  number  of  hou.seholds  (iH>r- 
sons  occupying  .same  domicile)  in 
April  1945)  was  12.1  million,  an  in¬ 
crease  of  .seven  million  over  April 
15)40. 

Record  Breaker 

This  is  the  greatest  increa.se  on 
record  for  a  comparable  period. 

The  increa.se  in  the  number  of 
households  uj)  to  April  15)45)  ro.se  at 
a  faster  rate  than  the  increa.se  in 
population,  making  the  average 
numl)er  of  p«‘rsons  for  each  hou.se- 
hold  smaller  (.‘5. 4)  than  if  was  nim* 
years  ago  (:5.7). 

There  wcu’e  .‘58.5  million  families 
(related  by  l)lood)  in  April  15)45),  a.s 
against  .*52.2  million  in  April  15)40 
— which  is  an  increa.se  of  six  mil¬ 
lion  families  in  only  nine  years. 

About  58'-  of  all  families  in 
•April  15)45)  had  no  children  uiuh-r 
12;  15)'-  had  one  child  uinler  12; 
2.‘5'.'  had  at  least  two  children  in 
this  age  gn»ui). 


REDWOOD  COMBINATION 
STORM  WINDOWS 


A  WHALE  OF  A  BUY  / 


*  Specially  Treated  Stain.  Exclusive  Interlock  & 
Ventilating  Features. 

•  5  Quarter  Frame.  Exclusive  Territories  Avoil- 
able.  Price  List  &  Sample  on  Request. 

IT'S  PRICED  FOR 
VOLUME  BUSINESS 

PAPOOSE  —  the  most  economical  Redwood  Combinotion 


Write,  Phene  or  Wire  for  further  Information 


FEATHER -LITE  MANUFACTURING  COMPANY 

13330  W  l^cNICHOLS  ROAD  DETROIT  35.  )v1ICH  UN  4  7134 
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•  MANUFACTURED  TO  EXACTING 
STANDARDS  AND  COMPETITIVELY 
PRICED.  ...  AN  ATTRACTIVE  AND 
STURDY  ITEM  HOME  OWNERS  WILL 
NOW  EXPECT  TO  BE  BUILT  INTO 
THEIR  STORM  DOORS  AS  A  STAND¬ 
ARD  PART.  BE  PREPARED  TO  MEET 
THEIR  DEMANDS.  WRITE  FOR  PRICES 
—  IMMEDIATE  DELIVERY  —  ANY 
QUANTITY. 

•  ilfsinninn  mid  mnniijiulurtnn 
to  the  “romhiniiliiin”  Iritdr.  I‘rvtisii>n 
mirk  in  slnm/ird,  die-<u%l  or  marhinvd 
rom/Mininl^  from  drnuinn  hoard  to  fin¬ 
ished  inirt  or  nhole  nnil.  C.onsnllnlion 
i<  ilhoni  ohliunlion. 


OUffENS  ^  ^  ^ .  0 

15  From  Sitrft  Rockvillr  CfrMrr  LI 
Ro<i<..ll»  Cfm,r  4  S010 


ROLLED  ALUMINUM 

SCKEtN  FRAME  AND  SPLINE 

Pr*cUion  roll  formed  from  3  SH>16  aluminum 

Design  based  upon  the  most  popular  profile  sec¬ 
tions  now  being  used  by  leading  fabricators  and 
KO  plants.  Easier  fabrication  and  low  cost  puts 
you  in  line  with  any  competition. 

Send  for  FREE  SAMPLE  and  price  information 
stating  quantity  and  lengths  desired.  Available 
for  prompt  delivery  direct  from  our  own  mill. 
Minimum  order  of  10.000  feet  in  sites  3  feet  to 
31  feet.  Packed  in  fibre  cartons. 


Wrire  R.  D.  WERNER  CO.  INC. 

Industrial  Division 

4PS  Fitth  Avenue,  N  Y  lA,  NY  MU  A  2S9S 


IlMutKttfiti '  lasK  Ummm  litmiMS  mt  RiN  IttiiH  Ptidwis 


Survey 

(Continued  from  Page  79) 

hitliiiK  .sales  staff.s  and  well  trained 
installation  crews. 

Since  metal  trim  and  mouldings 
are  u.sed  e.xtensivelj’  in  kitchens 
and  the  trend  in  kitchens  is  defi¬ 
nitely  upward,  increasing  use  of 
this  product  by  sjiecialty  dealers  is 
to  be  expected.  Another  factor  in 
the  exitanded  use  of  metal  trim  and 
mouldings  is  the  general  acceptance 
by  home  owners  of  bright  finished 
metal  in  modern  interiors  for  both 
practical  and  decorative  uses.  In 
remodeling  homes  specialty  deal¬ 
ers  find  these  products  u.seful  for 
stair  nosings,  wall  jianels,  shelf 
edgings,  etc. 

Kitchen  dealers  often  accept  re¬ 
modeling  jobs  which  embrace  the 
entire  kitchen.  While  they  may 
subcontract  jiarts  of  the  work, 
they  have  found  it  generally  profit- 
able  to  do  the  walls  themselves. 
Kecau.se  of  its  attractive  ajLpear- 
ance,  moderate  cost,  and  ea.se  of 
application,  metal  and  iilastic  tile 
is  favored  by  specialty  dealers  and 
customers. 


Tul>  Enclosures 

Dealers  who  do  kitchen  work 
have  al.so  found  it  profitable  to 
combine  wall  tile  with  tub  enclo¬ 
sures  in  remodeling  bathrooms.  In 
general,  the  7'<  ri.se  since  the  last 
survey  among  dealers  handling  wall 
tile  is  due  to  the  increasing  accept¬ 
ance  of  this  product  in  new  hou.s- 
ing  which  in  turn  has  stimulated 
its  u.se  in  the  remodeling  of  okier 
homes. 

Ornamental  iron  turned  out  to  be 
another  surprise.  Few  home  im- 
jirovement  dealers  made  much  u.se 
of  this  product  a  few  years  ago. 
The  pre.sent  survey  indicates  that 
as  many  as  2;V  <  of  dealers  are  .sell¬ 
ing  and  installingwrought  iron  rail¬ 
ings  and  porch  columns.  Indica¬ 
tions  are  that  the  demand  for  the.se 
products  is  still  rising  and  that 
dealers  can  l(K)k  forward  to  a  grow¬ 
ing  market. 

(Continned  on  Page  81) 


NUM 

EXTRUSIONS 

A  SPECIALTY.  .  . 

in  ifructwrel,  orchit*<tural  ond  d«corotiv* 
•hap«B.  W*  tolkit  your  inquiry  for  lochnicol  do* 
»ign  doto  ond  rocommondotioni  on  tho  procticol 
ond  profitoblo  uio  of  oiuminum  ostruBiont. 


DERMOTT  METALS  CO. 

EOGEMONT  A  TIOGA  STS  PHILA.  34  PA  NE  4-1710 


MANUFACTURERS 
and 

DISTRIBUTORS 
of  COMBINATION  WINDOWS 
and  DOORS 

We  have  been 
supplying  special 
hardware  for  all 
types  of  combina¬ 
tion  windows  and  doors  for  many 
years  and  know  their  problems. 


If  you  hove  any  engineering 
problems  on  metal  or  wood  combi¬ 
nation  windows  and  doors  and 
their  small  ports,  coll  on  os— NOW/ 

G.  Grant  Metal 
Mfg.  Co. 

75  E  2nd  St. 

Mineola.  L  I.,  N  Y. 

Phone  —  Carden  City  3  3580 
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Need  Seen  For  4th 
Primary  Aluminum  Producer 

(jovenmient  officials  are  explor- 
injf  a  new  plan  to  bring  an  inde- 
{)endent  aluminum  producer  into 
the  industry  now  dominated  by 
Alcoa,  Reynolds  and  Kaiser. 

Telford  Taylor,  head  of  the  Small 
Defense  Plants  Administration, 
has  pro{)osed  to  several  companies 
that  use  and  fabricate  aluminum 
that  they  jxrol  their  resources  and 
organize  their  own  producing  unit. 

A  memorandum  drafted  at  the 
agency,  it  was  learnerl,  suggested 
that  the  obstacles  were  many  but 
could  be  overcome  “with  rea.son- 
able  help  from  the  Government.” 

Mr.  Taylor  told  a  reiK)rter  that 
President  Truman  agreed  with 
him,  in  a  conversation  last  week, 
that  the  proposetl  “third  round”  of 
aluminum  expansion  should  be 
placed  in  the  hands  of  new  pro¬ 
ducers  if  iKJSsible. 

The  third  round  would  provide 
alxjut  75,000  tons  of  production 


capacity,  on  top  of  the  present  ex¬ 
pansion  program  that  will  have 
nearly  doubled  United  States  ca¬ 
pacity  by  the  end  of  1954,  provid¬ 
ing  a  total  of  1,500,000  tons  annual 
outi)Ut. 

Mr.  Taylor  .said  his  di.sc'us.sion 
with  President  Truman  went  no 
further  than  the  broad  principle 
that  competition  should  be  encour¬ 
aged. 

Survey 

(Ctmtimn d  from  Poffc  80) 

In  the  siding  group  the  figures 
show  that  insulating  siding  (28' <  ) 
and  asbestos  cement  siding  (22' <  ) 
are  being  uswl  almost  equally.  Deal¬ 
ers  who  carry  one  usually  find  it 
desirable  to  handle  the  other  in  or¬ 
der  to  offer  customers  a  choice. 
Moreover,  many  customers  like  to 
use  both  together.  There  is  still  an 
enormous  market  for  these  sidings 
and  the  percentage  of  dealers  han¬ 
dling  them  is  increasing. 


.Aluminum  siiling  is  extremely 
popular  and  if  more  aluminum  were 
available  there  is  no  doubt  that  the 
figure  of  17' «  would  more  than 
double. 

While  artificial  stone  siding  and 
sprayed  sidewall  resurfacers  are 
sold  by  only  19' <  of  dealers  at 
lu'esent,  this  figure  does  not  indi¬ 
cate  the  rapid  growth  of  the  mar¬ 
ket  for  the.se  specialties.  Both  i>rod- 
ucts  are  relatively  new  and  have 
only  recently  begun  their  uinvard 
climb.  Both  are  attractive  to  the 
home  owner  for  opposite  rea.sons. 

Home  owners  who  want  a  com¬ 
plete  change  of  api)earance  and  the 
richness  of  stone  i)refer  artificial 
stone  siding.  Tho.se,  on  the  other 
hand,  who  do  not  want  to  change 
the  lines  of  their  homes  but  want 
.something  more  durable  than  oil 
paint  will  prefer  sprayed  sidewall 
resurfacers.  In  either  ca.se  there  is 
a  vast  market  for  both  products 
and  dealers  now  .selling  them  re¬ 
port  great  .satisfaction  with  both 

(('onfitnu  on  PofU'  82) 


STEEL  CASEMENT 


by  the  bushel 

pROFir/ 


A  DEAL  YOU  CAN’T  MISS! 


All  CUSTOMIRS  SATISFIED 
NO  INSTALLATION  NECESSARY 


FIVE 


REASONS  WHY 


1.  A  tremendous  100%  to  200%  profit  on  a 

2S-year  proven  quality  product  approved 
by  EVERY  casement  manufacturer. 

2.  No  labor  installation  problems,  no  costly  call¬ 

backs  Headaches  are  eliminated. 

3.  Only  3  standard  sizes,  fit  any  roto  casement 

without  preparation.  Interchangeable 
with  standard  screens. 

4.  Glazed  in  SECONDS  by  anyone.  It's  the  easiest 

panel  in  the  world  to  glaze. 

5.  Saves  80%  to  90%  of  heat  otherwise  lost  at 

only  52%  of  cost. 

Completely  Glazed  3  High  Fixed  Aluminum  Storm 
Panel  Mode  and  Glazed  By  You  for  Only  $3.7S  .  .  . 
Mode  and  Glazed  By  Us.  $4.SS.  Immediate  Delivery. 

(Tile  Above  Using  Our  Standard  Master  fromeJ 

TYPE  13K  Panel  (Glazed) . . .  $3.98 


(Economy  Typ^) 


BARMHART 

Aluminum  Storm  Panels  For 
All  Makes  of  Steel  Casements 


SEND  FOR  SAMPLES  AND  PRICE  LISTS 


$<reen  or  Storm 

Types  Sash  Sizes 

12  . IA>/z  X  ai'/z 

13  . IS>/tx3« 

14  . t*>/z  >  4B'/4 


MAIN  OFFICE  and  FACTORY 

140  HIGHLAND  STREET 
PORT  CHESTER,  N.  Y. 


Telephooe; 

POrt  Chester 
S-2J20 
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Aluminum  Combination 
Screen  Doors  by  "Parmco" 


From  "Pormco's"  brond  new 
spacious  factory  (largest  of  its 
kind  in  the  west),  located  in 
Ontario,  California,  comes  good 
news  for  the  Storm  Qoor  busi¬ 
ness 

"Pormco"  is  introducing  for 
the  first  time,  o  new  and  im¬ 
proved  Aluminum  Combinotion 
Storm  and  Screen  Door  for  oil 
the  western  stotes 


DEALERS  •  DISTRIBUTORS 


There  is  plenty  of  opportu¬ 
nity  for  you  with  "Parmco". . . 
check  with  us  today! 

WRITE  •  WIRE  •  PHONE 
PARMCO,  INC. 

214  West  Moin  Street 
Ontario,  Cal. 


Fine  Model  Home  Display  Shown  by 
Alumaroll  Products  Company 


A  fine  example  of  a  detailed  di.s- 
jilay  that  .still  remain.^  .simple  and 
nnednttered  was  shown  by  Walter 
Smith  of  Alumaroll  Products  Com¬ 
pany  at  the  H)r)2  Rwhester  Home 
Show  which  was  held  April  1!) 
to  2(). 

Th"  model  home  is  17  feet  loiiK 
and  covered  with  stained  cedar  red 
shinjrles.  The  awnings  are  .solid 
white  and  the  canopy  white  striped 
with  maroon.  Note  the  excellent 
window  coveraKC  Smith  has  in 
these  awnings  and  door  canopy 


Survey 

{('dtifiiiiK  (I  froin  I’diji  81 ) 

their  profits  and  their  prospects 
for  more  busine.ss. 

The  need  to  economize  on  space 
in  new  housinjr  has  popularized  the 
use  of  slidin)>:  doors  which  are  sold 
by  1H'<  of  our  sub.scribers.  This 
has  become  a  properous  busine.ss 
for  those  dealers  who  sell  to  build¬ 
ers.  An  even  jrreater  number  of 
dealers  (20'.  )  are  selliiiK  and  in¬ 
stalling  folding  and  accordion  doors 
which  are  widely  u.sed  in  old  con¬ 
struction  to  divide  space  and  to  re¬ 
place  swiiiKiiitr  doors.  Reports  from 
dealers  indicate  that  they  have 
irreat  confidence  in  the  future  of 
this  product.  In  view  of  the  fact 
that  hardly  any  specialty  men  han¬ 
dled  foldinjr  doors  a  few  years  aym, 
their  confidence  is  certaiidy  Justi¬ 
fied. 

Ruildiii};  specialty  dealers  are 
sharing  the  room  air  conditioner 
boom  alonjr  with  appliance  dealers 
and  electrical  contractors.  As  little 
as  one  and  one-half  years  atm  it 
was  almost  impo.ssible  to  find  a 
sptH-Malty  dealer  .selling  air  condi¬ 
tioners.  Now  the  fiKure  is  16'.  and 
obviously  this  is  oidy  the  be>jin- 

nintr. 

There  seem  tt)  be  two  reasons  for 
this  lijrhtnintr  increase.  One  is  air 


both  as  to  overlaj)  in  the  width  di¬ 
mensions  as  well  as  in  roof  size. 


conditioners  are  beintr  produced  in 
Kreat  numbers  at  rea.sonable  prices. 
The  second  is  that  retail  store  out¬ 
lets  for  air  conditioners  do  not 
reach  the  home  owner.  Their  ef¬ 
forts  are  directed  almost  entirely 
toward  apartment  dwellers.  Spe¬ 
cialty  dealers  have  di.scovered,  how¬ 
ever,  that  there  is  a  bi^r  market  for 
room  air  conditioners  amoiiK  home 
owners  who  want  to  have  at  least 
one  cool  room  in  the  house  durin^r 
the  summer. 

All  in  all.  building  specialty  deal¬ 
ers  have  shown  them.selves  to  be 
eaymr  for  new  products  and  exceed- 
iiiKl.v  alert  aiid  aR^i't'-ssive  in  .se- 
lectinjr  appropriate  items  with 
which  to  expand  their  busine.ss. 

(Another  article  on  the  findings  of  this 
survey  will  appear  in  the  November  issue.) 

Kitchen  ^^Service^^ 

{('(iiithuu’d  ffotti  50) 

manufactuier  is  prepared  to  .send 
a  repre.sentative.  expert  in  such 
matters,  to  lielp  your  mechanic.  Of 
enormous  value,  too,  are  the 
“.schools”  some  manufacturers 
maintain.  Here,  men  can  be  trained 
to  specialist  status  in  as  little  time 
as  a  week. 

A  K<>od  knowledjre  of  carpentry 
is  a  mu.st  for  your  installation  man. 
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and  a  knowledKo  <d'  plumb- 

iiiK  and  elect fioal  fixtuies  as  \V(>11. 
There  is  no  nec'd  for  your  man  to 
l>e  an  expert  since  plumbin>r  and 
elc'ctrical  work  is  subcontracted.) 
He  must  also  be  thorouKhly  famil¬ 
iar  with  the  line  you  are  sellinjr — 
but  teacliinjf  him  that  is  your  job 
and  can  lx*  attended  to  after  he  is 
hired. 

.As  far  as  in.stallation  costs  are 
coneerncxl,  they  should  run  to  ap¬ 
proximately  Id  pen-  cent  of  the  list 
price  of  the  cabineds.  if  you  arc* 
doinjr  a  bi>r  volume  of  business,  the 
cost,  of  cour.se,  will  be  considerably 
less. 

Htnv  Important  is 
Kitchen  Planning? 

Of  the  imj)ortancc‘.  (’on- 

-sc'ciuently,  planning  should  occupy 
a  iri’eat  part  of  the  time  devoted  to 
the  kitclien  man’s  training  period. 
The  manufacturer  publishes  and 
distributc's  all  kinds  of  literature, 
spc-cial  booklets  and  brochui'c's  for 
this  specific  purpo.se.  A  few  days’ 
intellijront  .study  will  teacli  a 
kitchen  man  all  he*  ni'eds  to  know. 

Advertising?  Is  It  .1  Must? 

.An  ab.solute  mu.st.  Your  businc*.ss 
will  dept-nd  ujion  it.  Hut,  as  with  all 
aiiverti.sinjt,  your  bc*st  “adverti.se- 
ments”  will  come  from  your  .sati.s- 
lied  customers.  Thc'y  will  invite 
their  neighbors  and  friemls  in  to 
.see  their  "new’’  kitchen.s — and  rc‘c- 
ommend  you.  Therefore*  —be  sure 
to  ple*a.se*  your  customer.  \o  a<lve*r- 
tisin^r  m  the  weu  lel  e'xcels  “word  of 
mouth.” 

Hut  while  you  are*  ple*asinK  your 
e  ustomer,  elon’t  ne*Kle'ct  othe*r  ad¬ 
vertising  me*tho(l.s.  A  yood  ael  in 
your  lenal  cla.s.sific*d  telephone*  di- 
re*cte»ry  will  help,  anel,  naturally,  if 
you  can,  be*  sure  to  make*  full  u.se*  <d' 
eaiivassinn  cre*w.s  as  we*ll  as  direct 
mail  pie*cc*s  ami  newspaper  aelve*r- 
tisin^. 

The*  kitchen  bu.sine*.s.s  is  a  vast 
one* — anel  greiwiny  .ste*ailily  every 
day.  The*  ele'aler  who  be*come*.s  part 
<d'  it  will  linel  liim.self  in  a  ve*ry 
profitable  bu.sine*s.s — anel  one*  with 
a  loiijr-raiiKc*  future. 


PROTECTED 
TERRITORIES 
NOW  OPEN! 


STORM  WINDOWS  FOR 
METAL  CASEMENTS 

Check  your  atl vantages: 

•  Cieeod  m.irk-up  on  every  s.de. 

•  No  waiting.  Immediate  deliveries. 

•  Extremely  easy  installation. 

•  I'ull  territorial  protection  for  huiltlers, 
contractors  anel  installation  specialists. 


and  here's  why  Caseco  are  so  easy  to  sell: 


1.  Invisible  protection — ne>  wide 
frame,  no  ugly  crossbars.  Triple 
strength  glass  requiring  metal 
frame.  Felt  seal  mounted  in  the 
channels. 

2.  l.ong  life  channels,  super  sturdy 
rustproof  metal.  Never  need  re¬ 
painting  or  relinishing.  No  tricky 
gadgets  to  wear  out. 


4.  J!asy  to  clean — merely  lift  glass  panels 
upward  to  remove.  Replace  same 
way.  .No  bulk  «)r  excess  weight. 

5.  No  interference  with  opening  outside 
window  fttr  ventilation. 


For  full  infotmalion  and  available  teriitorles,  write: 


3.  One  one-fourth  inch  sill — does 
not  interfere  w  ith  rt>tt>  crank  for 
opening  window.  .Metal  sill  can 
be  removed  w  ithout  any  tools — 
just  lift  out. 


THE  8.  R.  GREENE  CONSTRUCTION  CO. 

3560  Battern  Av«nv« 

Cincinnati  36,  Ohio 


CIRCLE  HEAD 

AND 

SQUARE  DOOR 


Her«'t  great  newt  for  every  wide*awalie 
deoler.  Curvolum  Door».  the  doort  that  centi»- 
tently  produce  tolet  and  mean  trouble-free  in¬ 
stallation  and  service  are  now  geared  for  higher 
production 

Curvolum  is  happy  to  report  that  our  new 
and  larger  plant  is  now  in  full-swing  production 
—  and  our  famous  one-piece  original  Circle  Heod 
Door  and  sturdy,  dependoble  Square  Doors  ore 
now  rolling  off  the  ossembly  line. 

Write  us  today  for  complete  informotion 
obout  our  complete  aluminum  line: 

Circle  Heod  ond  Square  Doors, 
screen  porches  ond  soloriums. 

A  FEW  DEALERSHIPS  OPEN  IN  LARGE  AREAS. 


CURVALUM  DOOR  MANUFACTURING  CO. 

15  PROSPECT  STREET,  HEWLETT,  L.  I.,  N.  Y. 
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with  ROYALUM 


CURVED  and  SQUARE 
ALUMINUM  DOORS 

You  put  your  best  foot  forward  when 
you  sell  a  product  with  good  features 
that  spell  S-A-L-E-S  APPEAL 


CHECK  mm  MASTER  for 
the  BEST  PRICES  on 
SPECIAL  HARDWARE 

for  MANUFACTURERS  and  DISTRIBUTORS  of 

Combination  Doors  and  Windows 

CORNER  ANCLES 
H  CLIPS 
FASTENERS 

Also  Available: 

★  Large  stock  of  dies  for  standard  parts. 
ir  Technical  staff  with  years  of  experience  and  know¬ 
how  to  design  and  fabricate  special  hardware  to 
meet  your  specific  wdndow  and  door  requirements. 
ir  Hardware  components  custom-made  to  your  blue¬ 
prints. 

Write  today  for  complete  information,  samples  and  prices. 
Inquiries  Receive  Immediate  Attention 

For  Otialily,  Prii'p,  S-rvicp 

MASTKR  FABRICATOR'S^  IMC. 

IS7  Horton  Avenue  LYnbrook  .T-S66S  Lynbrook,  L.  I. 


Wall  Tile 

I  (Continued  from  P(if/e  5.S) 

the  tile  will  balance  as  well  as  meet 
the  horizontal  lines  from  the  adja¬ 
cent  wall.  Measure  the  lenjfth  of 
the  horizontal  lines  on  each  wall 
and  find  the  center  of  each  wall. 
Now  diaw  a  line  perpendicular  to 
the  horizontal  line.  This  intersect¬ 
ing  line  is  the  startiiif?  point  for 
.settinjr  the  tile  on  this  wall.  Do  the 
rest  of  the  walls  the  same  way. 

Applying  the  Mastic: 

Check  the  walls  for  dryness  and 
the  temperature  of  the  room.  Never 
attempt  to  apply  mastic  to  damp 
walls  and  unsealed  walls.  Never 
apply  mastic  undei-  a  room  temper¬ 
ature  of  6.")  deffrees.  Use  the  lontf 
pointed  trowel  to  place  ma.stic  on 
the  wall.  Flatten  this  down  with 
i  the  .seri  ated  trowel  which  has  teeth 
I  cut  to  a  depth  of  Hold  the 

trowel  at  ri^ht  an^le  to  the  wall  or 
,  so  that  it  is  perpendicular  to  the 
wall.  Comb  the  ma.stic  in  “wavey” 
motion.  The  ridges,  instead  of  be¬ 
ing  in  a  straight  line,  parallel  to 
the  ground,  are  waved  up  and 
down  approximately  \  every  2" 
or  ,‘V'.  (This  prevents  water  or 
moisture  from  collecting  in  one 
spot  and  furnishes  a  better  bond 
for  the  tile.)  Start  at  the  tile  line. 
Ix'ave  no  bare  spots.  Do  not  cover 
a  greater  area  than  can  be  tiled  the 
I  .same  day.  All  mastic  must  be  al- 
!  lowed  to  stand  or  flash  one  hour 
I  before  applying  tile.  (This  pre- 
I  vents  .sagging,  as  well  as  letting 
some  of  the  solvents  evaporate.) 

I 

j  Applying  the  Tile: 

Take  your  package  of  field  tile 
I  and  remove  about  S  or  10.  Look 
along  the  edges  and  notice  that 
they  are  not  all  in  a  straight  line. 
By  light  pressure  with  your  hands, 
place  a  gentle  curve  on  all  four 
edges  of  the  tile.  You  will  notice 
that  when  one  of  the  tile  is  held 
again.st  a  flat  surface  and  gentle 
pressure  applied  to  the  surface,  the 
corners  maintain  contact  with  the 
surface.  Now  take  one  of  the  tiles 
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that  has  not  been  subjected  to  this 
treatment.  Place  it  on  the  same  flat 
surface  and  apply  pressure  as  be¬ 
fore.  Notice  how  one  or  more  of  the 
corners  are  not  touching  the  sur¬ 
face.  That  is  the  reason  for  the 
flexing  before  application.  Start  at 
the  center  line.  Set  the  tile  across 
and  downward. 

Kach  tile  should  be  set  into  the 
mastic  approximately  if, 2"  next  to 
the  adjoining  tile  and  “slid  into 
position”  so  that  a  very  small 
amount  of  mastic  is  forced  out  at 
the  joints.  This  a.ssures  a  sealed 
edge.  Use  slight  pressure  along  the 
edges  and  corners.  Do  not  apply 
heavy  pressure  to  the  center.  This 
will  cause  the  mastic  to  be  pushed 
away  and  form  a  hollow  spot  be¬ 
hind  the  tile  as  well  as  showing  an 
indentation  on  the  face. 

Be  sure  that  each  tile  butts 
against  each  other  on  all  four  sides. 
He  sure  that  they  do  not  overlap. 
If  you  slip  you  will  lose  your  guide 
lines  for  the  next  row  of  tile. 

When  a  staggered  effect  is 
wanted,  center  the  tile  of  the  sec¬ 
ond  row  with  the  joint  of  the  first 
row,  or  of  the  preceding  row.  When 
a  diamond  pattern  is  desired,  .set 
the  tile  so  that  the  two  opposite 
corners  form  a  straight  line  per¬ 
pendicular  to  the  floor. 

Tlie  bottom  row  or  base  is  in¬ 
stalled  last.  Here  you  will  make 
cuts  so  that  they  will  conform  to 
the  uneven  floor  or  base  moulding. 
Be  sure  all  edges  are  sealed.  Set 
your  border  design  or  iiattern 
(called  “Cap”).  Next  apply  the 
upper  field  working  from  the 
border  across  and  up.  Fit  at  the 
ceiling  the  same  way  as  at  the  base. 

Cleaning: 

It  is  advisable  not  to  use  any¬ 
thing  but  a  specially  prepared  alu¬ 
minum  tile  cleaner.  After  applying 
20  sq.  ft.  of  tile,  stop  and  lightly 
wipe  with  a  cloth  which  has  been 
dipped  in  the  cleaner  and  wrujig 
out  almost  dry.  Too  much  cleaner 
allows  it  to  flow  behind  the  tile 
causing  a  loss  of  adhesion.  I^et 
stand  and  set  another  20  sq.  ft.  of 
{Continued  on  Page  86) 
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ELLWOOD 


The 

ALUMINUM 
I  COMBINATION 
^  DOOR 

THAT  WILL  BUILD 
YOUR  SALES  VOLUME 

The  best  quality,  finest 
engineered  door  in  the  trade. 


•k  Heavy  Corner  Construction 
k  Top  Quality  Latch 
k  Super  Heavy  Kick  Panel 
k  Storm  Kint  Door  Check 
k  Quick  Change  from  Glass  to  Screen 


k  Double  Locked  Inserts 
k  Simple  Bottom  Adjustment 
k  Stainless  Steel  Hinges 
k  Aluminum  Screen  Wire 
k  Competitively  Priced 


Your  salesmen  can't  miss  with  the  Ellwood  Door  ...  it  has 
everything  their  customers  want,  dozens  of  sale-closing  fea¬ 
tures.  Also  ask  about  our  NEW  ONE-LIGHT  DOOR  with  the 
super  lock  and  extra  rigid  insert.  Use  the  Coupon,  or  Phone. 


MAIL  THE  COUPON  TODAY 


THE 

ELLWOOD 


ALUMINUM  DOOR  CO.,  INC. 

Ellwood  City,  Penno. 
Phone  2755 


Beyond  Our  Wildest  Dreams . . . 

We  knew  the  New  Quincy  Tripl-Glide  Aluminum  Window 
would  be  good,  but  frankly,  we  never  dreamed  it  would 
be  so  ENTHUSIASTICALLY  received.  To  give  our  present 
distributors  the  service  they  hove  learned  to  expect,  we've 
had  to  call  a  halt  on  placing  new  distributorships. 

HESS  MANUFACTURING  COMPANY 

Quincy,  Pennsylvania 
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BUILDING  SPECIALTIES 


House  Markers  and 
Post  Lantern  Display 


Thu  will  incrfaif  your 
acllinf  power  and  add  at* 
trartueneu  to  your  pree* 
ent  line. 

Thie  beautiful  eye  catch- 
int  duplay  will  d»  your 
eetiinp  for  you,  it  will 
catch  the  attention  of  your 
cuetomere.  and  will  five 
your  laleemen  additional 
Item*  to  eell. 


One  each  of  the  above 
Item*  are  mounted  en  the 
lamp  poet  The  other  »et 
u  for  your  itock. 


Thu  parkafe  duplay.  Ready  To  Be  ln»talled.  will 
be  ehipped  direct  from  factory  to  you. 

Hend  for  epecial  dealer  price  lilt  and  free  rataloi 

RAYDON 

MANUFACTURING  COMPANY,  INC. 


1113  Mam  Street 
Fitchburg.  Massachusetts 


LET  THIS  ADVANCED 
IDEA  IN  GRILLES  CUT 
YOUR  INVENTORY  50% 


DUN(AN-MORRIS  (0. 

48  N.  VALLEY  ST.,  AKRON  3.  OHIO 


Your  DUN-MOR 
gritlei  come  witli 
modern  end  clips 
which  climinote  old 
style  flot  turned 
end  fobs  ond  the 
need  tor  two  grille 
widths  to  fit  the 
four  common  door 
sites.  Mode  to  fit 
36"  doors,  you  sim¬ 
ply  clip  off  ends  to 
exactly  fit  oil  nor- 
rower  doors  Pic¬ 
tured  is  No  29S8 
List  price  36  60 
Pocked  6  to  the 
carton 


14%  Increase  In  Sales  Of  Room 
Air  Conditioners  Forecast  for  1953 


The  heat  wave  of  the  pa.st  sum¬ 
mer  brouKht  a  .sell-out  of  Gen¬ 
eral  Klec  tric  room  air  conditioners, 
Harold  H.  Donley,  general  manager 
of  G-K’s  room  cooler  department, 
.said. 

Donley  added  that  his  depart¬ 
ment  did  as  much  business  with 
its  two  model.s— and  '*1  hor.se- 
l)ower — in  a  si.x-week  period  dur¬ 
ing  the  heat  wave  as  it  had  dur¬ 
ing  the  previous  six  months. 

He  .said  the  company’s  sell-out 
was  tyi)ical  of  the  industry  and 
represented  a  growing  consumer 
acceptance  of  room  air  conditioners 
as  a  necessity  for  better  and  more 
comfortable  living. 

Thi.s  Vear’.s  Sales 

He  de.scribed  thi.s  year  as  a  turn¬ 
ing  point  in  thi.s  respect.  During 
the  past  few  years,  he  explained, 
more  and  more  office  and  industrial 
buildings  have  been  air  conditioned 
and  more  and  more  working  people, 
accustomed  to  mechanical  air  con¬ 
ditioning  on  the  job,  are  demand¬ 
ing  it  through  room  air  condition¬ 
ers  for  their  homes. 

Industry-wide  sales  of  room  air 
conditioners  in  lU.'il  api)roximated 
2.')0,(KM)  units,  Donley  .said.  This 
year  they  are  expected  to  reach 

Forecast  for  lU.j.’f 

Next  year's  forecast  for  the  in¬ 
dustry  is  100,01)1)  units,  an  increase 
of  about  14  per  cent,  the  G-K  exec¬ 
utive  .said.  Without  disclosing  the 
company’s  production  or  .sales  unit 
tigures,  Donley  .said  the  company 
expei'ted  to  boost  its  room  air  con¬ 
ditioner  business  by  .‘15  per  cent  in 
105:1  in  compari.son  with  the  14 
per  cent  ri.se  for  the  industry. 

He  pointed  out  that  1052  i.s  the 
first  year  since  before  the  war  that 
General  KK'ctric  has  merchandi.sed 
room  air  conditioners  on  a  national 
.scale.  Last  year,  he  added,  the 
company  .sold  its  room  air  condi¬ 
tioners  on  a  limited  basis  in  14 


markets.  Public  re.spon.se,  he  said, 
indicated  the  company  had  a  prod¬ 
uct  that  met  the  demand  of  the  con¬ 
sumer.  The  acceptance  in  the  na¬ 
tional  market  this  year,  he  added, 
has  borne  out  la.st  year’s  test  ex¬ 
perience. 

Wall  Tile 

((’ontiniH)}  from  I’of/c  85) 

tile.  Wipe  with  cleaner — let  stand; 
then  go  back  to  first  area  and  finish 
cleaning  using  the  stick  de.scribed 
below. 

I’se  a  match  stick  or  a  soft  jiiece 
of  pine  wood  .shariiened  to  a  point. 
Gut  this  point  off  about  Run 
this  blunt  piece  of  wood  between 
the  joints  and  take  off  the  excess 
mastic  as  well  as  lesealing  the 
edges.  Now  apply  the  aluminum 
tile  cleaner  to  the  mastic  with  a 
.soft  brush.  Allow  to  .stand  about 
two  to  five  minutes.  Wipe  with  an¬ 
other  soft  cloth  dampened  with 
cleaner.  He  sure  to  leave  a  hairline 
of  mastic  so  that  the  edges  or  joints 
are  jiermanently  .sealed.  (Never  let 
the  ma.stic  .set  overnight;  it  be¬ 
comes  hard  and  very  difficult  to 
clean.)  Poli.sh  with  a  dry  cloth. 

You  might  suggest  to  your  cus¬ 
tomers  that  they  poli.sh  the  tile 
with  a  light  coat  of  auto  polish  or 
wax.  A  silicone  poli.sh  is  recom¬ 
mended- — obtainable  from  any  au¬ 
tomobile  acce.s.sory  .store. 


Glass  Jalousies 

{('onthnu’d  from  Page  56) 

in-between  air  space  which  is 
necessary  for  adequate  window 
insulation. 

Rej)orts  from  dealers  on  cu.s- 
tomer  attitudes  towards  jalousies 
are  jiretty  much  in  agreement.  In 
the  fir.st  jilace  they  are  attracted 
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OPENINGS. 


A  lew  choice  openings  are  available  to 
alert  deolers  and  distributors 
tor  famoui  MORT  Slo>A-Co  All- 
Weather  triple  track  combination!. 


WRITE  or  TELEPHONE  TODAY' 


Over  52  Years  Serving  the  Building  Trade 


mORT^ 


4th  &  GIRARD  AVE. 
PHILADELPHIA  23 


by  the  novelty  and  unu.'^ual  appear¬ 
ance  of  thi.-^  type  of  window.  Many 
have  never  .seen  a  jalousie  before 
and  are  immediately  charmed  and 
fascinated  by  the  salesman’s  sam¬ 
ple  and  his  photoRraphs  of  other 
installations. 

Hut  perhaps  the  main  rea.son  for 
customer  satisfaction  with  jalousie 
porch  enclosures,  accordinjr  to  one 
dealer,  is  the  feelinjr  of  livinjr  in 
the  outdoors  while  at  the  .same  time 
there  is  complete  protection  against 
insects,  rain,  snow  and  wind  and 
all  the  other  conditions  which  make 
outdoor  livinjr  uncomfortable. 


The  j'cneral  trend  in  modern 
housinjr  toward  faciliatinjr  outdoor 
living  is  very  heljiful  to  d€*alers 
.selling  jrlass  jalousies.  Thousands 
of  home  owners  and  especially 
their  wives  have  .seen  iiictures  of 
homes  with  larjre  areas. 

This  has  inspire*!  many  home  own¬ 
ers  with  screened  porches  or  plain 
open  patios  with  the  idea  of  en- 
closinjj  such  sjiaces  and  now  more 
and  more  of  such  enclosures  are 
beitiK  made  with  jahmsies. 

Typical  of  this  trend  is  the  ca.se 
of  the  customer  of  an  Ohio  dealer. 
The  home  owner  in  this  instance 
had  a  screened  in  porch  at  the  back 
of  the  house.  Me  enjoyed  having 
his  meals  on  this  porch  during  his 
leisure  hours.  Ibifortunately,  his 

{('lllltilllK  >1  OH  Pdfjf  88) 


Ik  ‘Triph  Truer  S 


We  ask  you  honestly  —  Compare  STO-A-CO  triple  track  com¬ 
bination  and  doors  with  any  other  combination  on  the  market. 
Compare  STO-A-CO  for  appearance  and  style  —  for  smooth, 
permanent  trouble-free  TRIPLE  TRACK  operation.  Compare 
them  any  way  you'd  like.  STO-A-CO  products  ore  built  to  stay 
sold  —  that's  why  more  and  more  smart  home  owners  ore 
turning  to  STO-A-CO.  Every  demonstration  proves  their  super¬ 
ior  qualify. 

ASSEMBLY  PLANTS  STRATEGICALLY  LOCATED 
To  Give  Prompt  EHicient  Service 


This  is  a  combination  man's  den  and  porch 
enclosure  showing  effective  use  of  glass 
jalousies. 

/•I:  ;  .  ,  nt.'sy  l  Co. 


Distributorship  fnguiries  Invited 


•‘•WIT  PM  Ml  IVMTNn  TO  OUT  PMfVai” 

POST  OPMCI  BOX  *7  Rhine:  Woylcnd  2411  O"'® 
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BUILDING  SPECIALTIES 


Not  This! 


But  This  I  1 1 


For  Belter  Plastic  Shapes  or  Profiles  See 
KESSLER  PRODUCTS  CO. 

1064  West  Federal  St.  Youngstown,  Ohio  Plione  39335 
Specialists  in  plastic  Extrusions  for  the 
Storm  Window  Industry 


PROTECTUDM 

the  miracle 

CLEANER-POLISH 

gives  a  lasting  NEW'^  LOOK 
to  all  natural  aluminum 

STORM  WINDOWS  &  DOORS 

Dealers  say: 

“It's  tlu*  answer  to  w«‘allier  anil  liiseoloratinn  problems  .  .  . 

U'siiles  bringing  in  extra-sale  profits.” 


► 


Samples: 

.Small  size — 75c* 

(talloii  can  $2.75* 

*.Seii(l  cash  with  order  and 
save  postage  and  C.O.D.  fees. 


PROTECTALUHI,  IMC. 

110  Center  Street,  New  Milford,  N.  J.  OHadell  8-61% 


Glass  Jalousies 

{Continued  from  Page  87) 

jtoreh  could  easily  be  ob.served  from 
the  nearby  hou.se.s. 

An  enterpri.sing  specialty  dealer 
removed  the  old  .screening  and 
in.stalled  jalou.sie.s  from  ceiling  to 
ceiling  to  floor  on  three  .sides.  Ob- 
.scure  gla.ss  was  put  into  the 
jalousies  on  one  side  to  shield  the 
porch  from  the  jtrying  eyes  of 
neighbors  and  plate  gla.ss  was  in¬ 
stalled  in  the  jalou.sie.s  on  the  re¬ 
maining  two  sides.  Now  the  cu.sto- 
mer  enjoys  eating  his  meals  on  the 
porch  when  the  weather  is  mild 
and  he  has  privacy.  He  has  plenty 
of  light,  air,  visibility,  freedom 
from  insects,  and  when  it  rains  he 
doesn’t  have  to  push  inside  the 
house  and  drag  all  the  porch  furni¬ 
ture  in  after  him. 

INtpular  With  Dealers 

From  the  dealer’s  point  of  view 
this  product  is  equally  .satisfying. 
There  are  no  real  in.stallation  prob¬ 
lems  and  the  units  are  sized  so 
that  they  can  easily  be  fitted  into 
any  opening.  They  can  be  erected 
on  top  of  a  bulkhead  or  completely 
fill  the  space  from  floor  to  ceiling. 
A  complete  wall  of  various  heights 
and  wiilth.s  can  be  made  by  bolting 
the  units  together  side  by  side  or 
one  over  the  other. 

There  are  adjustable  mullions  for 
spacing  the  units  to  a  desired 
width  and  various  ways  of  locking 
them  together  depending  on  the 
individual  design.  Any  competent 
mechanic  can  be  taught  to  do  the 
installation  work  in  a  short  time 
and  most  manufacturers  will  give 
the  dealer  some  help  in  in.structing 
or  training  a  man. 

Jalousies  can  be  a  big  ticket 
item  and  yield  good  profits.  A 
three-sided  installation  on  an  aver¬ 
age  porch  may  run  up  to  a  thou¬ 
sand  dollars  and  more.  Naturally 
sale.smen  like  to  sell  them  since 
the  commissions  on  a  big  contract 
can  be  quite  large.  This  is  not  to 
.say  that  all  jalousies  are  expensive. 
There  are  K  D  jobs  available  at 
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modest  prices  so  that  any  dealer 
can  reach  a  full  range  of  customers 
in  the  various  income  brackets 
from  high  to  low. 

In  addtiion  to  the  private  resi¬ 
dence  market  there  are  also  pos¬ 
sibilities  in  the  commercial  field. 
Glass  jalousies  make  ideal  parti¬ 
tions  both  in  homes  and  in  t)tfices. 
Here  also  obscure  or  clear  glass 
can  be  used  depending  on  the  need. 
Jalousies  can  be  used  where  offices 
are  partitioned  from  work  areas. 
In  such  cases  they  form  the  upper 
half  of  the  partition  or  wall  and 
at  the  same  time  they  j)rovide 
ample  ventilation. 


Texas  Dealer 

(Continued  from  Page  58) 

l)usiness  lK>gan  to  pick  up  con¬ 
siderably,  but  the  main  rea.son 
for  the  company’s  pleasure  and 
satisfaction  in  winning  fir.st  prize 
was  because  Mondstone’s  chief  com¬ 
petitor  along  with  more  than  200 
other  exhibitors  were  also  partici¬ 
pating  in  the  Home  Show. 

Kncouraged  by  this  success, 
.Muirhead  lost  no  time  in  purchas¬ 
ing  space  at  the  State  Fair  of 
Texas  for  1952  and  was  fortunate 
in  .securing  a  very  desirable  loca¬ 
tion.  Muirhead  is  looking  forward 
to  the  Fair  with  keen  anticipation 
bt'cau.se  over  2,000,000  i)eoi)!e  at¬ 
tended  the  event  in  1951  and  it  is 
expected  that  the  attendance  will 
be  even  greater  this  year. 

For  a  young  busine.ss  getting 
started,  Muirhead  strongly  advi.ses 
the  following  procedure — which  he 
states  will  {)ay  off  hand.somely,  not 
only  initially  but  as  long  as  the 
policy  is  continued. 

Give  your  customers  good  value 
for  their  money;  don’t  misrepre¬ 
sent  your  company  or  your  product. 
Keep  your  contracts  to  the  letter,  i 
Join  civic  organizations.  If  you  ! 
have  any  complaints,  take  care  of  ; 
them  immediately.  Pay  .vour  bills  ; 
promptly.  Re  fair  in  all  your  deal-  ■ 
ing.s — both  with  the  public  and  ! 
your  personnel. 

Muirhead  states  that  the  com-  ; 
(Continued  on  Page  dl)  I 


SECURITY 


f  ^  A  NEW  LINE  OF 

^^^CASEMENT 
- 1  STORM  SASH 


Outside  "Hinged"  Style... 

Permanently  installed,  extruded  alu¬ 
minum  Storm  Sash  opens  and  closes 
with  windows  and  are  hinged  for  easy 
and  quick  cleaning.  Perfect  double 
glass  insulation  is  assured  with  refrig¬ 
erator  door-type  weatherstripping 
around  storm  sash  and  vent.  Reducerl 
condensation  eliminates  unnecessary 
painting  and  repairs  Fits  both  Old 
and  New  Style  Casement  windows. 
All  hardware  is  solid  brass  and  plated. 

AVAILABLE  .  .  .  extruded  aluminum 
Combination  Basement  Sturm  Sash' 


Inside  “Ventilator”  Style... 

Safely  and  easily  put  up  or  taken 
down  from  inside  room,  extruded  alu¬ 
minum  Storm  Sash  reduces  condensa¬ 
tion  to  minimum,  provides  draft-free 
ventilation.  Window  swing  sections 
can  be  opened  and  closed  with  storm 
sash  or  screen  in  place.  Easily  in¬ 
stalled  without  removing  locking 
handles  or  window  operators.  Both 
storm  sash  and  ventilator  are  sealed 
all  around  with  rubber  gasket.  Will 
not  interfere  with  curtains  or  drapes. 

Plastic  sealed  glass  easily  replaced. 

DEALERS:  IVrite,  Wire  or  Telephone  tor 
Samples,  Literature  and  Price  Lists  .  .  . 


METAL  WINDOW  PRODUCTS  CO. 


Telephone  TOwnsend  8-4585 

385  Midland  Ave.  •  Detrnit  3,  Michiian 


Make  Double  the  Money  with  the 
KAUFMANN  PLAN  OF  MERCHANDISING 
COMBINATION  DOORS  AND  WINDOWS 

,4  plan  carefully  designed  to  give  you  two  advan¬ 
tages:  (I)  you  make  additional  profits  hy  selling  the 
most  complete  line  of  aluminum  combination  win¬ 
dows  and  doors  in  America,  and  (2)  it  provides  a 
proven  way  for  you  to  make  a  manufasturing  psofit. 
to  etfuip  a  plant  and  become  an  independent  manu¬ 
facturer. 

Write  for  the  Kaufmann  Plan 

[KAUFMANN  COMPANY 

17210  CABLE  •  DETROIT  12,  MICHIGAN 
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DEALERS 


WANTED 

in 

NEW  ENGLAND 

ior 

ANDERSON 
TRIPLE  TRACK 
COMBINATION  WINDOWS 

Direct  from  Manufacturer 
with  18  YEARS  of 
PRODUCTION  EXPERIENCE 

in 

COMBINATION  WINDOWS 
COMBINATION  DOORS 

Also  Wood  Combination  Windows 


Ai  fni  U  ffiilifU  (  (  n.,  lnt  . 


/>nu  tt\  Ai  t mu 

Arliny^tiifi ,  Mj\'. 

.  ^  - 7 6 2  K 


GLAMOUR  for  DOORS 
GOLDEN  PROFITS 
for  YOU 


Sell  youf  cuylomrri  thrse  protilobl"  anil 
oltroctivc  aluminum  SCROLL-ETTS  which  til 
any  door  They  will  add  profit  to  every  door 
vole  Finiihrd  in  GLEAMING  WHITE  rnomel 
or  semi  POLISHED  ALUMINUM. 

Write  for  Bulletin 
and  Trade  Discounts 


Heavy  Attendance  Expected  At 
NERSICA  West  Coast  Show  Oct.  27-29 


niHE  National  Estaltlishod  Rool- 
^  iiiK,  Sidintr  and  Insulating  ('on- 
tractors  Association.  Inc.  reports 
that  there  will  be  a  heavy  attend¬ 
ance  at  the  We.stern  ('onferenee 
and  Exposition  to  lie  held  at  the 
St.  h'raneis  Hotel  in  San  Francisco 
on  Monday  throujrh  Wednesday, 
October  27,  28,  29,  1952.  Responses 
have  been  received  from  dealer.-*, 
contractors,  manufacturers,  the 
FHA,  lending  aKcneies.  and  dis¬ 
tributors. 

On  Monday  (Oct.  27)  there  will 
be  a  forum  on  C'ontraetor-Lender 
relationshij)  after  the  Exposition 
has  Iteen  ojiened.  Two  other 
forums,  one  on  Insurance  prob¬ 
lems,  and  another  on  “Par  Deals’’ 
and  "Model  Homes”  will  take  plact* 
on  Tuesday.  On  Wednesday  there 
will  be  forums  on  .XERSITA  and 
Price  (’ontrol. 


Exhibitors 

Many  manufacturers  have  taken 
space  at  the  Expo.-*itioii  to  display 
their  jiroducts.  The  followinjr  com¬ 
panies  have  rcKif^teri'd  as  ex¬ 
hibitors.  (The  H>rures  before  each 
name  indicate  the  numbers  of  the 
booth  oceuiiit'd  by  each  company.) 

N'l). 

50  Aiiams  KiiKint'crin^j  Co.,  i’.O.  Box 
S7.5,  Oju.s,  Fla.  Vincent  O’Hara, 
•Ailv.  Dir. 

s  .Xeroil  Product.-  Co.,  liic.,  Wesley 
St.,  S.  Haekeiisaek,  .\.  .1.  —  .loseph 
Lynch 

24  .Xirtio  .Xluininuin  .Xwnintr  Co.,  481s 
\V.  .letferson,  Los  .Xnjreles,  Cal.  —  K. 
Fox 

I7\-18  .Xliiniatic  Corp.  of  .Xinerica. 
2081  S.  ."iiith  St.,  .Milwaukee,  Wis. — 
Irving  ,1.  .Moss 

12  Minks  .Mfjr.  Co.,  .1114-40  Carroll  .Xv.. 

Chicago,  111. —  K.  F.  XVatt.s 
21  L.  K.  Mishop  Air  Co..  2828  Ford  St., 
Oakland.  Cal.  L.  K.  Mishop 
2.')  The  ('a.seinent  Hardware  Co.,  012  N. 
.Mich.  .Xv.,  (^hieajro,  ill. —  L.  .M. 
Lamherton 

10  The  Celotex  Corp.,  120  S.  LaSalle 
.St.,  Chieatro,  III.  —  Cates  Fei'Lruson 
:!1  Certain -Teed  Products  Corp.,  120  K. 
Lancaster  St.,  .Xrdmore,  Pa. — .1.  E. 
.Mid  wood 

.'t:l  Emeo  (''ement  Prod.,  Ine.,  Paxino.-. 
Pa. —  Elliott  C.  Mesniek 


11  Dant  &  Kussell,  Ine.,  121  S.VV.  0th 
.Xve.,  Portland,  Oreiron 
1455  Custer  .Xve.,  San  Francisco, 
( 'al. 

28  The  Flintkote  Co..  Pioneer  Div., 
P.O.  Mox  2218,  l.os  .XiDieles,  Cal. — 
Harry  D.  Tajutart 

52  Crenis  .Xifir.  Co.,  50.‘{5  S.  0th  St., 
Klamath  Falls,  OreLron— C.  R.  Crems 

22  Keashey  &  Mattison  Co.,  .Xmhler, 
Pa.  —  L.  F.  .Mattetal 

51  Kirhy  Industrie.s.  5018  N’.  Temple 
City  Mlvd.,  Temple  City,  Cal. 

Id  Ludman  Corp.,  I’.O.  Mo.x  4541,  Miami 
28,  Fla. 

2  (till  Quaker  Paint  Co.,  P.t77  Mlake 
.Xve.,  Los  .Xnneles.  Cal. —  Max 
Coodman 

I  Orchard  Mrothers,  Ine.,  O.d  .Meadow 
Road,  Rutherford,  N'.  .1.  E. 

Orchard 

0  Pahi-o  Products,  Inc.,  475  Mrannan 
.St.,  San  Francisco,  Cal.  R.  R. 
Calloway 

!i  Owens-Corniiijr  Fiherjrlas  Corp.,  08 
Post  .St.,  .San  Francisco  4,  Cal. — 
.X.  C.  Mennett 

54  The  Pacific  Lumber  Co.,  100  Mush 
St.,  San  Francisco  4,  Cal.  —  .John 
H.  Klass 

20  Pomona  .Xluminum  .V  Redwood 
.Mouldinjr  Co..  774  Clark  .Xve., 
Pomona,  Cal.  Win.  (iraef 

55  R.C.S.  Tool  Sales  Corp.,  200  Moen 
.Xve.,  .Joliet,  III. 

7  Reynold,^  Metal  Co.,  2000  S.  Oth  St.. 
Louisville,  Ky. —  .M.  C.  Tobias 

27  .Xwninirs  Incorporated,  015  Ruherta, 
Clendale,  Cal.  —  HiiKh  Hawley 

•d  .X.  .Shelburne  Co.,  7.‘!9  Ceres  Ave., 
Los  .Xnjreles,  Cal. 

2d  I'nited  States  Cypsum  Co.,  2.d22  VV. 
•dr<l  ,St..  Los  .Xnjreles,  Cal.  .XI  r. 
Sikes 

II  Welsh  &  Mrcsce,  .10  Web.ster  St., 
Oakland,  Cal.  —  C.  E.  Mrcsee  (Hauck 
Mfjr.  Co.) 

5  .lohns  .Manvillc  Sales  <  Orp.,  110  .\ew 
.Montjromery,  San  f'rancisco,  Cal. 
(W.  .X.  Deal,  KIdjr.  Prod.  Div.) 

4  X’ictor  Tool  A-  .Machine  Corp.,  ,St. 
•loseph,  .Mich.  H.  .X.  Williams 

Hi  Stamlard  .Staple  Company,  45  Davis 
.St.,  San  Eraiicisco,  Cal.  —  .Mis. 
Trijruero 

20  California  .Jalousie,  luc  iX’an  Ness 
Louvre  Co.)  8.d5l  San  I’ernanilo  Rd., 
Sun  X’alle.v.  Cal. —  Ronaid  Mrunswick. 
M.  H.  Cood 


Commercia]  Uses 
of 

FOLDING  DOORS 
in  the 
November 
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Texas  Dealer 

(('ontitnud  frain  I'tuH  89) 

pany’s  main  income  is  derived  from 
its  artificial  stone  sidinjr  althoiiKh 
the  company  is  in  the  jreneral  home 
remodelinjr  business.  When  people 
are  making  a  major  improvement 
like  Kondstone  of  Dallas,  almost 
invariably  they  want  to  include 
other  improvements  that  they  have 
been  contemplatinjr.  Since  95^  of 
Muirhead’s  business  is  handled 
by  mortvtaKe  loan,  this  is  not  too 
diflicidt.  Accordingly.  Dondstone 
does  foundation  work,  roofs,  i»ic- 
ture  windows,  ornamental  iron, 
metal  window  .screens,  adds  rooms, 
remodels  interiors  in  either  paper 
or  sheet  rock,  and  textone,  in.stalls 
metal  awniiiKs,  concrete  porches 
and  driveways,  jjatios,  etc. 

Most  (»f  this  other  work  is  han¬ 
dled  by  sub-contractors  who  have 
been  carefully  >creened  and  chostm 
by  Bond-stone.  The  company  insists 
that  its  own  pei'sonnel  do  j^ood 
(piality  work  and  insists  alsit  that 
its  sub-contractors  do  the  same. 
A  sub-contractor  is  not  i)aid  until 
the  customer  has  been  contacted 
and  advises  the  company  that  the 
work  has  been  done  to  his  satisfac¬ 
tion. 


Inslallat  ion 

.All  installation  of  stone  sidinjr 
is  done  by  the  company’s  own 
trained  personnel.  Tht're  is  a  coji- 
st  met  ion  su|)erintendent  who  ov»>r- 
.sees  the  entire  construction  opera¬ 
tion.  He  is  familiar  with,  has 
actually  done,  and  is  exi)erienc*‘d 
in  all  phases  of  Hondstone  installa¬ 
tion. 

The  superintendent  is  paid  by 
the  week  and  the  installation  crews 
are  paid  by  the  .sipiare.  in  other 
wonis,  .so  much  per  100  stpiare 
f  »'et . 

.Application  of  stone  ty|)e  sidiny 
is  a  busine-s  all  to  itself  and  it 
has  been  found  that  a  man’s  pre¬ 
vious  ex))erience  is  not  too  im¬ 
portant  since  he  is  trained  in  com¬ 
pany  methods  and  watched  closely 

(('out i D m  (1  OH  l‘(i(i<  92) 


iExtelum 


Triple  Track 

-Com^Ttion  WINDOWS 


Sales  come  eosy  with  FXCELUM  windows  be- 
couse  you’re  selling  top  quolitv  Engineered 
from  the  finest  extruded  aluminum,  they  have 
eliminated  service  colls  Sales  resistonce  melts 
when  you  sfrow  EXCELUM'i  exclusive  features 
and  rigid  construction 


Cxcflum 


COMBINATION 

ALUMINUM 


DOORS 


Write  for  Oetoifs  of  Our  Ditiribuier  KD  PLAN. 


Jamaica  Sash  &  Door  Co. 


I6SS  Jericho  Turnpike, 
^cw  Hyde  Pork,  L.  I 


92 


BUILDING  SPECIALTIES 


•  •  a  new  oppori unity  ^ 

^  w^aitinfit  fiir  you! 

SELL  WILLIAMS  OARAGES 


*  Kiln  Dried,  No.  2 
or  Better  Lumber 


*  215-lb.  Shingle  Roof 


*  3 — 20x25  Windows 


*  Concrete  Foundation 


*  Strand  All-Steel 
Overhead  Door 


New  Beauty  New  Deyignt  New  Prices 

Now  is  the  time  to  capitalize  on  new  business.  WILLIAMS  garages  come  ready 
to  assemble  —  with  the  finest  materials  throughout. 

Get  the  Awaiting  Business  Now 

"Garages  Our  Specialty  —  Not  a  Sideline" 

WILLIAMS  Lumber  &  Mfg.  Co. 

4039  (ole  Brillianie  •  SI.  Louis  8,  Mo. 


Texas  Dealer 

(Continued  from  Page  91) 

to  .see  that  he  follows  them.  The 
parent  organization,  Emco  Cement 
Products,  Inc.  provided  trainees 
for  new  dealers  as  well  as  furnish¬ 
ing  specifications  for  Hondstone. 

Bond.stone  of  Dallas  currently 
employs  .seven  .salesmen.  These 
.salesmen  were  specifically  trained 
by  Muirhead;  new  salesmen  are 
trained  by  the  latter  and  current 
personnel.  Sale.smen  are  paid  on  a 
commission  basis.  One-half  of  their 
commi.s.sion  is  due  and  payable 
when  the  contract  is  accepted  by 
the  company  and  the  work  .start(*d; 
the  other  half  when  the  job  is  com¬ 
pleted  and  the  money  collected. 

The  company  is  now  doing  radio 
advertising,  theatre  screen  adver¬ 
tising,  and  .some  newspaper  adver¬ 
tising.  Telephone  solicitation  is 
also  important. 

Photos  Taken 


M-SecU  "KD  ”  WINDOW  KITS 


MAKE  YOU  MORE  MONEY 


y-Seal  CORPORATION 

1300  Batavia  Avenue,  Royal  Oak,  Michigan 


ASSEMBLE  These  Aluminum  Combination 
Storm  Windows  YOURSELF. 

NO  EXPENSIVE  EQUIPMENT  NEEDED! 

Smart  dealers  are  buying  V-Seal  knocked- 
down,  "picture  frame"  windows — assembling 
them  themselves  and  pocketing  the  savings. 
Assembly  of  these  sturdy  windows  is  easy 
— only  $10.00  worth  of  tools  necessary. 
Anyone  can  do  it — in  the  shop  or  on  the  |oh. 
Installation  is  just  as  simple.  New,  exclusive 
V'-Seal  "picture  frame”  construc¬ 
tion  fits  all  modular  windows — 
gives  weathertight  fit — ends  costly 
on-the-job  fitting  and  adjustment. 


I«y  at  Distrftatars  Prices  .  .  .  Moke 

Ciwkieid  Distrkvter,  Dealer  aad  Retailer's  Prefit 

All  V-Seal  products — Aluminum  Combination 
Windows.  Storm  Sash  for  Steel  Casements  and 
Basement  Sash  can  be  bought  knocked  down — a 
feature  that  makes  it  possible  for  you  to  sell  them 
lower,  yet  make  more  profit. 

latfarn  Dhrhleii,  471  Balmont 
Avanua,  Hala4a«,  Now  Jartay 
Wostoni  Divbion,  1IS4  $.  eth  Straat,  St.  Louli 


•f 


The  Cemplete  line 


MittouH 


Cambifiation  Storm  Windewt 
plys  Storm  Sosh  tor  Stool 
Cosomontfi  ond  Botomont 
Windowi. 


Muirhead  state.s  that  taking 
photos  of  the  jobs — one  before  any¬ 
thing  is  done  to  the  hou.se  (in  black 
and  white)  and  the  other  when 
I  the  job  is  complete  (in  color)  has 
!  been  very  successful  and  created 
!  quite  a  large  and  beautiful  picture 
kit.  The  company  puts  the  custo¬ 
mer’s  name  and  addre.ss  at  the 
bottom  of  each  picture  and  invites 
prospective  customers  to  contact 
I  any  or  all  of  the  people  that  have 
I  had  work  completed.  Also,  cu.sto- 
mers  are  given  a  small  card  called 
“prospect  card.”  This  is  for  the 
purpose  of  advising  Bondstone  of 
Dallas  of  any  of  their  cu.stomer’s 
friends  or  neighbors  who  might  be 
I  intere.sted.  Spaces  are  provided  for 
I  the  cu.stomer’s  name  and  the  pros¬ 
pective  customer’s  name,  address 
'  and  phone  number.  For  each  one 
:  of  these  prospects  that  buys  Bond- 
;  .stone,  the  customer  submitting  the 
tip  is  given  a  Courte.sy  Commission 
of  $25.00.  All  this  is  in  line  with 
the  company  policy  which  is  “our 
I  customers  have  proven  to  be  our 
greatest  asset.” 
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Concerning  installation  person¬ 
nel,  a  stone  crew  consists  of  either 
three  or  four  men — depending  upon 
how  each  individual  crew  wishes  to 
operate.  The  initial  investment  in 
e(juipment  and  materials  is  not 
very  lar^e.  After  a  dealer  has 
achieved  a  successful  ot)eration.  he 
naturally  requires  more  personnel, 
equipment  and  material. 

Today  Bondstone  of  Dallas  is  a 
very  succe.ssful  ojjeration.  It  has  a 
^ood  reputation,  a  Ko<'d  credit  rat¬ 
ing  and  is  doin^  a  fine  volume  of 
busine.ss.  Most  important  of  all, 
Bondstone  customers  are  also 
friends.  Muirhead  .states  that  he 
is  completely  “sold”  on  his  product, 
his  personnel,  and  the  parent,  Emco 
Cement  Products,  Inc.  “With  a 
combination  like  that.”  he  states 
confidently,  “ — how  can  you  mi.ss?” 

Venetian  Blinds 

{VontituK’d  from  Page  60) 

.so  many  problems.  With  Venetian 
blinds,  they  could,  by  simple  ad¬ 
justment,  allow  any  decree  of  na¬ 
tural  lijrht  they  wished  into  a  room. 
Privacy  is  po.s.sible  without  stop¬ 
ping  the  circulation  of  air  by  sim¬ 
ply  tilting  the  slats  to  the  i)roper 
angle.  The  sun’s  rays  can  be  de¬ 
flected  in  the  summer,  protecting 
exfHMisive  furnishings  and,  at  the 
same  time,  keeping  the  room  much 
cooler.  Regardless  of  decorating 
|)eriod  or  color  scheme,  Venetian 
blinds,  l>ecau.se  of  their  simplicity, 
are  always  in  perfect  decor. 

The  changes  in  manufacturing 
processes  and  the  new  materials 
not  only  improve  the  functional 
qualities  and  appearance  of  Vene¬ 
tian  blinds,  but  al.so  have  brought 
down  prices  to  the  level  of  the  mass 
consumer  market.  In  fact,  on  a  long 
range  basis.  Venetian  blinds  are  less 
expensive  than  other  types  of  win¬ 
dow  covering. 

Couple  all  of  this  with  decorative 
advantages  and  you  will  not  won¬ 
der  why  the  .sales  grew  so  rapidly. 

Too  few  sales  organizations  or 
sales  |H‘ople  have  realized  the  vast 
(Continned  on  Page  94) 


there’s  a  CALBAR  product  for  every  > 
I  caulking  job . . .  aud 

mmmtrmm! 


CMBIiR  Pressure  Buns 

For  caulking,  pointing, 

Z  dozens  o<  gs.  a 
CMBAR  gun  IS  the  line  P 
rtiired  A  complete  'me  ol  sizes. 
Sdmg  a  la.ee  assortmenl  ol 
detachable  nozzle  styles. 


C«M»  ‘‘Cam-, -Seal" 

Comfoaai 

e/asf(C(zed”  „„„ 


»w«  edits 


wwt-iodo  CdsrsiBcii 


V- 


Writ*  for  noan* 
•I  yawr  naormt 
d»trilNit*r 


CALBAR  PAINT  A  VARNISN  CO. 

MANWACTIMlItS  Of  TiCHNICAL  MOOUCn 
2612>26  N.  Martha  Str««t  *  Philadelphia  25,  Panntylvania 


PRODUCTION  MANAGER 

Currently  in  full  charge  metal  storm  sash  manu¬ 
facturing.  Top  machine  tool  background.  Wishes 
change  on  long  term  basis.  Mid-thirties,  married, 
children.  Write 

Box  371  —  BUILDING  SPECIALTIES 
425  Fourth  Ave.  New  York  16,  N.  Y. 
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^O^Complete 
Stocks  of 

Alummun' 

NVolding 


to  serve  the 


BUILDING 

SPECIALITIES 

INDUSTRY 

Prompt  Shipments 


Aluminum  Molding 


WKITI  TODAY  TOR  COMPUTE  CATALOG 


2116  Peachtree  Rd.,  Atlanta.  Ca 
2915  San  jacinto  St.,  Dallas.  Tex. 


Dustite 

GASKET 


For  Metal 
Casement 
Windows 


tlw  Dvil.i.  gaih.i  It  d«i,gn«d  «itti  on  ol.udid  piatiK  leal 
ing  l.p,  lo  h«p  melol  (oiamant  >.,nda»i  OUST  TIGHT.  STOIM 


tight,  DtATT  TIGHT,  XAIN  TIGHT,  and  WIND  TIGHT  loty 
tnUoli 


In  Summer  DUSTITE  seolf  outside  heat  from  oir 
conditioned  tiomes. 

i 

^  Excellent  for  use  m  control  of  condensotion 
where  storm  windows  ore  used  A  smolt  od  in 
'  your  locol  poper  will  outomoticolly  bring  pros- 
'  pects  tor  storm  windows  into  your  soles  room 
j  without  convossing  Dustite  Gosket  is  a  reol 
I  troffic  builder  ond  prospect  tinder  tor  storm 
windows  ond  oil  home  improvement  items  Sold 
I  under  ten-doy  money  bock  guorontee. 


DUSTITE 

PRODUCTS  COMPANY 

«  CANTERIMY  M.  •  OATTON  t.  OHIO 


DEALERS  WANTED 

WRITE  FOR  FULL  DETAILS 


Venetian  Blinds 

(('out  in  lift!  from  Poffc  9:?) 

potential  of  this  market.  Too  many 
have  realized  the  demand  and  have 
used  this  must  home  furnishin>? 
item  as  a  football.  They  have  u.sed 
it  as  a  wedjre  in  making  other  .sales 
instead  of  doing  a  .selling  job  and 
realizing  additional  profit. 

Take  time  out  to  investigate  .and 
learn  the  many  .selling  features  of 
(piality  Venetian  blinds  .so  that  your 
selling  job  will  take  on  the  appear¬ 
ance  of  a  service  to  your  prospec¬ 
tive  customers.  Kvery  prospective 
purcha.ser  wants  to  know  irhj/  as 
well  as  how  much.  If  you  explain 
irhji  first,  how  much  becomes  less 
important. 

Thorough  coverage  of  every  blind 
street  can  lie  very  profitable  and 
can  lead  to  other  .sales  of  related 
items. 


Folding  Doors 

(Continiutl  from  Poijt  .ad) 

Homes  and  .Apartments: 

The  folding  door  is  practical 
and  advantageous  for  any  home  or 
apartment  installation  except  in 
those  few  ca.ses  where  extreme 
privacy  is  demanded,  such  as  bath¬ 
rooms  and  powder  rooms.  Its  most 
obvious  advantage  is  that  it  elim¬ 
inates  the  nt'ed  for  door-swing  area 
in  close  quarters,  jiroviding  more 
space  and  freedom  for  attractive 
furniture  arrangements  and  dec¬ 
orative  balance. 

Interior  Rooms 

It  can  be  used  for  door  closure 
between  interior  rcMinis  such  as 
kitchen-dining  room,  bedroom-hall, 
livingrooni-den,  in  fact,  between 
any  two  rooms  where  the  area 
wa.sted  by  conventional  door  swing 
can  be  put  to  good  use  for  more 
spacious  living. 

For  clothes  closets  and  ward¬ 
robes,  the  folding  door  is  particu¬ 
larly  useful.  The  doors  may  be 
hung  in  standard  doorways,  or,  to 


CHICAGO 

METAL 

STRIP 

COMPANY 

Maftniacturers  of: 

METAL  WEATHERSTRIPS 
for  wood  &  metal  windows 
-  SASH  BALANCES 
^  Brass  Cr  Aluminum 
THRESHOLDS 

2L  C^ustoni  Rolling  of 
Special  Shape's,  Screen 
Frames  and  Screen  Guides. 
Write  frtr  eornplete  e^talogue  Julu. 

4521  NORTH  CLARK  STREET 
CHICAGO  40,  ILLINOIS 

Phone:  LOngbeoch  1-S122 


Worid's  first  pockaged 
oluminum  av#ning 


lets  you  fit  ony  size 
window  — from  stock! 


Here's  the  big  news  in  metal  awn¬ 
ings— Childers  Aluminum  Awnings 
are  campletely  packaged  with  all 
fittings  at  the  factory.  No  special 
tools  or  tedious  assembly  required. 
Gleaming,  boked-on  enamel  finish. 
Leakproof  yet  ventilated.  Rot- 
proof,  fade-proof,  rust-proof. 


Dealers  write 

Childers  Mfg.  Co. 

3020  Woet  nth  St. 
Houston  Be  Toxos 


CHILDERS 

All  ALUMINUM 


(See  Poges  30  a,  b.  c  and  d) 
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“build”  a  closet  in  a  room,  they 
may  be  hunK  directly  from  the 
ceiliiiK,  thereby  eliminatinij:  expen¬ 
sive  wall  construction. 

New  K<M»ms 

The  creation  of  “new"  rooms 
with  the  aid  of  folding:  doors  as 
room  dividers  is  another  important 
use  for  this  amazingly  versatile 
product,  for  with  it  virtually  any 
r(H)m  can  be  made  to  do  double 
duty.  The  livingroom-dining  rc»om. 
for  example;  equipped  with  fold¬ 
ing  doors  such  a  room  can  be  used 
as  one,  or  instantly  divided  for 
.separate  functions,  ju.st  as  any 
“dual”  area  can  be  divided  with 
equal  ease — such  as  combined  din¬ 
ing  room-kitchen,  bedi’ooms  when 
two  or  more  separate  sleei)ing 
units  are  desired,  basement  game- 
and-utility  rooms,  etc. 

P'urthermore,  in  aimrtments, 
apartment-hotels,  hotels  and  simi¬ 
lar  dwelling  units,  the  folding  door 
is  ideal  for  such  applications  as 
closure  for  pullman  type  kitchen¬ 
ettes,  and  in-a-door  Ix'd  closets. 
The  folding  door  can  thus  be  u.sed 
anywhere  in  the  home  where  its 
remarkable  versatility  permits  the 
highest  degree  of  flexible  living  in 
restricted  space. 

Institutions: 

In  institutions,  the  folding  door 
is  finding  new  and  unusual  u.ses.  In 
.schools,  fisr  example,  a  large  area 
can  be  divided  into  any  number  of 
small  rooms  for  .separate  cla.s.ses, 
yet  the  whole  space  is  quickly  avail¬ 
able  for  auditorium  or  other  large- 
group  activitie.s.  This  applies  also 
to  churche.'  where  folding  doors 
can  be  utilized  to  provide  individual 
areas  to  the  side  or  rear  for  chapels 
or  instruction  or  council  rooms  as 
the  occasion  may  demand. 

In  hospitals  of  all  kinds,  in  clin¬ 
ics  and  infirmaries,  the  “.screened 
bed”  is  gradually  disappearing.  In 
its  place  the  folding  door  is  being 
employed  in  multiple-bedrooms  for 
quick  and  more  satisfactory  .sepa¬ 
ration  of  one  bed  from  another. 

This  article  will  be  continued  in  the 
November  issue. 


Wilt'll  you  want  QUALI  FY  wliitlows 

You  Can’t  Beat  Redwood 


C’lit'ck  llit'sr  proven  lacts: 

1.  KEDWOOI)  is  one  of  the  world’s 
finest  insulators! 

2.  Heat  flows  thru  steel  260  times  as 
fast  as  thru  REDWOOD! 

.1  Heat  flows  thru  aluminum  1160 
times  as  fast  as  thru  REDWOOD  ! 

4.  REDWOOD  used  by  the  (  AMI*- 
REEE  SASH  WORKS  shows  less 
shrinkage  anti  sirelling  than  con¬ 
crete! 

REDWOOD,  —  even  under  condi¬ 
tions  that  favor  decay,  —  is  one 
of  the  world’s  most  durable 
wdods! 

6.  REDWOOD  DEAI,ERS  show  a 
greater  percentage  of  profit  per 
dollar  of  merchandi.se  sold. 


C-\MI*BEId/S  Redwood  (Combination  Windows  are  the 
finest  quality  obtainable. 


THE  CAMPBELL  SASH  WORKS 

2f09  WILSON  AVENl'E  CAMPBELL,  OHIO 

I’hone:  52615 


^ew//  m  mjm  v'STRiNGtR 


NEW!  "POLAR  QUEEN"  Extruded  Aluminum 
Anodized  Storm  Windows  and  Doors 

WINDOWS  —  Special  track  design  —  with  triple  profits 
for  you! 

DOORS  —  Mode  right  by  men  with  the  'know-how."  Fast 
delivery  assured. 

A.  H.  STRINGER  COMPANY 


209  Wolnut  Street 


Girard,  Ohio 
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BUILDING  SPECIALTIES 


...  silicone  masonry  water  repellent 
^  year  'round  business 
OFFERS  and 

^  healthy  profits 

to  alert  sales  organizations 

Inditidual  homes,  apariments,  sihools,  factories,  churches,  office  and  public 
buildings  all  require  t.KYSTAL  protection  to  keep  ssalls  dry,  preserve  tuck- 
tsointing,  present  staining  efflorescence,  etc.  CRYSTAL,  original  silicone  invisible 
masonry  water  repellent,  provides  advantages  offered  by  no  other  material. 


The  VC'i’rJack  (Chemical  (a).,  manufacturers  of  CRYSTAL,  pioneered  and  de- 
velo|H‘d  silicone  masonry  water  repellents.  It  holds  U.  S.  Patent  No.  2,57i,l6H 
covering  exclusive  rights  to  the  application  of  silicone  water  repellents  to 
mas<inry.  f)nly  products  licensed  under  this  patent  may  be  applied.  C.RYSTAL 
has  been  used  with  acclaimed  success  on  many  of  the  most  famous  structures, 
both  private  and  national,  in  America.  Specified  by  leading  architects,  it  may  he 
applied  all  year  'round -even  in  freezing  weather. 


Ol:  r  INTO  'I  HIS  FILI.I)  . . .  Vi'e  are  interested,  now,  in  franchising  organizations 
equip|>ed  tt>  sell  waterproofing  jobs,  and  to  arrange,  with  our  help,  in  getting 
them  done.  >X'e  train  your  sales  force,  give  you  full  patent  protection.  Vt’e  fur¬ 
nish  (  RYSTAL  at  lowest  distributor  prices.  Profit  possibilities  are  excellent  both 
for  hard  selling  organizations  able  to  finance  their  own  work  and  for  their 
salesmen. 


II  Kil  l  l\ 

( ()\i  ini  \(  i: 


CHEMICAL  COMPANY 


4940  FYIER  AVENUE  •  ST.  LOUIS  9.  MO 


CORNER  GRILLES 
The  One  Size  One  Model  Grille 
For  Any  Door  28''  or  More  Wide 

CORNER  GRILLES  can  be  used  in  many  dif¬ 
ferent  combinations  of  graceful  designs. 
CORNER  GRILLES  are  available  in  pairs  or 
sets  of  four. 

CORNER  GRILLES  can  be  installed  on  any 
make  aluminum  or  wood  door  on  the  market. 
CORNER  GRILLES  have  the  same  hand 
burnished  finish  as  all  DEC-O-GRILLES. 
CORNER  GRILLES  are  made  of  the  finest 
63ST5  tempered  aluminum. 

CORNER  GRILLES  are  all  extruded  aluminum. 
CORNER  GRILLES  need  no  clips  for  attach¬ 
ment  as  the  outside  edge  is  made  with  V7  x  V2 
angle. 

Size:  14»/2"  X  25". 

Packed  24  to  a  carton. 

•  80  new— difftrciit  designs  to  fit  all  sins  and  makes  ef  doors! 

•  Evory  design  constructed  ef  the  finest  extruded  aluminum! 

•  Immediate  delivery  of  stock  dosigns— any  quantity! 

•  Custom  designs  to  order! 

DEC  -  0  -  GRILLES,  INC. 

470  Park  PI.  Long  Boock,  N.  Y. 

Phone:  Long  Beach  6-1644 

Sen4  for  the  NIW  llluttnt^d  Catalogu*  and  Sampla 
Today. 


B.  S.  Reporter 

(Continmd  from  Page  64) 

I  Midence  Appointed  Sales 
Director  By  Orchard  Bros. 

j  Lui.s  Midence  has  been  appointed 
;  Director  of  Sale.s  at  Orchard  Bros., 
i  Inc.,  manufacturers  of  aluminum 
roll-up  awniiiKs  in  Rutherford,  N.  J. 


Luit  Midence 


I  His  enyrineeriiiK  e.xperience  be- 
Kan  at  Dupont  where  he  was  assi.s- 
tant  plant  metallurgist  and  main¬ 
tenance  superintendent.  After  13 
I  years  there,  he  formed  a  corpora¬ 
tion  for  the  purpo.se  of  manufac- 
;  turinK  aluminum  awnings  and  allied 
i  building  specialties.  He  was  presi¬ 
dent  and  general  manager  of  this 
j  company.  A  year  later  he  formed 
j  another  corporation  to  di.stribute 
I  mill  and  building  products  for  Rey- 
I  nolds  Metals  Company. 

Following  this  he  acquired  an 
j  interest  in  a  New  York  concern  and 
j  also  had  exclusive  .selling  rights  for 
:  painted  aluminum  coil  stock  for  a 
company  in  New  Jersey. 

I  He  joined  Orchard  Bros,  last 
I  October. 

I  e  *  * 

Aluminum  Awning  Corp. 
Takes  Over  Baker  Metal 
Awning  Co. 

I  Aluminum  Awning  Corporation 
j  has  taken  over  the  facilities  and 
i  plant  of  the  former  Baker  Metal 
Awning  Company,  manufacturers 
of  the  Baker  Adjustable  Aluminum 
Awning. 

James  J.  “Jim”  Grant,  president 
of  the  new  company  has  started 
immwliate  production,  manufactur¬ 
ing  a  complete  line  of  Adjustable 

(Continued  on  Page  99) 


On  the  House 

(Coiithnitd  from  Pa<fe  1.‘?) 

iiiK  agencies  on  July  25th,  “If  the 
volume  of  Title  1  loans  reported 
for  insurance  continues  at  the  rate 
loans  were  rejxu’ted  in  the  months 
of  May  and  June  ...  it  is  cufioiatcd 
that  the  total  amount  of  loans  out¬ 
standing  vvill  reach  the  .statutory 
maximum  within  the  ti(xf  fnr 
monthx.  Thereafter,  the  register¬ 
ing'  of  loan  reports  submitted  for 
insurance  recordation  will  neces¬ 
sarily  be  limited  to  an  amount 
equal  to  the  1i(iiii(hitioii  of  the  out¬ 
standing  loans  throuKh  .schedidt'd 
amortization  and  prepayments.  .  .  . 
ft  is  eHtimatvd  that  the  current 
rate  of  liquidation  of  loans  out¬ 
standing;  in  the  hands  of  the  in¬ 
sured  is  approximately  75  milium 
dollars  per  month,  so  this  amount 
will  he  available  .  .  .  and  should 
permit  continued  operation 
through  the  balance  of  the  year. 
'I'he  extent  (»f  delay  in  register- 
inK  l«*an  reports  which  may  be 
expected,  should  the  maximum 
authorization  he  reached,  will  de¬ 
pend  on  the  I'filume  of  loans  re¬ 
ported  in  excess  of  75  million 
dollars.” 

in  other  words,  although  an 
emergency  exists,  the  FHA  thinks 
it  will  probably  manaKe  to  Ket 
through  to  the  end  of  year.  Ky 
that  time  ('onpre.ss  will  undoubted¬ 
ly  extend  the  statutory  limit  and 
>rive  the  KHA  more  leeway  in  which 
to  operate. 

Dealers  would  be  well  advised 
to  write  to  their  ('onjrre.ssmen  and 
Senators  about  this  situation  and  i 
the  louder  the  screams  the  quicker  : 
Washinprton  will  take  action. 


plastic  tile  ^ 


^  The  MUantie  Tile  Ihnt  nteann 


We  are  pleased  to  announce  that 
\  we  now  can  deliver  all  colors, 
^  \  as  previously  shown  in  our 
I  \  complete  line. 


GOILDCRfiST 


COMPANY 

ma  n  ufacturtrt  of  plaifle  tllo 

2938  West  63rd  Street 
Chicago  29,  Illinois 


\  Read  about  the  < 

f  f 

I  Survey  of  the  Home  / 

^  Improvement  Industry  ^ 

^  by  this  publication  / 
/  in  the 

I  November  ^ 

''  BUILDING  SPECIALTIES  / 


You  may  use  the  eiperienre  we  have  gained  over  many 
years  supplying  eonibination  window  and  door  manu- 
faeturers.  Guaranteed  shipment!  on  regular  trhedules. 
I.et  us  help  you  lolve  your  problem!. 

Direct  Mill  Shipmrnt$  Only 


Zm  metal  casement  windows 


r 


II  u 


fl  (jj  jj 

'  ,,r.  “ 


These  homes  of  o  radar  station  in  Fort  Peck,  Mont.,  were  sided  with  insulating  siding. 


custom  kit  for  every 
unit.  Kit  includes  weoth- 
I  er  strip  and  tube  of 

cement. 

You  sell  kit  for  3  high  for  only  88c, 
kit  for  4  high  for  $1.00.  Easy  installa¬ 
tion  by  customer. 

Send  60c  for  sample  4  high  window  kit. 

NATIONAL  WINDOW  CO. 

6905  W.  Grand  Ave.,  Chicago  25,  III. 

Draltii  Wanted  —  Write  tor  Oetoi/i 


NEir 


Peerless  Grille  Co.  Nightmgaie  9  3845| 

8811  Fostef  Avenue  Brooklyn  36.  NT 


The  man  who  named  ('hinook, 
Mont.,  either  didn’t  know  what  the 
name  mean.s  or  he  fir.st  visited 
the  town  in  late  sprinkr  or  mid¬ 
summer. 

“('hincMtk”  is  the  Indian  name 
for  a  warm,  moist  wind.  The  six 
families  who  went  to  Chinook  three 
years  ajiro  to  man  the  radar  out- 
jxist  station  at  Ft.  Peek  for  the 
U.  S.  Sijrnal  Corps  can  tell  you 
that  ('hinook  can  hardly  be  called 
warm,  especially  in  mid-winter. 
'I'he  newcomers  were  prepared  for 
cold  weather,  but  even  .so,  they 
were  sli^,^■)tly  shocked  the  tir.st 
morning  they  awoke  to  tind  the 
mercurv  near  the  bottom  of  the 


Hints  To  Salesmen 

I  lit  >11  Ptij/c  ttO) 

.-).  Is  your  product  displayt'd 
‘‘fntnt  and  center This  means 
not  only  display  in  the  technical 
sense  in  your  company  display- 
rooms.  but  the  kind  of  disjilay 
methods  you  carry  with  you.  Y’our 
product  must  be  “on  stajre”  all  the 
time — not  only  statically  in  a  dis¬ 
play  room,  but  by  presentation  of 
literature  and  sami)le,s  throuKhout 
ever.v  sales  talk.  A  strong  sales 
talk  is  easy  on  the  ears — but  it  is 
frequently  the  “eye  appeal”  of  the 
product  that  actually  decides  the 
customer,  flood  samj)le.s — plentiful 
samples  —  colorful  literature  —  all 
presented  as  clinchers  to  the  sales 
talk  —  are  invaluable  aids  that 
should  readily  be  called  upon. 

(i.  Do  you  demonstrate  prop¬ 
erly’/  Demonstrations  of  your 
product,  presentation  of  printed 


thermometer,  155  dejrrees  below 
zero. 

Fortunately,  builders  of  the 
homes  provided  for  the  P't.  Feck 
families  knew  all  about  the  rifror- 
ous  climate,  and  all  about  the  rijjht 
insulation  for  making  life  com¬ 
fortable  desj)ite  it.  They  used  sup- 
l)Iementary  insulating  materials  in 
the  ceilitiK,  and  then  tinished  all 
the  sidewalls  with  stroiiK.  one-half¬ 
inch  insulating  siding  which  in¬ 
sulated  the  sidewalls  against 
(’hinook’s  cold  winter  winds. 

When  the  wind  outside  more 
closely  resembles  an  arctic  blast 
than  a  “chinook,”  the  people  at 
F't.  Feck  are  warm  and  comfortable 
inside  their  insulated  homes. 


material,  anecdotes,  both  printed 
and  verbal  back-up  at  the  time  of 
sale — all  these  should  l)e  brought 
into  f«>rce  for  powerful  selling. 

7.  Do  you  have  a  stock  of  exam¬ 
ples  of  “i)roduct  in  use’.’’’  (5an  you 
point  out  to  customers'  out.standing 
installations  of  your  i)roduct  in  use 
— (tr  customer  exjjeriences.  One  of 
your  most  i)owerfuI  -selling  wea¬ 
pons  is  in  bringing  out  choice  ex- 
am|)les  of  successful  installation.s — 
and  using- them  to  illustrate  points 
in  your  sales  talk. 

N.  Do  you  capitalize  on  local 
events’/  Do  you  create  favorable 
conditions  w  hich  expand  your  sales 
(»pportunities’/  Do  you  tie  in  your 
products  with  such  events  as  local 
cimtests,  promotional  campaigns 
and  seasonal  activities’/ 

The  sales  pointers  listed  above 
slunild  result  in  “good  luck”  in  the 
form  of  good  sales. 


NATIONAL 

clear  plastic 
WEATHERSTRIPPING 
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35  Below  Outside,  But  Montana 
Homes  Are  Warm  Inside 
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B.  S.  Reporter 

((’out i mad  from  Pikjc  {)()) 

Aliin'.imini  AwniiiKs  for  honu's.  and 
ia!i(ipies  for  doorways,  patios, 
porches  and  store-fronts. 

Mr.  (irant  comes  well  prepared 
for  his  responsibilities  in  the  new 
company.  He  has  si)ent  many  years 
in  sales,  sales  promotion  and  adver- 
lisiny^,  and  for  the  past  .several 
years  was  in  charge  of  .sales  for  one 
of  the  nation's  largest  manufactur¬ 
ers  of  aluminum  combination  doors. 
He  will  retain  the  responsibilities 
of  sales  and  advertising  and  e.\- 
pects  to  build  a  substantial  .sales 
and  disti’ibution  organization  with 
the  former  [taker  distributors  as  a 
.s(»und  base. 

Former  Haker  di.stril)utors  as 
well  as  others  are  invited  to  contact 
Mr.  (Irant. 


*  ♦ 


♦ 


Martin  Bergman  Appointed 
By  Jerith  Mfg.  Co. 

'I'he appointment  of  Martin  Iterg- 
man  as  Kastern  .sales  repre.senta- 
tive  for  the  Jerith  Manufacturing 
Co.,  whose  general  otlices  and  plant 
are  located  in  l’hiladeli)hia,  w.as 
announced  by  Irving  Schwartz, 
sole  owner  and  general  manager  of 
the  firm.  Jerith  manufactures  the 
Cadillac  triple-track  and  the  Storm 
Craft  single  track  all-aluminum 
storm  .sash. 

Mr.  Hergman  is  pre.sently  cover¬ 
ing  a  number  of  Fastern  Atlantic 
States  introducing  to  reputable 
window  dealers  the  Storm  Craft 
.sash  and  screen,  as  well  as  their 
large  size  picture  windows  and 
ba.sement  casements. 

Prior  to  his  association  with 
Jerith  Manufacturing  Co..  Hergman 
was  in  the  retail  field  handling  the 
very  .same  single  track  Storm  Craft 
windows  which  he  is  now  repre¬ 
senting  in  the  Kastern  area.  His 
background  has  given  him  a  wealth 
of  knowledge  and  e.xiierience  in 
merchandising  this  storm  sash,  i 
which  he  is  now  making  available 
to  his  dealers. 

(Covtimad  nv  Parte  100)  , 


save  25%  OH  YOUH 
CHSIMIHT  STOHM  SASH  COSTS! 


JVf  l¥  DiSlOH 

for 

FAST,  FASY 
ASSFMBLY 


NO  SPECIAL 
EQUIPMENT 
NEEDED 


I  if 

u 


Finest  storm  window  mode.  In¬ 
terchangeable  with  screens. 

;OT 

ouzeii»4 ,1^ 

.nap.j„  "  th. 

'*  •a,y  f  "•  all! 

or  No 


best  CONSTRUCTION 

Top  qoolity  . . -  thr-uh- 

out.  All-aluminum  tromt.  and J" 
s.rtt.  V.ntilatinB  «nit»  availabl.  with 
.Thar  pla.ti.  »r  stainl... 
w.ath.r  .tripping.  All  hardwar. 

furni.had. 


Outsido  Typo  —  Permanent, 
self-storing.  No  unsightly  clips  or 
brackets  used  to  hold  insert  panel. 


Here’s  quality  storm  sash  at  spectacular 
savings!  You  can  buy  Wilson  K-D  units 
at  prices  far  beh>w  assembled  cost.  You 
also  save  tin  shipping  charges.  All  you 
do  is  assemble  the  frame  and  glaze  the 
insert  — no  other  assembly  necessary. 
Your  total  cost,  including  K-l)  unit, glass 
and  labor,  will  average  a  good  2  less 
than  the  cost  of  factory  assembled  storm 
sash! 

WITH  THIS  NEW,  IMPROVED  SASH,  ANYONE 
CAN  DO  HIS  OWN  ASSEMBLINOI  BUY  K-D 
FROM  WILSON  AND  MAKE  A  BIGGER  PROFIT. 
YOUR  CHOICE— DE  LUXE  OR  ECONOMY 
MODELS. 

U/jute  Orodcu^ 

ffOK  ^rdUxUU,  and  *PJdc£A, 


L.  S.  WILSON  MFG.  CO  .  •  Z3Z6  S.  WESTERN  AVE..  CHICAGO  I 


AU-IIMI  CANADIAN 

lUMINUM  K.  D.  DEALERS  WANTED 

TftADI  MA»I 

ALL-TIME  3  TRACK  3  CHANNEL  ALL-EXTRUDED 
COMBINATION  ALUMINUM  WINDOW. 


A  really  trouble-free  triple  track  window.  Easiest  possible  assembly 
and  installation.  Will  outsell  any  competition  on  demonstration. 


All-Time  Mfg.  Co.,  Inc. 
293  Park  Street 
New  Britain,  Conn. 


For  Canadian  Dealers 

Branch  in  Cjnjdj 

All-Time  Mfg.  Co.  (OnUriol  Ltd. 
30  Richmond  Street  West 
Oshjwj,  Ontario,  Canada 
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9 

OF  RESEARCH  AND  MANUFACTURING  EXPERIENCE 
GUARANTEE  THE  QUALITY  AND  PERFORMANCE  OF 
EVERY  FOOT  OF  REXTRUDE*  FLEXIBLE  CROSS  SEC¬ 
TIONS  FOR  WINDOWS  AND  SCREENS. 

Rex  will  custom  make  to  your  specifications,  from  dies  mode  in 
our  own  toolroom,  any  type  of  screen  spline,  glazing  channel, 
gloss  spline  and  weatherstripping. 

Our  laboratory,  with  its  highly  trained  staff,  is  available  for 
consultation  without  obligation  on  your  difficult  problems.  In 
addition,  they  are  continually  checking  present  formulations  with 
an  eye  to  improving  them  whenever  a  new  development  is  dis¬ 
covered.  In  this  way,  Rex  continually  offers  you  the  quality  product 
of  the  industry  at  the  lowest  possible  prices. 

WR/Tf  TODAY  FOR  COMPLETE  INFORMATION. 
SAMPLES  AND  PRICES 

•  R»g  U.  S.  Pal  Off, 

THE  REX  CORPORATION 

51  Landsdowne  Street,  Cambridge  39,  Mass. 

Phone:  TRowbridge  6-1374 


How  You  (an  Add  A  New  Profitable 
Department  To  Your  Present  Business  And 


Many  Dealers  Are  Now  Selling 

FTDV  f  f  TF  home  fire 

flllL”LIIL  ALARM  SYSTEMS 
Approved  For  F.  H.  A.  Financing 

Every  homeowner  (people  whom  you  have 
lold  before  and  new  prospects),  are  custo¬ 
mers  for  FIRE-IITE  Home  Fire  Alarm  Systems. 

Many  deolers  In  your  field  are  now  making 
big  profits  with  FIRE  LITE  .  .  without  chang¬ 
ing  their  business  set-up,  without  a  large 
investment. 

Powerful,  Tested  Sales  Plan 
Clinches  Many  Sales  for  You! 

Write  Today  for  an  Exclusive  Dealership! 


To  sell  the  homeowner  a  FIRE-LITE  System 
requires  only  the  use  of  our  sales  tested  plan 
and  a  small  demonstration.  It  will  close  sales 
for  you  I 

FIRE-LITE  is  a  completely  wired  system 
throughout  the  house,  with  U.L.  Approved 
Rate-of-Rise  Detectors,  detecting  fires  instantly 
in  every  room  in  the  house. 


FIRE-LITE  ALARMS 


DEPT.  B  -  168  SHELTON  AVE. 
NEW  HAVEN,  CONN. 


B.  S.  Reporter 

{Conti from  Page  99) 

Keystone  Distributors  Meet 

I  Keystone  Alloys  Company  of 
Derry,  Pa.,  manufacturers  of  Key¬ 
stone  Aluminum  Storm -Screen 
Windows  and  Doors,  held  their  an- 
j  nual  distributors’  meeting  at  the 
i  Ligonier,  Pa.  Country  Club.  Dis¬ 
tributors  representing  thirty-one 
states  were  in  attendance.  After 
I  enthusiastically  previewing  the  new 
!  Keystone  Triple-track  storm-.screen 
i  window  and  the  many  new  features 
i  on  their  other  products,  the  entire 
party  took  time  out  for  an  after¬ 
noon  of  golf  and  an  evening  of 
I  frivolity. 


J.  Windisch,  left.  Keystone  dealer,  plugs 
his  product  even  on  the  golf  course. 


According  to  R.  K.  Huthngton, 
national  sales  manager,  Keystone 
distributors  throughout  the  country 
were  enthusiastic  over  business 
conditions  in  the  industry.  .Jeff 
Zappone,  .John  Zappone  and  Charles 
Zappone  headed  up  the  committee 
sponsoring  the  meeting. 

*  *  « 

Globe  Expands 
Warehouse  Facilities 

In  another  step  designed  to  ex- 
l)and  facilities  and  to  further  in- 
crea.se  customer  service.  Globe 
Roofing  IVoducts  Co..  Inc.,  is  in¬ 
stalling  a  tiering  system  of  ware¬ 
housing  their  roofing  products. 

Through  an  ingenious  method  of 
pallet  tiering  Globe  will  be  able  to 
stock  to  the  rafters  without  fear  of 
harming  bottom  layer  roofing  ma¬ 
terials.  In  stocking  asphalt  shin- 
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gles,  alone,  Globe  will  more  than 
triple  storage  space. 

The  purpose  of  this  expansion  in 
storing  facilities  is  to  enable  Globe 
to  carry  a  vastly  increased  inven¬ 
tory  of  roll  roofings,  asphalt  shin¬ 
gles  and  a  complete  line  of  colors 
and  products.  This  will  greatly 
expedite  .service  to  their  trade  and 
minimize  production  -  .scheduling 
jiroblems.  W'hen  this  tiering  sy.s- 
tem  is  completed,  almost  any  color 
in  any  product  of  Globe’s  extensive 
line  will  be  “on  the  floor’’  and  ready 
for  immediate  shipment. 

«  4*  ♦ 


Parmco  Opens  Storm  Door 
Plant  in  California 

I’armco,  Inc.,  Ontario,  California, 
announces  the  opening  of  a  new, 
spacious  factory  (the  largest  of  its 
kind  in  the  West)  for  the  manufac¬ 
turing  and  distributing  of  a  new 
and  improved  aluminum  combina¬ 
tion  and  .screen  door  for  all  the 
Western  states. 

R.  Edelstein  Forms  Triad 
Window  Co.  of  New  York 

Diamond  Huilding  Products  Cor- 
lioration,  Cleveland,  Ohio,  manufac¬ 
turers  of  Triad  All  Aluminum  and 
All  Stainless  Steel  three-track  win¬ 
dows,  has  announced  the  resigna¬ 
tion  of  Mr.  Robert  Kdelstein,  Kast- 
ern  Sales  Manager  of  the  romj)any. 

.Mr.  Kdelstein  was  connected  with 
the  company  for  the  past  three 
years.  He  has  now  become  owner  of 
the  Triad  Window  romi)any,  Inc. 
of  .\’ew  York — a  newly  formed  com- 
j)any  which  began  operations  on 
September  1st  of  this  year.  The 
newly  established  New  York  di.s- 
tributorship  will  handle  both  the 
Triad  three-track  Aluminum  and 
All  Stainless  Steel  windows. 

Mr.  N.  Rrown,  president  of  Dia¬ 
mond,  states  that  the  new  distribu¬ 
torship  was  another  step  in  the 
company’s  {dan  to  continue  exten¬ 
sion  of  .sales  coverage  just  as  rapid¬ 
ly  as  expanded  production  facilities 
will  permit. 


All  the  $ign$  point  to  ELMONT  .  .  . 


NEW! 


<- 

i 

ELMONT 

575  HEMPSTEAD  TURNPIKE 


PANEL  M  I  T  R  E  D 
ALL-ALUMINUM 

COMBINATION 

STORM  &  SCREEN 

•  Heavy  H-Beam  Construction 
Gussets 

•  Hollow  Mullions 

•  Beautiful  Ribbed  Face 
&  Smooth  Interior 

•  Three  stainless  half  concealed 
hinges  riveted  to  Z-Bar 

•  8  Points  of  Attachments  mahe 
it  Sag  proof 


DOORS 


inquire  for  our  new 

LOW.  LOW  PRICES 

Write  for  informotion  on  our 

FULLY  ASSEMBLED  or  K.O.  PLAN 
DISTRIBUTORSHIP  OPEN 

Prompt  Delivery 


MFG.  CO. 


ELMONT.  NEW  YORK 
FLoral  Park  4-3620 


NEW 

ALUMINUM-COMBINATION 

"Z"  BAR 

EXPANDER  TYPE 

FINEST  ENGINEERED 

BEST  QUALITY  IN  TRADE 

^Extruded  hollow 

^Stainless  steel 

Mullions  &  Side  Rails 

Hinges 

*Heavy  H-Beam 

^Aluminum  screen 

Construction  Gussets 

Wire 

"^Beautiful  lined  front 

*Top  quality 

Smooth  interior 

latch  &  check 

*Sag  proof 

^Competitively 

8  point  reinforcement 

priced 

*No  screws 

on  face  of  door 

WRITE  FOR  INFORMATION  ON  OUR  K.  D  PLAN  OR  DISTRIBUTORSHIP 

STEWART  WINDOW  CO. 

CLEARFIELD  &  RUTH  STS. 

PHONE 

PHILA.  34,  PA. 

GARFIELD  6-0616 
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Satin  finisli  —  Adjustable 
Sub-frame.  Plus  many  exclu¬ 
sive  engineered  features.  More 
sales  and  less  service  calls  will 
assure  more  PROFITS. 

Inquiries  Invited 


uiinsTRom 

MANUFACTURING  CORP. 

15-32  127th  St.. College  Pt., N  r 


If  you're  a  DISTRIBUTOR 
of  combinafion  ALUMINUM 
STORM  &  SCREEN  DOORS 

In  Ihe  BALTIMORE  or 
WASHINGTON  Area,  and 
wani  fo  handle  direci 
from  factory,  coniaci  us. 

If  you  purchase  in  lots  of  153  units  or 
more,  we  deliver  direct  to  your  ware 
house.  Smaller  lots  F.O.B.  Pittsburgh. 


We  have  many  satisfied 
users,  and  you  cannot  handle 
a  better  door. 

Write  or  Phone 


KENBERN  ALUMINUM  PRODUCTS 

Monufocturcd  by 

WEYL  &  GAHAGAN 
6640  Hamilton  Avenue 

Pittsburgh  6,  Pa. 

Emerson  1-7007 


Entire  Southern  Town  Has 
Electric  Garbage  Disposers  Installed 


The  South’.s  first  towti-wide  in¬ 
stallation  of  electric  jrarhaKe  di.s- 
l»o.sers  has  Iteen  started  in  Mt. 
Dora,  a  Florida  re.sort  community. 

In  an  attempt  to  imiirove  .sanita¬ 
tion  and  simjilify  jrarbajre  collec¬ 
tion.  Mount  Dora  has  si^'ned  a  con¬ 
tract  to  buy  General  Electric  dis- 
po.sers  for  resale  to  local  house¬ 
holders  at  a  special  price  of  .$99.95 
installed. 

“Our  aim  is  to  make  Mount  Dora 
a  better  and  more  attractive  place 
to  live  in  and  to  visit,"  Mayor  D. 
Fletcher  ('rane  said.  “We  believe 
that  by  eliminatinjr  jrarbajre  cans, 
we  can  make  the  town  both  cleaner 
and  healthier.  And  at  the  same 
time  we  can  cut  down  the  load  on 
our  KurlmKe  trucks.” 

The  town  has  received  an  initial 
shipment  of  59  0-E  disposers. 
These  were  put  on  sale  at  the  city 
hall.  As  the  supply  was  depleted, 
additional  orders  were  placed.  The 
mayor  said  he  hojied  that  every 
one  of  the  town’s  1500  hou.sehold- 
ers  would  eventually  install  di.s- 
po.sers,  but  emphasized  that  they 
will  not  be  com[)elled  to  do  .so. 

Reduces  Hills 

The  town  is  buying  the  dispo.sers 
from  the  Florida  distributor  of  G-E 
major  appliances,  and  sells  them 
direct  to  homeowners,  who  can  pay 
cash  or  finance  their  purcha.se 
IhrouKh  the  local  bank.  Three  local 
plumbers  and  two  local  electricians 
will  make  the  installations. 

The  ma.vor  said  that  at  pre.sent 
the  town  is  charjrinir  hou.seholders 
$9  a  year,  or  75  cents  a  month, 
for  narbajre  and  refuse  collection. 
The  bill  will  be  cut  in  half  for 
people  who  install  dispo.sers.  and 
henceforth  they  will  pay  only  for 
trash  collection. 

AlfhouKh  Mount  Dora  has  a 
sewajre  .system,  90  per  cent  of  its 
houses  are  connwted  to  .septic 
tanks.  General  Electric  repre.sen- 
tatives  pointed  out  that  f?arba>re 
dispo.sers  work  just  as  well  on 


septic  tanks  as  on  a  city  .system. 
L’ood  wastes  are  such 

small  particles  that  they  are  (juick- 
ly  and  readily  assimilated  in  the 
tanks. 

Mayor  t'rane  .said  that  the  idea 
for  in.stallin>j  dispo.sers  on  a  town¬ 
wide  basis  stemmed  from  the  suc- 
ce.ssful  exi)eriment.s  made  in 
•Jasper.  Ind.,  and  Herrin.  Ill.,  la.st 
year. 

4c  ♦  « 

New  Product's 

{Cniifiinu  (I  from  Pa(j<  (52) 

erator  trim.  From  e.xperience  in 
these  aiiplications,  a  K‘>d  working 
knowledjre  of  the  alloy  has  been 
develojied. 

Alumilite-t  r  ea  t  ed  ('57S  ap¬ 
proaches  hijrh-purity  aluminum  in 
the  transparency,  metallic  luster, 
and  sheen  of  its  finish,  while  afford¬ 
ing  substantially  hijrher  mechani¬ 
cal  iirojierties.  It  has  excellent 
forminjJT  characteristics. 


‘s'  Diameter  Blind  Rivets 
Installed  With  a  Hammer 


The  Southco  Drive  Rivet,  a  ham¬ 
mer  driven  blind  fastener  installed 
by  one  man  working  from  one  si(le 
of  the  job,  is  now  available  in  Va" 
diameters  for  the  use  of  storm 
sash,  door,  and  window  manufac¬ 
turers. 

Expanded  by  tapihntr  home  a 
steel  pin  .seated  in  the  slotted  cored 
aluminum  rivet  body.  Drive  Rivets 
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l>ull  sheets  tightly  together,  re- 
<iuire  no  bucking,  trimming  or  tiii- 
ishiiijr.  Xo  special  skills  or  tools  are 
retpiired.  The  finished  appearance 
is  excellent  and  the  fastening  tiKht 
and  permanent. 

Al.so  available  are  larger  blind 
rivets  in  modifie<i  brazier  and  1(10 
detrcee  countersunk  head  styles. 


wM^  &)ccludlu^ 
GAaumed  £o4W-eA± 

by  Victor 


Acne  Introduces  New 
Sliding  Door  Hardware 


*  CROWNED  LOUVERS  —  Give  additional  strength  to 
the  streamlined  design.  A  Victor  exclusive!  This  fea¬ 
ture  allows  air  tocirculate  freely  through  the  awning. 

*  COPPER-ALUMINUM  BEARINGS  allow  easy 
movement  up  ond  down.  Another  Victor  exclusive! 

*  STRONG,  DURABLE  LIFETIME  CONSTRUCTION 
—  Fireproof,  stormproof,  and  all-weather  proof. 

*  WIDE  VARIETY  OF  COLORS  and  color  combina 
tions  —  All  chemically  protected  ogainst  peeling 
and  checking.  Alodized,  baked-on  enamel  used 
exclusively. 

*  STATIONARY  MODELS  for  doorways,  porches 
and  patios. 

*  Shipped  as  a  complete  package  or  K-D  operation. 


See  Our  Exhibit 

at  the 

NERSIC  A 

WEST  COAST 
EXPOSITION 


Present  Aluminum  Supply  Per¬ 
mits  a  Limited  \umher  oj  Dealer 
Appointments  to  listahlisheJ, 
Well-Rated  Dealers  with  Apgres- 
sit  e  Sales  Organizations. 


The  Acme  Appliance  Maiuit'ac- 
turiiiK  Company  ha.s  announced  a 
new  addition  to  their  quality  line 
of  slitlin^r  door  hardware  known  a.'^ 
the  Acme  l!i-Uail  5.00(1  and  is  useii 
for  Ity-passiiiff  wardrobe  doors. 

Many  outstandiiiK  features  are 
included  in  the  new  5,000  lim>. 
Wheels  are  made  from  the  tint'st  of 
wear  resistant  nylon  that  needs  no 
lubrication.  The  new  nylon  wheels 
are  larger  than  most  sliding  door 
wheels  making  it  possible  for  door 
slidiiiLr  to  be  smooth  and  easy. 

Track  is  itrt'cision  made  from 
rust  resistant  heavy  Kautre  steel 
and  one  sizt*  can  be  used  for  all  door 
thicknesses.  I’ackaKcd  with  every 
set  of  sliding  hardware  is  Acme’s 
all  steel  door  ^fuide  with  the  new 
dimi)led  ed^res  desijrned  to  provide 
minimum  contact  with  sides  of  slot 
in  base  of  <loor. 

The  Acme  15i-Kail  5,(M)0,  with 
.solid  nylon  wheels,  is  a  companion 
t)roduct  to  the  Acme  .‘1, 000  .series 
which  utilizes  the  famous  Acme 
rubber  wheel  with  the  permanently 
lubricated  core.  All  Acme  products 
are  unconditionally  truaranteed  for 
the  life  of  the  buildinjr. 


Yes,  best  dressed  but  most  important  .  .  .  homes 
will  be  more  comfortable  when  they're  equipped 
with  Keystone.  Your  customers  will  oppreciote 
the  Quality  and  Features  of  Keystone  products. 


An  •acIumv«  feature 
mortiting 
ond  mokot  o  perfect, 
rigid  instoiloHon. 


' ''ok  For  The 
Window  With 
The  Louvers! 


A  %ty\e  to  »vit  ovory  window! 
Eithor  OUTSIDE  or  INSIDE  type. 


Assembly  Plants  Coast  to  Coast! 


GlMT«Bl»«d 

KAuffkftpinf 
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Triple  action  at 
lets  than  2-track  cost 


A  X  II  II  K  A 

"TRI-WAY" 

ALL  ALUMINUM  COMBINATION 
STORM  &  SCREEN  WINDOW 


AIVlIRK.l  CORP. 

183  Horton  Avenue 
Lynbrook,  L.  I.,  N.  Y. 

LYnbrook  3-8668 


ITS  NOW  HERE 

The  cut  stock  service  you've  olwoys  needed 

CALIFORNIA  REDWOOD  KILN  DRIED 

Storm  and  Screen  Door  Stock 
Storm  and  Screen  Sash  Stock 

Furnished  cut  to  width  and  length  —  Rough,  S2S  or  moulded 
to  your  exact  patterns 

Eliminate  raw  lumber  storage,  ripping,  cutting 
and  moulding  operations 

Storm  and  screen  door  and  sash  stock  can  be 
furnished  in  same  car 

Delivered  prices  quoted  upon  receipt  of  specifications 

FRANK  R.  ADAMS  ASSOCIATES,  INC. 

35  East  Wacker  Drive 
Chicago  1,  Illinois 

Telephone:  Randolph  6-3626  Teletype:  CG  1618 


New  Products 

(Coutinued  from  Poffe  lO:?) 

Window  Ventilators  Assure 
Dust-free  Ventilation 

VVTndow  ventilator  history  is  be¬ 
ing  made  by  the  unique  "Filter- 
V’ents”  and  “Louver-Vents”  of  The 
K.  K.  Schumacher  Co.  Po{)ularity  of 
both  ventilators  has  been  attrib¬ 
uted  to  the  unusual  features  con¬ 
tained  in  the  products. 

The  original  "Filter-Vent”  al¬ 
lows  smog-free,  dust-free,  draft  less 
ventilation.  Made  of  heavy-gauge 
metal  with  fiber  filter,  it  is  avail¬ 
able  in  four  sizes  to  fit  all  windows. 

Now’  equipped  w’ith  Schumach¬ 
er’s  exclusive  “Reddy-Loc,”  the 
“Louver-Vent”  locks  at  any  adjust¬ 
ment  with  no  rattle,  no  danger  to 
children.  “Reddy-Loc”  releases  with 
slight  pressure  of  the  thumb.  This 
steel  })anel  ventilator  has  a  baked 
enamel  finish  and  is  available  in  six 
sizes  to  tit  all  windows. 

Retail  j)rice  of  the  “Louver- 
Vents”  is  apin’oximately  4t>  cents. 
The  “Filter-Vent”  retails  for  ap¬ 
proximately  $1.25. 

•  *  * 

Fenestra  Galvanized  Steel 
Basement  Window 


Rasement  windows  take  a  beat¬ 
ing.  In  any  climate,  they  are  sub¬ 
jected  to  hazards  of  rot  and  rust. 
Rain  and  dirt  splash  against  them 
.  .  .  and  keeping  them  painted  or 
protected  from  the  elements  is  an 
unpleasant  chore  for  home  owners. 

That’s  why  owners,  builders, 
architects  and  others  will  welcome 
the  news  that  Fenestra  steel  base¬ 
ment  windows  can  now  be  ordered 
with  a  heavy  galvanizing  coating 
that  completely  protects  the  win¬ 
dows. 

With  this  coating,  applied  by  the 
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continuous  Hot-Dip  i)rocess,  after  | 
manufacture,  protective  mainte-  ' 
nance  is  no  longer  a  problem  .  .  . 
painting  is  not  necessary,  excej)! 
for  decorative  purposes.  ! 

Fenestra’s  Hot-Dip  KHlvanizinir 
of  steel  windows  is  done  in  the  only  j 
plant  in  America  esptHtially  de- 
siKned  for  that  purpose.  This  plant,  ; 
at  Detroit,  Michigan,  was  spixually  : 
built  to  handle  the  complete  pr(K*ess  ^ 
of  cleaning,  bonderizing,  and  gal¬ 
vanizing  steel  windows  under  care-  i 
ful  controls.  Special  tanks  permit 
dipping  of  the  entire  steel  window,  . 
after  as.sembly,  .so  that  all  e.xposed  I 
metal  receives  a  protective  coating. 
Experience  has  shown  that  win-  i 
dow's  that  are  properly  galvanized  j 
can  withstand  weather,  even  .salt  i 
sea  spray,  for  more  than  IlO  years 
without  deteriorating.  ! 

*  *  *  * 

Folder  On  Drapery 
Traverse  Hardware 

(Irant  Pulley  &  Hardware  Co.  is  i 
pleased  to  offer  the  trade  a  new 
6-page  folder  de.scribing  its  Curtain 
and  Drapery  Traverse  Hardware 
Line.  Designed  to  make  every 
aspect  of  the  hardware  readily  j 
available  and  under.standable,  the 
new  folder  includes  such  features 
as  installation  instructions,  typical 
bill  of  materials,  window  treatment 
suggestions,  parts  and  sptvifica- 
tions  as  well  as  discussion  of  acces¬ 
sories  and  general  data. 

♦  *  ♦ 

Sash  Maintenance  Folder 
By  Tremco  Mfg.  Co. 

Problems  and  suggesttnl  methods 
for  the  economical  maintenance  of 
steel  and  wood  .sash  are  outlined  in 
‘‘Trouble  Free  Sash  Maintenance,” 
an  attractively  illustrated  bulletin 
released  by  the  Tremco  Manufac¬ 
turing  Company,  Cleveland  4,  Ohio. 

Subjects  discussed  include  the 
importance  of  making  buildings 
tight  and  draft-free  before  winter; 
a  compari.son  of  putty  and  mastic 
glazing  for  windows;  the  value  of 
caulking  o|>enings  between  sash 
and  masonry;  .samples  of  colors  in 
glazing  compound  which  does  not 
require  painting;  methods  of  paint¬ 
ing  rusted  .sash  without  removing 
ru.st. 


Famous 


Shower  Enclosures 


Cash  in  on  the  skyrocketing  demand  for 
more  beautiful,  more  proctical  bath¬ 
rooms!  Permalume  shower  enclosures  fit 
any  bathtub,  any  size  shower  opening. 


Installation?  Simple! 

Fast  and  fool-pioof  installation  is  o  cinch* 
Tub  enclosures  install  with  S-18  Mastic  we 
provide — no  drilling  on  tub  or  wall,  no 
special  equipment  or  mechanical  know-how 
needed! 


They're  priced  to  sell  to  every  home- 
owner,  regardless  of  budget,  and 
there's  a  generous  discount  for  you! 


cj/oiwt. 


OF  AMCmCA 


979  ftocMro*  N.  I 


A  Howto  %,  Oo. 


Write  now  for  details! 


DISTRIBUTORS  REPORTS 


because  sales  are  easy 
and  the  profit  margin  is 
excellent  with  the 


ffilMIS 

WINDOWS  and  DOORS 


TOP'*''  SnP 

Trttdt  Mmrk  Ahtminkun  Co  of  Amtricm 


"K  D.”  distributors  set-up  for  combination 
screen  and  storm  windows.  Made  of  life¬ 
time  Al.COA*  extruded  aluminum, competi¬ 
tively  priced,  plus  superior  features  that  beat 
competition.  I  asy  to  assentbic,  quickly 
installed  for  trouble-free  service.  Immediate 
delivery.  Advertising  and  sales  helps 
supplied. 

NASH  MFG.  CO. 

Executive  Office  t  Mein  Plant 
Long;  Branch,  New  Jersey  Lens  Branch  6-6200 

Factory  Broncho 

ns  Holsry  St.,  Nework,  N.  J  ,  Ml  2-1600 

1148  No  American  St.,  Philadelphia,  Pa.,  LO  1-0074 

9126  Hartford  Rd.,  Baltimore,  Md  ,  BO  2222 

147  Notsau  Bled.,  West  Hemptteod,  L.  I.,  N.  Y.,  HE  2-S140 


r 
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A.  K  B.  MfK.  (  « . 

Acme  Window  CondilioniiiK  Co... 
Adams  AssiK-iates,  Inc.,  Frank  B.. 

Adams  FnKinecrinjt  . 

Air  Master  Co . 

.Alco  Window  Industries . 

All  Time  Mf({.  Co.,  Inc . 

Aluma  Kraft  Mfn.  Co..  . 

Alumatic  Corp.  «»f  .\merica . 

.Alumidor  Mfg.  Co . 

.Aluminum  FahricatiiiK  Co.  tif  I’ill 

liurKh  . 

Andrea  .MfR.  Corp . 

.Arrow  Metal  Products  Corp . 

B 

B  &  a  Sales  (  o . . 

Barnhart  Co.,  The  A.  W . 

Beaux  .Art  Crafts . 

Bonnell  Mf){.  I  ii..  The . 

Bliss  Industries.  Inc . 

BuildinK  Specialties  . 

C 

Calbar  Faint  it  A  arnish  Co . 

CampiK'll  Sash  AAiirks,  I  he . 

Childers  Mftt.  f'o..  . . ...JIMA 

Clearview  l.uuver  Window  <  «• . 

Corson  Mflt.  f  Ben.... . 

Com|M>  .Miracle  I ’rod  nets  to..  ..... 
Conneaut  Kubher  it  I’lastics  to... 

Curxalum  Diair  MfK.  Co . 

(  hicaKo  Alelal  Strip  Co . 

It 

Itallas  Iron  it  AA  ire  AA  orks.  Inc... 

lte<'-()-(irilles,  Inc . 

Itewatex  .Mf(t.  t  o . 

Huncan-.AIorris  Co . 

Bustite  I’rmiucts  Co . 

Itecorite,  Inc . 

K 

KImont  Mfn.  Co . •  •• 

F.IIwimmI  .Aluminum  Co..  Inc.,  1  he 
Fmeo  (  ement  Products,  Inc..  Back  ( 
F 

Feather-I.ite  A1f({.  C«»..... . 

Federal  Screen  it  Sash  (  i» . 

Fire-File  Alarms  . 

Four  W'a.v  AwninR  Co . 

(i 

(irani  Metal  MfK.  Co..  .  . . 

tJrec'n  Construction  Co.,  The  B.  K. 

tiuildcresi  Co.,  The . 

(ieneral  Sash . 

II 

Hess  ManufacluriiiK  Co . 

Hutch  ManufacturinK  Co . 
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Ida  I’rtMlucts  Compan.' .  *>■'» 

J 

Jamaica  Sash  it  Hotir  (o.... .  91 

Jasco  Aluminum  Products  Corp .  I< 

Jenniper  Aluminum  Products,  Inc...  <7 
K 

Kaufman  t  ompany  . 

Kessler  Products  Co . 

Keystone  Alloys  t  i* . 

1. 

Fudman  Cttrp . 


S9 

Sh 

105 


M 

.AlcDermoll  Metals  (ompany .  SO 

Master  Fabricators.  Inc .  St 

Metal  Tile  Products,  Inc . 05,07 

.Aloloney  Company,  The .  It 

Alodernview ,  Inc .  55 

Alorl  Company  .  07 

.\ 

Nash  ManufacturinK  <  o .  105 

.National  Heather  Slone,  Inc .  12 

National  AAindows  .  9h 

O 

Old  (Quaker  Paint  t  o..  Inc .  59 

Orchard  Bros..  Inc . 

l> 

Paralislic  Products  (  o .  07 

Peerless  Crille  Co .  9S 

Parmeo,  Inc . .  02 

Pr«i-r»H-t-l  -Jalousie  Corp .  21 

Proteclalum,  Inc .  Oh 

(< 

({iieens  Tmil  FnKineerinK  it  AlfK.  (  o.  00 
K 

Ba.>don  ABk.  Co..  Inc .  00 

KemiiiKlon  .vluminiim  AAindows....  II 

Be-Nii-Il  Corp .  51 

Bex  Corporation.  The .  100 

BoloKlass  F^quipmenl  Co.,  Inc .  10 

BootinK,  SidiiiK  it  BuildinK  Special¬ 
ties  .Manual .  52 

Boyalume .  01 

Buheroid  Co..  The .  10 

S 

Seal-Tested  (  oatinKs,  Inc .  0 

Security  .Metal  AA  indow  Products  (  o.  09 

Shower  IhMir  of  America .  105 

Steelcraft  MfK-  (  o .  15 

.Stewart  AA'indow  Co .  101 

Stale  St<irm  AA'indow  Co..  Inc .  09 

.Storm  AAindows  of  .Aluminum,  Inc.,  07 

Sun-Sash  Company  .  10 

SterlinK  Alaterials  Co..  Inc .  59 

StrinKer  Co.,  A.  H .  95 

r 

Trip-l/ex  . 

Troy  Sunshade  Company .  51 

I 

Fnion  .Aluminum  Co..  Inc .  25 

I’niversal  Fabricators  .  OH 

A 

A'  Seal  Cor|M»ralion  .  92 

A'erflex  .Sales  Corp .  12 

A'iclor  TimiI  it  Alachine  Corp .  105 

A'ulco  Defender  .  "1 

A'ulcan  Metal  Products  Co .  50 

AA 

AA  allace,  Don .  97 

AA'arner  MfK.  Corporation .  5H 

AA  eather-Pro<if  Co.,  The . 50-57,72-75 

AA ealher-AAi.se  AAindows.  Inc .  20 

AVerner  Co..  Inc.,  B.  D . 00.  SO 

W'eyl-dehaKan  .  102 

AA’illiams  Fumber  .  92 

AA  ilson  MfK.  Co..  F.  S .  99 

AAinstrom  .ManufacturinK  Co .  102 

AAinsulite  AlfR.  Co .  75 

W  in-Sum  Window  C«»rp .  70 

AAurdiK-k  Chemical  Co .  90 

A 

VoiiiiKstown  Industries,  Inc .  10 


BUILDING  SPECIALTIES 


CLASSIFIED  ADVERTISING 

Under  this  heading  claisiiied  advertiieznents 
are  accepted  at  the  unilorm  rote  ol  25  cents 
a  word,  but  no  advertisement  taken  tor  less 
than  20  words  with  a  minimum  charge  ol 
$5.00;  3  months  at  20c  per  word  per  insertion. 
Check  or  Money  Order  must  accompany  copy 
of  Classilied  Ad.  Advertisements  soliciting  deal 
ers  or  distributors,  or  new  products  lor  sale,  not 
accepted  in  classilied  section.  Address  all  com¬ 
munications  to  Classilied  Department.  BUILD 
ING  SPECIALTIES.  425  Fourth  Avenue.  New 
York  16,  N.  Y. 


SI  rr  ATKINS  W  VM  Kl) 

.MANA(,KK  KK.iUKKN  ytar>‘  hack 
Kioiiici  *<tiiink{  i.»  htytrni  wuitiow  (i(‘ai«t>.  i!  you 
luaiiiitHctuu’  a  wudI>>w  oi  (i(K>i  and  want  real  volume 
AATitc  lo  it  .x  ,wu.  Ill  ll.lM.Stf  Si‘K(  lAl/J  Ihb, 
l-.iuith  .vAPiiuc,  New  ^ojk  lf>,  N. 


IIKLK  WANTED 


'-Al.K>  .MANAliKk  WK  distrilmlr  k>iic  of  the 
finest  J'hiee  Irack  window  and  do«>r  on  the  market 
in  l‘a.,  New  .ler«'A,  Delaware,  .\larylaiid,  Washing 
toll.  \\  e  need  a  ^‘hhJ  man.  It  you  think  you  can 
(liialify  write  details  to  ll'X  Jn'f,  HL'lLDlNl# 
M’Kl  iALriK>,  4J5  Fourth  Avetiiie.  NeAv  York 
In.  N.  V. 


WAN  J  Fl)  AM  .MINI  .M  \\  l.NDOW  salesman  tor 
\\  (  st  (  <uist.  laadiiig  luanutacturer  ot  aluminum 
{H  MD  windows  fiiiiilA  established  m  busmesai  on 
West  (Oast  wants  exjierienced  salesman  to  head  up 
sales  III  this  terntoiy.  Kxccllent  oi){K»rtunity  tor 
right  man.  (iive  tuli  {larticulais  a(M)Ut  yourselt 
vADin  answering.  II -x  ^7J,  til  Ii.dI.NAi  Si'f.LlAL- 
I  Ir-.S,  A-S  4ih  Ave.,  New  \  oi  k  It),  N.  N  . 


\V,\N'i  KI)  SALF-bMF^N  'i  O  kcll  Venetian  blinds, 
liuod  oppoitunity,  manutactuicr  will  tram  you  and 
e(|uip  you  with  aampleii  and  sales  data.  New  York, 
New  jemey,  Connecticut  and  i’etiii&ylvaina  tern- 
tones.  Wiitc  Bux  J67,  Building  Specialties,  425 
hoiirlh  Ave.,  New  York  lo,  N.  Y. 


MANAtihK  tUK  AMJMINCM  Window  and  Door 
whule»;ile  distributor.  hxecutive.  Knowledge  and 
expeiiencc  combination  wiitduw  business.  Cood 
<*l»puituim>  with  growing  concern.  Write  Box  JbO. 
iluilding  Specialties,  4J5  Fourth  Ave.,  New  York 
lu.  N.  Y. 


SLVhKAL  WINDOW  AND  door  installers  to  in¬ 
stall  in  Northern  New  Jersey  area.  Write  Box  No. 
Jt>3,  Building  Si)ecialties,  423  Fourth  Ave.,  New 
\utk  lo.  N.  Y. 


DNE  UF  TJIK  major  producers  ot  extruded  Hcxi- 
bic  Splines,  glazing  channels,  weatherstrips,  etc. 
wishes  to  appoint  sales  reps.  Territories  other  than 
New  England  and  New  York  open.  I’retcr  men 
who  arc  now  calling  on  window  and  screen  manu 
tactuicrs.  Write  at  once  to  Box  io8.  Building 
Specialties,  425  Fourth  Ave.,  New  York  16,  N.  Y. 


>A1.E.'n  M.\.\A(iKk  W  rrii  {Jiitveu  reconl.  Set  up 
and  take  CMuidtte  charge  of  retail  >ale>  dniMot» 
of  Aluminum  Storm  Windows,  Doors,  X'enetian 
liliiids  and  allied  products.  Firm  established  tiver 
hltetii  years  with  {«rodiict.s  CiUisidered  uiisiirpasnnl 
in  the  Midustry  l.ocatrd  on  Long  Island.  New 
\  t  rk  I’ermarient  })o«.ition.  Reply  giving  complete 
lesiime  ami  salary  de-xired.  Box  57J>,  Building 
SjK-eialties,  425  Fiurtth  Avenue,  New  York  l6,  N.  ^  . 


sAI.KS  REPRESENT  AT  1\K  WANTED  cun 
t.tctiiig  aluminum  door  manufacturers  and  dealers 
to  sell  ,(  iM-autiful,  ({iiality  line  of  gtilles.  Write 
Box  .'“4.  Building  SiH*cia)ties.  425  Fourth  Avenue, 
\(w  N  uk  Id.  \,  \  . 


IS  YOUR 

IN  TUNE  WITH  tMiMES 


We  still  have  dealerships  a  va  i  I  a  b  I  e  . . .  w  r  i  t  e  for  details! 


The  ABC  Jalousie  Window  is  the  most  revolu¬ 
tionary  and  practical  improvement  in  window  design 
today. ..the  All  Balanced  Control  is  unmatched  on  today's 
market ...  both  in  the  fine  construction  and  appearance! 


AdQAM 


ENGINEERING  COMPANY 


O  P  A 


L  O  C  K  A 


FLORIDA 


L 

■ 

HoNDSTONE  l.rinps  you  higher  profits  wliile 
you  huild  tlip  happiest  sales  erew  you  ever  ha<i. 
Sell  BONDSTONP]  along  with  other  siding  and 
eompletely  eliminate  competition  and  price  cut¬ 
ting;!  BONDSTONP!  matches  any  natural  stone  in 
color,  texture  and  appearance  at  a  fraction  of  the 
cost.  Applies  over  any  surface  .  .  .  inside  or  out 
...  on  old  hiiildings  or  new.  And  you  ran  guaran¬ 
tee  BONDSTONE  for  20  years! 

Exclusive  territories  open  for  qualified  Dealers! 

Money-Making  defai/s  TOM// 


EMCO  CEMENT  PRODUCTS,  INC. 
Shamokin,  Pa. 


^z*iftf€d  Saietmen:  Larger  unit  tales  attract 
TOP  specialty  men. 

iasy  fo  Self.  An  exclusive  nationally  advertised 
preduct  lor  both  commercial  ond  home  jobs, 
iow  Investment;  Your  FIRST  job  pays  lor  your 
entire  investment  in  BONDSTONE  equipment. 
iasy  Application;  Train  applicators  in  two 
doys.  They  enjoy  the  easy  work  I 


L'lr ''' utj--  .1. 

'  ■  ■  It  tiH'i 

BONDSTONE 


rJCTTi 


The  Miracle  Man-Made  Stone 


See  us  at  NERSICA,  San  Francisco  —  Booth  33! 


